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NEW 

REGISTER 
PRICE LIST 
JUST OUT. 


SEND FOR ONE. 


INDEPENDENT 
REGISTER CO. 


Lane Bros. ia. 154 CHAMPLAIN ST. 
POUGHKEEPSIE, N. Y. CLEVELAND, OHIO. 


eapest 
Cut-off on the 
Market. 

The only single 
Cut-off made to 
fit Corrugated 
and Plain Pipe, 
and which can be 
used without > 

, tra pipe ‘or © 
fees bows. For sale by 


Patent applied for. 


COONEY & CEICER 


19 & 21 E. South St., - Indianapolis, Ind. 


LANE’S iw 
ZL HANGERS 





=F 
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Our Facilities 


are unsurpassed by any 
firm in the United 
States for the manufac- 
ture of 


Stove Bolts, 

Stove Rods, 

Machine Screws, 

Pointed Pins, 

Threaded Wires, 

Rivets, 

Special Bolts, 

Mica Bolts, 

Cold Pressed Nuts. 

We have a large clientele 
among stove men who ap- 
preciate our high cuality, 
prompt deliveries and at- 
tractive prices. Let us hear 
from you, 


Atlas Bolt & 


Pm Screw Co., 
2 Cleveland, O. 


MADE OF WROUGHT STEEL, 
E OR BRASS -ALL FINISHES. 


» BOMMER BROTHERS. ‘ 


c, py ae sroontrn A.Y.US.A. 


Flat Head Counter Sunk Stove Bolt. 











Quality | Talks! 


| of the Stove and 
Furnace Makers 


buy the American Seal Stove Putty and Asbestos Furnace 


Cement. Why? 
the price is right. 


Wm. Connor Paint Mfg. Co. 


TROY, N. Ve 


Because it gives uniform satisfaction and 


N. WARSCHAUER, 


Importer and Exporter 
Commission Merchant, 


49 Mariahilferstrasse, VIENNA, AUSTRIA. 


Bas Unequaled Facilities for the Distribution of American Specialties la 
Austria-Hungary and Southeastern Eurove. 


Black Diamond Files = Rasps. 


PERFECT—ALWAYS 
me 





Twelve At 
Medals International 


Awarded Expesitions. 
Cc. & H. BARNETT CO. 


Black Diamond File Works. Philadelphia, Pa. 





—_ 


THIS SPACE FOR SALE 
Inquire of Owner 
DANIEL STERN 
69 Dearborn Street 
CHICAGO 





Tue “Crose” Venritator, 


In Brass, Copper, Galvanized 
Iron and with Glass Tops for 
Skylight purposes. 


FOR PERFECTLY VENTILATING 


Schools, Churches, Halls, Mills, Face 
tories "sel Audience Rooms of Every 
Character, 


SMOKY CHIMNEYS CURED. 


**Globe Ventilated Ridging”’ 
Send for Pamphlet. 


Manufactured by 


GLOGE VENTILATOR (0., TROY, ¥, ¥. 


7s 23 
HMUUELLAEAATEL 
MG I ce me) BE E pi 
WUT 


PATENTED 
Feb. 29, 1876, May 9, 1878, 
May 29,1888, Nov. 23, 1998 
Dec. 5, 1893, Jan.30,18%, 
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A Postal Card from you will bring valuable, complete 
information in regard to the best, most comprehensive, 
strictly modern line of these goods. 


evo eS 100". MERICANRADIATORGOMPANY 


t. Louis, Buffalo, Minneapolis, 
oe Detroit. London. ” Lake and Dearborn Sts.. CHICAGO. 


7? se fe ate 
FA U C ET S Improved Haxtun Boiler 
oe For hoo and Hot Water Heating. Maga 
zine Feed For Soft and Hard Coal, 18 


Beer | years’ ucces sful use. 
— Kewanee Boiler Company, Kewanee, IL, 


Milk Can Chicago Store 167-169 East Lake St , Chicago. 
Oil Can 
Cream Separator, 


of Various Sizes and Styles. 
MF D. BY 


a | TueGLARK NOVELTY CO. 


. OPENINGS, 
ROCHESTER, N. Y. 









































THE POWERS AUTOMATIC TOP 
Stops smoke and storm blowing down 


PCR GR CRW CR GR CRiw CRrwe GRrwsGRBrw | low or poor-drawing chimneys, and males 
C. . 4 b “I beg to take advantage of your kind offer of inserting Strong up-draft. TRY THEM. 
r ogast, a free want ad.in your journal. Ama regular subscriber Pictures attract, and tell a long story effectively. 
to The American Artisan, and! can tell you, without an We send free to dealers above cut for advertis- 
[Plontercy,Pa.,writes: } iota of flattery, that I find it indispensable.” ins only or complete, Write xa 


| Ing. Also sell the Best Chimney Tops on earth. 
PRIGD AGED AGA AGED ALGAE AAG DAG D AAD WERS BROS., Streator, Ill. 

















THE KELSEY 


Warm Alr 


Generator 


For 1901. Better Than 
New Grate Hangers, Ee Verano Lowe r 


Cast Iron Back Pipes, 


1 Cc b : « se 
uemeamia. | Im Proe. 














Kelsey MAKERS, 
Syracuse, 
Furnace Co., n.v. 


BRANCHES: Cook & VAN EVERA Co. 
239 Water St., 173 Lake St., 
NEW YORK CHICACO, ILL. 
SOLE MANUFACTURE 


JAMES SMART MNFc. Co. Brockville, Ont. FOR CANADA 
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‘Quick Meal” Evaporator Ranges are universally acknowledged 
to be the finest looking Gasoline Ranges ever made. They are not 
only the best looking but also the best working. Their frame con- 
struction adds greatly to their beauty. There are no unsightly 
rivet—and screw—heads sticking out all over. The steel Plates 
making up the body are perfectly level and as smooth and bright 
as a mirror. They are so easily kept clean, and therefore always 


look bright and new. 


P. S.—‘*Quick Meal’’ Steel Ranges are sold by enterprising dealers everywhere. 


RINGEN STOVE [ 
















































seee & Souneny Steel Range, for 
Soft or Coal or Wood: with 
Warming Closet and Reservoir. 








Club Economy Stee] Range, for Wood, Queen Beonemy Range, for Coal. 
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Comstock-Castle § 





QUINCY, Il 





Showing a few Samples of 0 


plete Line of Stoves a 





Have the Largest Lime of cheap, mediu 
Ranges made anywhere,constructed to meet eve! 
Northwestern and Southwestern Trade. 


Every Stove will make a Fr 


Our new Catalogue, the 52nd annual, can be 
tains cuts of all our new designs in addition to 
Our goods are of the very best material and wor 





Prompt Shipment and Liberal Tre 


| 


ee a ae PP 


To The 


We carry a larger stock than any 
and are making 290 stoves arf ranges 
ing prompt shipment. 


You need a “Line’”’ of ‘good reliable 
Ranges, and you need to buy them 
Such a ‘‘Line’’ we have for saP. We ; 
manship and the quality of n@terial t 
and the prices as low as suchBrticles ¢ 
afforded. 

Please ask for a copy of Pur new 
illustrations of all our stov@,and tl 
and benefit yourselves. 


* es Pon Castle s 


OUINCY, 
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le Stove Company 


NCY, ILL. Established 1849. 








Dies of our Large and Com- 
stoves and Ranges. | 


i 








heap, medium, and first-class Stoves and 











1 tomeet every requirement of the Western, Triumph Economy Steel Range, for 


rade. Soft or Hard Coal or Wood. 











ke a Friend of the Buyer. 


inuajl, can be had for the asking. It con- 
1) addition to our former very large lines. 
erial and workmanship—and prices are low. 


TS 


iberal Treatment is Our [lotto. 





1¢ | rade. 


ck than any other manufacturer 
s aml ranges per day, thus insur- 





Home Economy Steel Cook, for Hard 
or Soft Coal. 





rood) reliable Cooking Stoves and 
») buy them at reasonable [prices. 
r sae. We guarantee the work- 
f nfterial to be of the very best 
uch@rticles of such quality can be 


of pur new catalogue showing 
tov@, and thus accommodate us 


eeseeesvseeseeeewe@oceeeeeesee@ 





Club Economy Steel ange, for Soft 
True Economy. or Mard Coal. 


| Stove Company. 


ILLINOIS. 
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_ Be Up 













oo mah =and Heed= a call dy >= 
fie) These cider 
Rhymes 





Are you handling the same line that you did last year? 
‘LAST YEAR’”’ is just a CENTURY behind the times. 
This is 1901; and we have 1901 Stoves. 

You can have ’em. . 

In olden times 

The sighing swain sent Valentines, 


To win the hearts of maids; ; 
But we appeal to BRAINS. Just think; , 


The Sciences and Arts of one year ago are now a CENTURY behind the 


times, for this is 1901. 
Do not stagnate with the same old stoves of a CENTURY ago, when you 
can secure the agency for TWENTIETH CENTURY NOVELTY 


STOVES. 


Abram Cox Stove Co. 


Philadelphia, Pa. ‘a 












E Com A. Riso _ e : 


Manager 


“GS ” Cranes Breach, ‘ 
15-17-19 West Lake St. 
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XXth Century Fuel Savers 


White’s Maxim 
Steel Range. 


The most practical, the most attractive and 
best selling steel range on the market. It has 
Pouch Feed for Coal, End Feed for Wood or 
Coal, with both Front Swing and Side Swing. 
Duplex Grate that can be 
removed through Grate Door. 
Front Poke Door, with Slide 
Damper, Cast Back Flue. 
Planished Steel Body, Asbes- 
tos Lined. Spring Balanced 
Oven Door, Sheet Iron Shield 
below Steel Bottom to equal- 
ize heat in the Oven. Full 
Cast Reservoir Attachment with 
Cast Shield Across Back to prevent 
rust. Base skirting, making a Hand- 
some Finish, and Full Nickel Trim- 







ming. 


ee ail White’s Peerless 


ity of Polished Steel, F ull Sized we 
extra Deep Ovens. Spring Balanced 
Oven Doors. Triple Lined Walls. 
Asbestos in bottom protected by 
Outside Shield. Bottom Oven 
Plate: securely lined. Asbestos lined 
Top Oven Plate, anti-rust Back 
; Plate in front of Reservoir. It is 
= mounted on handsome cast base, 
3 "and is full nickel trimmed. 

_” We make a full line of Cast 
Stoves and Ranges, also. 

Write for our 38th Annual Catalogue. 


Thos. White Stove Co. 


QUINCY, ILL. 


is 


f. 


—— 
= 


1g 


= 
— 


D> 
A 


oo ~ 
a ae a 
+ ~— ¥ 


} 
L 


- 


+} =. |< 





THE AMERICAN ARTISAN AND HARDWARE RECORD. 








Are being offered to the 
trade for 1901 in an entire- 
ly new dress. 

For years we have been 
considered leaders in every- 
thing pertaining to the 
manufacture of Vapor 
Stoves and our 1901 line 
is a long step in advance 
of anything heretofore put 
upon the market. 

We are conceded to be 
the largest manufacturers 


Reliable. 


Vapor 
Stoves 





of Gas and Gasoline Stoves a 


and Ranges in the world. ‘ 


ia! 


\ sails weit “Te ae we 
SS 


He knows Reliable goods 
once sold are sold to stay. 
Exclusive agency is given 
only to live dealers. 
Write us, order samples 
and be convinced that the 
Reliable is the 


tie to. 


line to 


1901 Catalogue is now 


ready. 


THE 


Our output for 1900 was 


99,425 
kinds. 
There are reasons why 


stoves of various 


we occupy our enviable 
position in the stove trade. 

The dealer knows that 
Reliable stoves and Ranges 
embody all that is good 
and up-to-date in stove 
excellence. 

He knows that quality 
counts and that it is no 
Reliable 


trouble to sell 
stoves, 


Schneider & Trenkamp Co. 


CHICAGO. 


CLEVELAND. 
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Bristling with strong points for the NEW CENTURY. 
MONARCH Gasoline Stoves. 
MONARCH Blue-Flame Wickless Oil Stoves. 
MONARCH Gas Stoves. 

and the Incomparable 
MONARCH Asbestos-Lined Ovens. 
New Catalog tells the tale. 


The Monarch Stove & Miz Ce. 


Mansfield, Ohio, U. S. A. 





BRANCHES: 
284-6 Pearl St., New York. 107 No. 2nd St., Philadelphia. 203 Wood St., Pittsburg. 


67 Lake St., Chicago. 191 Eagle St., St. Paul. 





{) 
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It’s just what your trade demands. 


The Standard Ther-Lite 


A good Generating Gasoline Stove at moderate price. 


Furnished Either with or without Light Attachment. 
Ii 








“a, ype ee af ' 
i as aig voces a 
FCLIPSE Tom ae 
CLEV Oo 


oe 
eed 


The Ther-Lite is a simple Gas Machine, a cook stove and an Incandescent 
Lamp combined. Anyone can operate it with perfect safety. 

If you want to get the newest and best things that are out in the line of 
OIL or GASOLINE STOVES, order from any of the following jobbers: 










F. M. BORDEN & BER EUGENE MUNSELL & CO., THE 8. M. HOW —_ co.. 


Philadelphia, Pa, New York City. Bos , Mas 
Ww. B. BELKNAP COOK & VAN EV ERA CO., FARWELL, OZMUN, KIRK & CO., 
Louisville ~~ leago, I i. t. Paul, Minn. 
HOLBROOK, MERRILL &STETSON, TOWNLEY META FF. A. KLAINE & C 
on Beaeeetee Cal. anees Cty, Mo. Cincinnati, Ohio. 
F. TIEMANN STOVE L& HARD- TOWNLEY STOVE co H. KOCH & SONS, Evansville. Ind. 
WARE CO., St. Louis, Mo. Terre Haute, Ind. MORLEY BROS. Saginaw, Mich, 


The Standard Lighting Company 


CLEVELAND, OHIO. 








Great Western Stove Company, 
Leavenworth, Kas., Omaha, Neb., St. Paul, Minn., Denver, Colo. 


W. W. Montague & Co., 
San Francisco, Cal., Los Angeles, Cal. 


Stratton & Terstegge, 


Louisville, Ky. 


H, Sandmeyer & Co., 
Peoria, Ill. 
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QUALITY COUNTS and 
for that reason ONCE a 
JEWEL AGENT ALWAYS a 
JEWEL AGENT. 

There are a FEW towns 
where we have no agent, and if your 
town is one, we want YOU. 

Our line is BETTER THAN EVER. The cut 
shows a Single Generator Junior. 


George M. Clark & Company, 

































om 
Chicago. 
WHOLESALE AGENCIES: 
Fred K. Wells, Manager Eastern Agency, 


82 John St., New York, N. Y. 


Howard W. Peak, 
Fort Worth, Tex. 


Morehouse & Wells Co., J. M. Litchfield, 
Decatur, Ill. Beekman and Pearl Sts., New York, N. Y. 


Mt. Penn Stove Works, 
Philadelphia, Pa. 











B. C. Bibb Stove Co., 
Baltimore, Md. 


Marqua Bros., 
St. Louis, lo. 














/, 


them the best. 
coal bills. 


Ny. 
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Ee ee, 
Regarding 
Boomer Furnaces or 


Boomer Steel Ranges 


We want to state in 
strongest terms pos- 
sible that if you want 
the 

Heaviest, 

Most Durable, 


Most Economical 
and easiest to take 








Bar Steel Range, buy a 


<== BOOMER. 


Boomer Furnace. 


Neither time nor money is spared to make 


Buy Boomers and save your 
We invite investigation. 


Hess, Snyder & Co., 


Manufacturers, 





MASSILLON, 0. 


Boomer Steel Range. 
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IT’S ONE THING to mant 
but it’s quite ANOTHER 1 


WE DO BOTH. We 


Natio 
_ Stoves a nc 


And we make a £ Tees 
way for the public to [jus 
know about them. «a 
We use printer's ink “Ea 
and lots of it. 5 Oh 
Perhaps this its 


one reason why. 




































SW Excelsiol ; ‘ 
Manutac 


QUINCY, IIL. 














’ manufacture a good article, 
HER THING to popularize it. 





We manufacture 


tional 


ud Ranges <2 
me 


Wel ae 


<1 BY 
oh Awe 
26 \\) 
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aoe 
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Ol Stove AND 
curing Co. 


Y, [BL U. S.A. 
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National Stoves 
and Ranges have 
become popular and 
that 1900 has been 
the biggest year in 
our history. 
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eo — Perfect [deal —o 
Steel Range. 











HAAR LAM LLAMA AML LA ROAM ALAA DA LAAAADAAAADLARARLALALAL 


Cleveland Steel Ranae Co. 


CLEVELAND, OHIO. 
IUITTUTITTUTEITTUITPECCUQUODeUUUOCCUTOCUUTOUULeCeUTceCULta 
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| The Newest Furnaces 


IN THE 


New Century 


i 


BADGER STATE. For Wood or Coal. Four Sizes. COAL FIXTURES For Badger State and New Magnet. 


AND 
Our Prices WILL INTEREST You. 


"s kg 
NEW MAGNET. Wood or Coal. Two Sizes. EMPIRE. For Coal or Wood. Four Sizes. 


Brand Stowe Co. 


MILWAUKEE. CHICAGO. DENVER. 



















PATE ke 
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Have you hadi the 




















New Crescent 
Vapor Stove? 


Don’t buy until you see it. 














We make High Grade Tinware, 
Galvanized Ware, 
Japanned Ware, 
Elbows and Drip Pans. 
Gasoline Ovens, 
Roasters and Bakers. 





Western Branch of 


Co-Operative Foundry Company 


‘anufacturers of celebrated 


Red Cross Stoves, Ranges...Furnaces 





Agents for 


Dangler Stove and Manig. Co. 


Send for Catalogues. 


J ° P. Lindemann « Sons 


Milwaukee. 
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SPECIAL RETORT 


(SLOW COMBUSTION STOVE.) 


The dream of Stove Man- 50) Y 
ufacturers for the last ears. 
In 1900 we doubled our capacity, 


and are now again increasing 
our melting capacity 


66 PER CENT. 


All caused by the 


i, Special Retort 


MADE ONLY BY 


, MarionStoveCo. 


MARION, IND. 


P.S. Send for Catalogue and new prices for 1901 


CHALLENCE 
ECLIPSE 


LINE OF COAL AND WOOD COOKS AND RANGES. 
COMBINATION COAL & WOOD. WOOD ONLY. 


Ovens, 16x16, 18x18, 20x20 Ovens, 16x17, 18x19, 20x21. 
Coal and Wood Range, 20x20. Wood Range, 20x21. 


4 


























WRITE FOR 


‘‘A Book About the Eclipse,”’ 
Our Catalogue No. 18. 





: 
? 
; 
s 
OUR SPECIALTIES: 


® STEEL RANGES: 
The Triumph Eclipse Line. 
The Surprise Range. 


ECLIPSE SQUARE OVEN LINE: 
Premier and Regal Ranges. 
Peerless Eclipse Cooks. 


AIR TIGHTS: 
Wood—The Prize Eclipse. 
Coal—The Cyclone Eclipse 
Hot Blast. 


OAKS: 
The Mars Eclipse, the best 
low priced Oak on the mar- 
ket. 


ECLIPSE | goods are up-to-date. 


REPOSITORY for Minnesota, North and THE 
South Dakota. 
ST. ANTHONY PARK, MINN. 


GRUENHAGEN BROS., Mgrs. 








REPOSITORY for Nebraska, Black Hills, 
and Western lowa. 


Eclipse Stove Co., | OMAHA, NEB. 


MANSFIELD, OHIO. THE ECLIPSE STOVE CO. 





@-@-@<¢ @ @ 66 eee ee 8 © 646 ee 
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“AN EASY LINE TO SELL” 


ORIGINAL F 


STOVES°RANGES STOVES“°RANGES. 








With us--this STEEL COOK 
STOVE. The imitators have 
tried and tried to ‘follow copy’ 
but we are always about three 
year’s ahead of them. 


Moore’s Steel Gem Cook Stove 


is ‘‘a little Steel Range’’ with legs 

under it, --as one Dealer put it. 

Oven bakes beautifully and allin 
: all it’s a worthy second to it’s 

If you need testimony from y 

hardware dealers, about how near relative, Moore’s Steel 

good a seller this Steel Cook Ran ge--which is the recognized 


is, we’ll be glad to send you leader among Ranges. 
plenty. WE HAVE IT. 




















‘CindereliA 


Steel Ranges 


Made to Meet Every Requirement. 








We are making the Steel Range business a 
r specialty—just as much so as if we did not make 
; anything else. 

We have a separate plant for that purpose, 
equipped with modern appliances, operated by 
the best experience. 

If you handle Steel Ranges, we want you to 
buy them from us. 

Our prices are low enough to make it worth 
your while to deal with us, and high enough to in- 
= ™® sure the best possible workmanship and materials. 
————— SS Our catalogue is at your disposal. 


_ Pittsburgh Stove & 
A)Range Company, 


PITTSBURCH, PA. 


Western Sales Agent: 
W. D. SACER, 38 and 40 Michigan St., Chicago, HI. 


VWO+l O+84+064+C4+064+40+ 
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A Complete Well Advertised Line. 
Low Prices and Good Workmanship. 
Please Write for Catalogue. 


DETROIT STOVE WORKS. 
Detroit - Chicago. 


PROFIT 


is what every dealer is after. To get the maximum profit out 
of your steel range business you want to handle 


"Triumph Steel Ranges, 


because they are sold at a price that place them within the 
reach of all classes. We make no extra charge for name or past 
reputation. 


WM. G. WILLarD, Mir., 


619-621 N. Fourth St. ST. LOUIS, 


























me 


Bo Van’s Patent 
Improved 
Wrought Steel 
Portable 
Family Range 


FOR SOFT COAL, WOOD OR NATURAL CAS. 


It has six 8-inch holes. Top cooking surface 
36x30 in., with a‘permanent Nickel Plated Bar or 
Towel Rack in front. Oven 20x20in. The Range 
is furnished with an L-shaped Water Back, so 
that a Wood or Galvanized Izon Open Tank or 
Circulating Boiler can be attached. If water back 
is not wanted, linings are substituted in place. 
The patent Reversible Grate is Anti-Clinker. 
Range furnished with Direct Draft 
Damper and Side Draft Damper. 


The John Van 
Range Co. 


Manufacturers of 




























Van’s Patent Wrought Steel 
e@ Ranges tor Hotel and Family 
* Use, and all kinds ct Hotel 
* Implements for Culinary 
) Purposes. 

419 Eim Street and 

410-416 Home Street, 


CINCINNATI, OHIO. 
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se pi K CATALOGUE SHOWING 
Ss ok i. Gas Ranges Cast Cooks 
Steel Ranges Cast and 
Cast Ranges Steel Heaters 
Steel Cooks Hot Plates 





























WILL BE FURNISHED FOR THE ASKING BY 


4 GES” _ Enterprise Stove Co. 


VINCENNES, IND. 


= MONEY 


made in the furnice business is 
largely determined by the furnace 
handled. The dealer handling 
our furnaces always finds it profit- 
able. 

Brand’s Steel Dome Base 
Heating Furnace. For Hard or 
Soft Coal. Three Sizes. Portable 
Brick Set Form. 

Brand’s Magnet Wood Fur- 
mace. Portable Form. Three Clean- 
Out Doors, four inches diameter on 
wed Radiator made of 14 Gauge 

teel 





























Write for Catalogue. 


SL ——EEE >> Brand Stove Co. 
Milwaukee and Chicago. 





== 



















Deaier, and tell a tale 


of woe about their inability to keep servant girls. Tell fo yo “the ~ — is because the poor 
girl has to sleep in aroom atrifle colder than the average refrigerator. Tell them to put in 
w 


Smith’s i Little Giant 
Circular Water Heater 


which are used in thousands of furnaces to heat cold rooms.. When people rying to 
heat a house with a furnace about one-half as big as they ought to, come to you with 
their tale of woe just tell them that a Smith’s Water Heater, with no joints, will 
always prove satisfactory. 






The Chas. Smith »  Nenicago. = § 


Sy Se tS The Toledo 
{| | Side Wall Register < 
| | 












Takes 2 Feet of Stack Less than 
the Common Register. 


No Mutilation of Carpets. 
No Discoloration of Ceilings. 


Ventilators for Foul Air are made 
in 8 Sizes, to Accommodate any 
Size Room. 


Z Send for Circular. 


Toledo Register Co. | 
Showing Double on Second Floor. Toledo Oo. For First or Second Floor. 
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FOR HARD and Ma U a L L = i ~ FOR WOOD. 
SOFT COAL. — — 





HOT AIR FURNACES 
COMBINATION HEATERS 
STEAM wo HOT WATER BOILERS 


Large Variety for All Kinds of Fuel. 
WRITE FOR CATALOCUE AND PRICES. 


We Are Also Jobbers of Everything Per-_.... 
taining to the Heating Trade. of 


ESTABLISHED 1857. 





198 Reed St., MILWAUKEE, WIS. 


a 
Furnaces 


———= For Wood —— 
Simple. Safe. Durable. 


The Best and Cheapest 


Line of Wood Furnaces. 
Furnished for Either Brick or GCalvan- 
ized Iron Casing. Send for Catalogue. 


We 0e tikome OnE, 


Neenah, Wis. 


vA Y ourOwnNameplate 
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will be cast on one of these up-to-date and effective furnaces 
for all large buyers. Write us for full information concerning the 


Monarch Furnaces. 


All cast i-on, for hard and soft coal, at foundry prices. Besides 
these furnaces we make fine light gray iron castings, and do 
pattern making, japanning and nickel plating. 


The F orest City F ou ndry & Mie-C oO. 


6I Elm Street, Cleveland, 0. 


| = W EI EEL cos ‘U NAGE 
STEEL comme 
The Original Air Blast, 
Patented 1882, 1885, 1891, 1897, 1807, 

' is the heaviest All Steel Furnace made. It is Riv- 

ited like a Steam Boiler, and absolutely gas and dust 

tight. Through its sectional Fire Pot it is the Original Air 

Blast or Gas Consuming Furnace. It has been in use since 


1882, and now stands without an equal as a Soft Coal Furnace. 


Manufactured by 


© Meyer Furnace C 
eyer & urnace \O0., 


1300-1304 S. Washington St., 


‘| WRITE FOR CATALOGUE 
ten AND PRICES. | Peoria, III. 
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Portable. Made in 5 Sizes. 





For Brick Setting. Made in 7 Sizes. 
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Heaters, 


















Steam Heaters 
== and Furnaces, 


is our Specialty. In over fifty years of 





experience we have met with about every 
phase of the heating problem. The manu- 
facture of economical and durable heating 
apparatus has been our constant aim, and 
our success has been fully demonstrated by 
our long continuance in this line. 

REMEMBER, efficiency and durability are the 
sure tests of cheapness. 

Catalogues, Price Lists and Discounts cheerfully 
furnished the trade. 





The Boynton Furnace Co., 


New York and Chicago. 
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Ovens, 
Cookers 


AND 















Plates. «==, 
writer catatewe | CFO ant U. S, 


No. 33. Just Out. 


A Complete Line. 
sca" Ranges 


We are pioneers in steel range business 
old in experience yet adopt modern up- 
«& to-date methods. Write tor our M@Malog. 


241 and 243 ist Avenue, Tinnerman Steel Range Co., 


PITTSBURC, PA. CLEVELAND, 0. 
















Wi nd Ga LOL, | rrcecigines snd petented stanton Fish fr 30% 
Carried by jobbers in all parts of the country. + : 

° . ° Ss 

Send for price list and discount to | Yuuneaeany oe 


MINER & PECK MFG. CO., | ALUMININE raINT « rorssH co 
419 —— mavate oonie RUTLAND FIRE-CLay Co., Rutland, Ve *astern Age: 
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E ARE NOW LOCATED IN OUR NEW QUARTERS—THE MOST 
(J COMPLETE AND MODERN HARDWARE BUILDING IN THE 
| COUNTRY, Lee Block, corner Ninth and Harney Streets, having 
Sp our own trackage facilities connecting with all railroads entering 
) Omaha. We are in position to give the hardware trade of the West 
and Northwest the quickest and promptest service in the country. 

We extend a cordial invitation to all visitors as well as buyers. 


; ‘The Old RNHReliable’” 
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ROUND OAK 
STANDARD OF AMERICA 
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D Round Oak Good Ranges 
ARE good ranges. 

We make them good— 
heavy, solid, substantial — 
and most carefully fitted. 
We believe it is 

just as 


Essential to grind 
and fit each door 
and draft 


RITA) i 
dailies 

On a range as on WT 
the famous 
Round Oak 
Heating Stove. 

We sell them ata 
reasonable price. 
They will surely 
make business. 

- If you are “looking” 
or “laying plans” 
send to us for 
‘“‘Some Good Things 


Dowagiac, Mich. 


MAKERS OF GOOD GOODS ONLY. 





for the Kitchen.” f 
Estate of an 
P. D. Beckwith, Nay i 
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THE COMMERCE of the great lakes in the navigation 
season 1900 has exceeded that of any preceding year. 
The report of the Treasury Bureau of Statistics cover- 
ing the business of the principal ports, combined with 
the reports of the officer in charge of the Sault Ste. 
Marie canal, for the year ending December 31, 1900, 
and comparing those figures with those of preceding 
years, fully justifies this assertion. The work of the 
Bureau of Statistics during the season 1900 was the 
first attempt to classify and study the movements in the 
great articles from port-to port upon the great lakes, 
and while it was not found practicable in this experi- 
mental year to include in this work some of the minor 
ports, or to obtain data in all cases for the opening 
month of the season, the figures may be accepted as 
presenting a fairly accurate view of the port to port com- 
merce of the articles and classes of articles which form 
the bulk of the traffic on this great internal waterway. 
According to the figures secured by the Bureau of 
Statistics, there were received by vessels at the 37 prin- 
cipal ports on the great lakes, between April 1, 1900, 
and the close of the year, a total of 1,266,234 tons of 
flour; 52,834,256 bushels of wheat; 70,805,801 bushels 
of corn ; 33,290,767 bushels of oats; 11,526,501 bushels 
of barley, and 1,840,892 bushels of rye. These figures 
relate purely to the movements between United States 
ports, and do not, therefore, include the shipments to 
or from ports on the Canadian side of the canals or 
through the Welland canal. The great bulk of the grain 
traffic originated at Chicago and Duluth, and had Buf- 
falo as its point of destination. So far as can be judged 
from the discrepancy between the figures representative 
of shipments and receipts, respectively, after making al- 
lowance for the grain in storage on vessels both at the 
beginning and close of the season, and their shipments 
from small ports not included in the season’s compila- 
tion, the movement of grain via the Canadian water 
routes did not reach the proportions which had been pre- 
dicted for it. 


A firm of bicycle lamp manufac- 
Business turers, in their zeal to push their product, 
in are offering 1,550 cash prizes to jobbers 
Sunes. ood $2,450 to retailers to push their 
goods between January and September, 
1901. These prizes are divided as follows: There are 
six jobbers’ prizes, $500, $400, $300, $200, $100 and 
$50, given to the six jobbers handling the greatest num- 
ber of these lamps, and twelve prizes for retailers, same 
in sections according to the population of the cities in 
which the retailer is located. 

This scheme was doubtlessly animated by a laud- 
able endeavor to secure as large a share of the bicycle 
lamp business of the country as possible, but dealers 
should hesitate before encouraging it. In the first 
place it is largely on the lottery order. Thousands of 
dealers will sell these lamps and one lucky man will 
gather in $500 cash while another gets $400, and sev- 
eral. thousand other dealers get nothing. Surely such 
a competition degenerates into a gamble on relative de- 
mand for bicycle lamps in different communities. A 
more serious difficulty is the insidious stimulus such 
an offer gives to price cutters. Here is a dealer who 
says if I sell these bicycle lamps at cost I will sell 
enough of them so that I will gain a prize, and in that 
way I will make more than if I made a legitimate 
profit on each sale. Surely it is to the interest of the 
trade to frown on all such spectacular but ill-advised 
attempts to push the sale of goods in defiance of the best 
interests of the trade. 





RANDOM SKETCHES. 


BY SIDNEY ARNOLD. 


THe “name-plate” stove, range and furnace is 
growing rapidly. Many dealers find the prestige of 
selling their own make of stove, range or furnace a 
profitable one. Some manufacturers sell their goods 
under one name to the retail store trade and under 
other names to the catalogue houses, as is amply proven 
by the “Sears-Roebuck cast cook,” “Sears-Rvebuck steel 
range,” and other similar name-plate goods. So com- 
mon is this practice that many manufacturers solicit 
orders stating they will put any name plate desired on 
their furnaces when it is so wished. So common has 
this custom become it various lines in hardwaredom that 
one leading firm making gas ovens advertises that “We 
do not make this oven under any other name.” When 
rightly pushed by advertising a dealer should find that 
a name plate line of either stoves, ranges or furnaces 
was a decidedly good thing. At least he has one lever- 
age against department store competition, as they, of 
course, do handle heating goods under name plates 
identical to his. Stove and furnace repair men are the 
only real hard kickers against the name plate idea. A 
dealer out in Westburg, Kan.,; writes in for a new grate 
for the Kickapoo furnace, made by the Kickapoo 
Hardware Co., and the stove repair man, after patient 
investigation, finds that the Kickapoo Hardware Co., 
of Boggs Centre, Ark., are buying one of the Well- 
Known Furnace Co., Cleveland, O., popular and widely 
known furnaces under the name plate style of “Kicka- 


poo” 
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VARIOUS PHASES OF SALESMANSHIP. 





To THE AMERICAN ARTISAN. 
A SECRET OF ADVERTISING. 

One of the secrets of good advertising is to make 
one’s advertisements attractive. If the advertisement is 
through or by use of a cut, the cut should be perfect in 
all its outlines and set with some idea of catching the 
eye, and not placed in a stiff, conventional manner. If 
throughthe means or use of words,catchy phrases or sen- 
tences should be adopted. Sometimes a most ridiculous 
expression will fix or rivet one’s attention to an adver- 
tisement that would otherwise have been passed over un- 
noticed; it is this fixing of one’s attention, directing 
one’s thought, even for a moment, to a particular thing 
or object that advertising is resorted to. 

“HE USED NO OTHER SINCE.” 

Few who have ever seen the characterization of the 
man who wrote the soap recommendation have fully 
forgotten it. If perchance one has in part forgotten it, 
the seeing of another ad for the same class of goods will 
recall the placard and legend ascribed, “I used your 
soap four years ago and haven’t used any other since.” 
The latest thing in the line of soap advertising, one 
that first attracted the attention of the wives of some 
50 or 60 U. S. senators, and lastly the grave and 
sanctimonious senators themselves, is the one bordered 
by the vignettes of the aforesaid mesdames, but in giv- 
ing their indorsement to the excellent qualities of the 
advertised article they omitted the “Weary Wraggles’ ” 
formula of using or not using. Perhaps it was a little 
questionable the manner of procuring the material to 
construct the border or marginal work, but all the same 
it’s up to the public, and what are you going to do 
about it? 

CATCHY ADVERTISEMENTS. 

THE AMERICAN ARTISAN has produced a number of 
catchy advertisements within the last few months, but to 
particularize any one or two of the number would not 
be according to the ethics of advertising, from the view 
point of the advertiser. Oh, no, he don’t want them 
noticed, read or considered. He’s only putting up his 
cash for the purpose of working off some of the surplus, 
and not for the purpose of selling his product. He 
can do that through his salesmen, at least that’s what a 
man said to me a short time ago. 

To advertise was to throw the money away. He 
could send out his salesmen and sell his product without 
trouble. His was a large salesman, weight 320 pounds, 
and that was his measure of ability, the cold avoirdupois. 
I did not ask him the age. He is a lucky dog to manu- 
facture a product so easily sold. No advertising; just 
send around a big,, overgrown fellow and collect the 
orders, don’t you know. If every one could get into 
that swim how nice it would be. 

FREE SOAP. 


And here I am interupted by. a ring at the door 
bell. Answering the summons I am confronted by a 
hale, hearty young fellow who presents me a card, 4x8 
inches, and says it’s good for three bars of soap free 
when presented to my groceryman. Possibly it was 
the look I gave him that prompted him to add: “It’s 
good until April, and you can hang onto the soap for a 
little time after that and probably strike a warmer strata 
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of weather.” He moved on and left me wondering if like 
schemes would be followéd by the stove men to get 
rid of their product. 

SHIFTING ABOUT OF STOVE TRAVELERS. 

There has been quite a shifting about of stove 
travelers for 1901. One of the middle-aged on a new 
trail with a new line, told his friend he thought when 
he took up the line it would be all velvet, every- 
thing would come his way; he had supposed the dealers 
were all crying for that particular brand, but he had 
not found it so. 

Now wouldn’t that shock you? Here is a man who 
handicaps himself. Like a horse who casts a shoe before 
reaching the first quarter stake, he cannot hope for. a 
brilliant ending of the season. How long before each 
one of his fifty competitors will be on to it and the fact 
become patent to the trade, every one of whom will make 
the most of it? Who suffers? The house, not so much 
the salesman, as he draws his pay. The man who pre- 
ceded this salesman was a good representative man, 
somewhat above the average, clean cut and attentive to 
his business. From years of faithful service with the 
same line he had built up a good trade and following. 





BAD ERRORS. 

The salesman who follows him is not a poor one, but 
a few such errors of speech will cost his house business 
they cannot afford to lose and cannot easily recover. 
The stove salesman who starts out with any line think- 
ing he has a snap, a soft thing, a pudding, as some put 
it, had better disabuse his mind of such an idea at once, 
else he is likely to do his house irreparable injury and 
himself no good. 

There is nothing but work, and hard work, with any 
line. No moments should be lost in the self-flattery 
One has an easy thing while indulging in such delusions ; 
some other aggressive salesman is getting away with the 
business. 

A ROUND OF WORK. 

With the older and better known lines one must 
keep up a continuous hustle to keep and hold the trade 
he or his predecessor has once started. There are twenty- 
five active workers in the field now where there was one 
less than half a century ago. Conditions are very 
muchly changed. The volume of business is being di- 
vided, sub-divided and re-sub-divided as each new con- 
cern comes into the field or the older ones branch out 
into new districts. Its not a continuous round of pleas- 
ure, but one of work! work!! work!!! 

NO MAN CAN GET IT ALL. 


It matters not whose line or what man or kind of 
man represents it, some of the business will be picked up 
by each claimant. No one can get it all, no one is en- 
titled to all of it, and each house is entitled to what 
their salesmen can get, no more, no less. The better the 
salesman, the more aggressive, the harder he works, 
coupled, of course, with merit in the goods, the larger the 
dividend of business, but merit or no merit the hustler 
is bound to get some of the business in any case. 

HARD TO HOLD. 

When a salesman may think he has coppered 4 
section of the trade, he may find on his next visit some 
more obscure house than his own, by means of aggressive 
dash on the part of its salesman. has secured a fair 
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recognition in way of a smart little order. Orders are 
not so large to any one house as formerly, and to keep 
up the volume of foundry output larger fields must be 
worked, and all fields ‘closely cultivated, every nook 
and corner must be gleaned over. 

CARELESS REMARKS. 


Quite frequently salesmen injure their cause, hence 
business, by some careless remark and by confidential 
talks with their traveling companions about their house, 
often a tale of woe, which too soon becomes public prop- 
erty. 

TRAVELING MAN IS COMPROMISED. 

Serious as this may be, too frequently it is over- 
matched by the corresponding clerk at home, who thinks 
he can compass every case and drive to a satisfactory 
settlement all questions at issue. He is too often un- 
willing to grant fair value to the other man’s opinions 
or voice, hence not unfrequently places the traveling 
salesman in a compromising position, if not hors de com- 
bat. 

TECHNICAL SCHOOLS. 

Technical schools are no doubt valuable aids to the 
traveler in fitting him to avoid his own rushes by in- 
advertent moves and speeches. They are none the less, 
or should be none the less, useful to the man in charge 
of office correspondence, settlements, etc. 

TRAVELER SHOULD DO THE CALLING DOWN. 


Mr. Prizer crowded a lot of the meat of the selling 
business into his essay, and I have no doubt could de- 
cant with equal lucidity upon the treatment of cus- 
tomers through the office, and even treatment of trav- 
elers, who too frequently get called down, when it would 
be more in keeping with the facts and conditions for the 
traveler to do the calling down. 


ARE YOUNGER MEN BEING SOUGHT? 

A correspondent sheds a flood of light and impels 
the question: Are younger men being sought, because of 
a belief they are less provident than older ones and will 
have more years to give service to others? Is it 
longevity of service rather than efficient service that 
sets up the decree against age? Are these younger men 
to be worked through to their older years, then, like an 
old foundered or broken-down horse, turned out upon 
the commons to die? When a man has given the best 
years of his life, his manhood, to a business should he 
be turned out just because there is not more than 5, * 
or 10 years’ service left in him? At 40 a man should 
have 15 to 20 years, if of good constitution and correct 
living. At 45 from 10 to 15, while many a man at 50 
has yet 15 years of good, efficient service before him. 

POSSIBLE HANDICAP FOR NEW MAN. 


I wonder if those manufacturers who stop at 45 
consider fully the cost of the experimental work of this 
new younger man. I have in mind an aggressive, push- 
ing company who have for 3 or 4 years past been open- 
ing up new trade and new territory. They start a new 
man on his initial or maiden trip this 1901. He is a 
very good fellow as the world goes, will average fairly 
with his co-workers, but it’s dollars to doughnuts he will 
not have a second year’s inning. 

His predecessor for two years in the territory was 
careless in his personal habits, accomplished no great re- 
sults and has undoubtedly left behind complications no 
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new man can handle, harmonize or heal, hence here is @ 
possibly good man handicapped because of things beyond 
his control, a good house with three years’ lost time, to 
say nothing of its fearful cost, to which must be added 
several more (2 or 3) years of a good man’s time to put 
things aright and get them out of the sixes and sevens. 

Would it not have been better for this company to 
have opened up this new territory with an older man, 
a man of more fixed habits and settled purposes, who 
would have placed the footings more securely and 
builded the foundation broader, stronger, making pos- 
sible a larger and more substantial business super- 
structure. We are never too old to learn. But at what a 
fearful cost we sometimes learn to ourselves and to 
business. 


A FUTURE TO BE CONSIDERED. 


~ Besides the possible dollar and cent gain in busi- 
ness, there is a future to be considered. Great plants 
and business places are not builded for temporary uses 
alone. If in the near future they are to become idle 
waste places, it would be a waste of energy, time, ma- 
terial and money for their erection, hence the business 
calling of such investment must be guarded, protected, 
fortified about that idleness and waste come not later. 


Once—ah, we sigh! but we never can stop, 

What is life for but to work till we drop? 

Only one thought—to rise to the top— 
And the years go by one by one. 


Age is oncoming, and what have we done? 

O, we had dreamed of such victories won! 

Whose is the fault, and what is undone ?— 
And the years go by one by one. 


We were 60 wise in our first ardent trust, 
Somehow we missed the real metal for rust— 
What do we hold but a handful of dust? 
And the years go by one by one. 
Minneapolis, Minn., Feb. 5, 1901. 
C. W. ALDRICH. 
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MINERAL products, crude and manufactured, have 
become in recent years a very important feature of the 
domestic exports of the United States. Of the $1,565,- 
228,606 exports of domestic products, including gold 
and silver, in the year 1900, $436,227,477 in value were 
composed of mineral products. Thus 28 per cent of the 
total domestic exports originated beneath the surface of 
earth, though, of course, much of their selling value was 
added by the labor which turned them into form re- 
quired for the use of man. The exports of iron and 
steel, for instance, amounted in 1900, in round terms, 
to $130,000,000 ; mineral oils of all classes, to $75,000,- 
000; copper, to nearly $60,000,000 ; coal and coke, over 
$22,000,000; paraffine, more than $8,000,000; phos- 
phates, more than $5,000,000, while the gold production 
exported amounted to $52,787,523, and the silver to 
$59,272,668. A comparison of these enormous exports 
of metals and minerals and their products with those of 
a decade ago shows the remarkable progress which has 
been made in this branch of American industry—the 
production and manufacture of the mineral wealth 
which nature has so lavishly supplied the United States. 






































































___ News Siftings. 


The Asbestine Mfg. Co., Windber, Pa., are push- 
ing the sale of the Asbestine stove lining. These lin- 
ings are sold under a guarantee that if they prove unsat- 
isfactory the manufacturers will furnish a new set of 
linings, paying all expenses, provided directions have 
been followed. 








Owing to their steadily increasing trade the Mil- 
waukee branch house of E. Bement’s Sons, under the 
management of W. H. Newbrough, assisted by Lee A. 
Smith, have been obliged to move their stock to more 
modern quarters than they have heretofore occupied. 
They are now located at 104 Reed street in the new 
Walsh building, and will carry at all times in stock in 
Milwaukee a full line of their steel and cast ranges, 
cook and heating stoves, as well as stove repairs. 


The Baldwin Stove Co., Cleveland, Ohio, are a new 
firm who are making the 20th Century Stoves and 
ranges. H. J. Baldwin, the manager of this company, 
is the son of the late W. W. Baldwin, and was for over 
twenty years assistant manager of the Cleveland Co- 
operative Stove Co. The features of the 20th Century 
stoves and ranges include elaborate swell front, high 
closet with nickeled side brackets, bands, name plate, 
shelves and towel rods. The body of the range is 
full nickeled trimmed. All nickel parts are heavily 
copper plated and then nickeled. 

The Art Stove Co., Detroit, Mich., since the reor- 
ganization of the firm and the many improvements they 
have made, both in style of stoves and in the factory, 
have increased their trade so rapidly that ground has 
been purchased upon which, this spring, will be erected 
new offices and warehouses and additions to the foundry 
and mounting shop, which will double their present 
capacity. In Chicago they have leased, from March 
1 for a term of years, the seven-story building, Nos. 79- 
81-83 South Jefferson St., near West Madison St., 
where they will carry a large stock of stoves for ship- 
ment to Illinois, Iowa, Wisconsin, Minnesota and the 
west. 

Grizzled stove men who had not received a valen- 
tine for years were remembered on this Valentine’s day, 
as the Gobeille Pattern Co., Cleveland, enlisted in 
Cupid’s ranks for Thursday last and sent out the fol- 
lowing effusion. The wording is decidedly rococo. The 
rhyme is cast smoothly. The quality of cerebral sand 
they were molded in can best be judged perhaps by their 
repetition 

Hoot, mon! Hello! 
And though 1’m not a handsome fowl, 


The Nightingale compared to me 
Ain’t “1-2-6” on singing. See? 


I’m Gobeille’s owl, 


For I can sing the whole night long 

And “Patterns! Patterns!!” is my song. 
Oh! I’m “a bird,” All right! All right! 
And hustle patterns day and night. 

Save time and money—write to me, 

And I your valentine shall be.” 

The Cleveland Foundry Co., Cleveland, Ohio, send 
us a very pretty booklet telling about their Sterling 
Puritan Wickless Blue Flame oil stove. The main res- 
ervoir can be removed to fill without extinguishing 
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flame. It is provided with an air valve which maintains 
equal pressure at all times, consequently the flame is 
always even. There is a constant level of oil in the 
lower reservoir. All joints are either brazed or soldered 
before being japanned. The cap can be easily removed 
to clean out any sediment or dirt which may collect 
from the oil after long usage. 

A valve controls the amount of oil which is fed 
to the flame. If this valve should be left open, even 
when the stove is not lighted, the oil can never overflow 
the vaporizing bowl. 

An asbestos lighting ring lies in the vaporizing 
bowl and serves as a means of lighting the oil. 

One of these catalogues will be forwarded the 
trade on application. When writing for same, kindly 
add: “Saw it in THe AMERICAN ARTISAN.” 


The National Vapor Stove Mfg. Co., Lorain, 0., 
send us a couple of handsome catalogues, one devoted to 
their Insurance, Process and King stoves, and the other 
showing their Wickless oil stoves. 

The operation of the burner in their Insurance 
gasolene stoves is as follows: The gasolene passes 
from the feed pipe into the tee and then into the burner 
tube through a fine wire screen, which effectually pre- 
vents any dirt that may have gotten past the filter from 
getting into the burner. As the gasolene rises in the 
tube the float ascends, carrying up into place the valve 
attached to it and automatically shutting off the supply 
when the fluid reaches a certain height. It is gener- 
ated by a torch placed in a holder under the burner 
head, which burns a blue flame while heating. As the 
gasolene is converted into gas, the float is forced down, 
opening the valve at the bottom and giving full supply 
to the burner. ! 

All this firm’s ovens are fitted with a spreader 
plate, oval in shape with air space between. The direct 
heat from the burner is divided and enters the oven at 
opposite ends. It naturally ascends to the top and is 
thrown down on top of the baking. The spreader plate 
effectually prevents the direct heat from burning the 
bottom of the baking. A japanned steel top securely 
bolted to the oven on each corner is provided. The 
grates are made of heavy wire rods. The oven is full- 
flued, with an air space of one-half inch between lin- 
ings and sides. The doors are lined with tin with half- 
inch air space between. On the doors of this firm’s 
Russia ovens a nickeled ornament is placed, and on 
their japanned ovens an ornamental transfer. These 
catalogues will be forwarded the trade on application. 
When writing for same kindly add: “Saw it in THE 
AMERICAN ARTISAN.” 


We are indebted to the Lennox Machine Co., Mar- 
shalltown, Iowa, for a copy of their handsome cata- 
logue devoted to the Lennox gas engines. This engine 
has all wearing parts made adjustable. All engines 
above two-horse power are provided with two heavy fly 
wheels, which are perfectly counter balanced. The 
cylinder head and valves are liberally water jacketed, to 
keep them from becoming overheated. 

The bed and main boxes are cast in solid pieces, 
which insures solidity and perfect alignment of crank 
shaft and parts attached to same. 











The cylinder and valves are made separate and 
strongly attached by studs and dowel pins. The object 
of this is to permit of repairs being made at any ma- 
chine shop without special tools and the furnishing of 
those parts subject to wear without having to pay for 
almost an entire engine. 

The crank shaft and conecting rods are solid steel 
forgings made complete from the bar under heavy steam 
hammers and without one single weld. All parts made 
to gauge and are interchangeable. 

The governor is attached to hub of fly wheel and so 
acts upon the valve as to produce an even, steady mo- 
tion. It controls the quantity of gasoline or gas enter- 
ing cylinder and allows only the proper amount to enter 
necessary to do the work. Another distinct feature of 
the Lennox governor is, while engine is running light 
the exhaust valve is held open and no compression tikes 
place in the cylinder. This is a very important and de- 
sirable feature as the working parts are thus relieved of 
all heavy strain, producing only a small amount of 
wear, and long life of the engine. 

The Lennox is well adapted to either the hot tube 
or electric spark igniter. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 


= 
ae 


OHIO STEEL PLATE RANGES. 








The Tinnerman Steel Range Co., Cleveland, Ohio, 
send us a large catalogue showing their line of “Ohio” 
steel plate ranges. The Ohio steel ranges are made of 
wrought steel plate. The flues are asbestos lined; the 
bottom flues are lined with asbestos, which forms a 
double casing. 

The action of the asbestos bottom is of the same 
nature as a baker’s brick oven. As the fire passes 
around the oven, the asbestos being porous, it absorbs 
the heat and radiates the same against the oven in a 
mild yet strenuous form, making an even, uniform and 
steady heat, and at the same time prevents the cold 
from without from cooling the bottom of the oven, 
but confines the heat within the range. There is a great 
saving of fuel by this improvement, it is claimed, as 
the asbestos not only absorbs the heat which would 
otherwise go to waste, but also keeps the oven of an even 
temperature. 


The oven door of the “Ohio” range being double, it 
forms a dead-air chamber between the inside and outside 
casing of the oven door, which prevents the nickel plat- 
ing tarnishing from heat and at the same time prevents 
the heat from radiating into the room, but retains it 
within the range. 

The top warming closet of the “Ohic” range is 
made with sliding doors or roller doors as preferred. 

Another valuable, improvement is the perforated 
back of the closet, with two drop shelves. The back of 
the closet being perforated, instead of solid as in other 
ranges, allows the heat to escape back of the range 
instead of radiating into the face of the person cook- 
ing. The drop shelves being a great convenience for 
placing the utensils not in immediate use. 

One of these catalogues will be forwarded the trade 
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on application. When writing for same, kindly add: 
“Saw it in Tue AMERICAN ARTISAN.” 
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DORAN LIGHTING SYSTEM. 











The accompanying cuts show the Doran lighting 


system, manufactured by the Acorn Brass Works, 
19A. South Jefferson St., Chicago. From a tank the 
gasolene is conveyed 
throughout an_ entire 


building through a flexible 
hollow wire that can be 
put through 
around corners, and con- 
cealed the same as elec- 
tric wires. As many 
lights as is desired, both 
inside and outside the 
building, can be supplied 
from the same tank. 
There is absolutely no 
danger, as the tanks are 
tested to 150 pounds 
pressure, and in use are 
not subjected to more 
than 60 or 70 pounds 
.The construc- 
tion of the light is such 
that when it is once put 
into operation it is al- 
ways ready for instant 
use through the medium 
of a by-pass controlled by 
(hanging 
within easy reach) attached to a lever that opens and 
When the use of the light is de- 


crevices, 


pressure. 








Doran Lighting System small chains 
closes a small valve. 

sired all that is neces- 
sary is to pull one of 














the chains, which t + 
opens the gas orifice to | z= 
its full capacity. +] 
When not in use the G 
light is turned down | 
to a very small flame, 
that is scarcely notice- | 

able, yet high enough | | 
to keep the generator as 
hot and the light ay 
ready for instant use. pee 
The generator is situ- a 
ated between the man- i os 
tles, and the gasolene ts 
is conducted to the ee i 
generator where it is | oe ie 
immediately changed ; a 

a 


ibaa Ss SES 





into gas from the heat 


of the flame or man- Doran Lighting System. 


tles. The generator is 
the only wearing part of the entire outfit, and is inter- 
changeable. 

This light is particularly desirable for factories, 
founderies, stores, churches, armories, halls, docks, 


picture galleries, open air and indoor gardens, bar and 
billiard rooms, restaurants, summer hotels, grounds, 
piers and excavations. 
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Ark. nsas Retail Hardware Dealers’ 
Association. 
Pres E. W. Horne, Forest City. 


lst Vice-Pres.. J. M. Pittman, 
Prescott. 
Zud Vice-Pres., J. H. Morgan, 
Camden. 


Secy-Treas., J. A. Plummer, Mari- 
anna. 

Executive Committee: J. P. Ru- 
dolph, Arkadelphia; E. E. Mitchell, 
Morrilton; W. M. Harrell, Conway; 

Stearns, Hot Springs; J. A. 
ee Helena. 
Chicago Retail Hardware Dealers’ 
Association. 


Pres., D. McLaughlin. 

Vice-Pres. . W. J. Krueger. 

. Lott. 
ohn Hora. 

Treas., J. . Smith, 

Hardware Merchants’ and [anu- 
facturers’ Association of Phila- 
delphia. 

Pres., Hugh McCaffrey. 
Vice-Pres., b bg C. Peters. 
Sec.-Treas., T. James Fernley. 
Directors, William W. Supplee, 

Samuel Disston, John H. Griffith, 
James H. Ritter, William C. Pet- 

ers, Thomas Devlin, Fayette R. 

Plumb, Hugh McCaffrey and T. 

James Fernley. 

illinois Retail Hardware Dealers’ 

iation. 
Pres., Z. T. Miller, Bloomington. 

Vice-Pres., Geo. A. Engeldardt, Chi- 


—. 
c., L. M. Reeves, Peoria. 

Treas., F. F. Porter, Chicago. 

Ex. Com., Z. T. Miller, Blooming- 
ton; G. A. Engelhardt, oage: . 
M. Reeves, Peoria; F. F. Porter, 
Chicago; D. D. Velde, Pekin; " 
McLaughlin, Chicago; L. Babst, 
Kankakee; L. Rosenberg, Chicago; 
Chas. Mauer, East St Louis. 
indiana Retail Hardware Dealers’ 

Association. 

Pres., W. H. Weed. Vincennes. 

Sec. M. L. As Argos. 

Ex. com. P. Lewis, New Al- 
bany; A. H. Barkst, Qoeparts a Mee 
Shanklin, Frankfort; H. Weed, 
Vincennes; ow is “Argos. 

The Retail , VAR Association 
of the Indian Territory. 

Pres., Thos. Hale, Durant. 

First Vice-Pres., J. B. Spraggins, 
Ardmore. 

Second Vice-Pres., I. P. Smith, 


addo. 

Sec., Dick Miller, Poteau. 
Treas., Clarence Turner, 
kogee. 

Inter-State Retail Ressware 


Dealers’ Association 
Pres., Z.T. Millec Bloomington, Ill. 
Vice-Pres., . Cole, Council 
=. lowa. 
Fred. H. Cozzens, Detroit. 
| +. ,H.T. Holgessn, ee N.D. 
@Ex. Com.. ope ss ibley, South 
Bend, Ind. dner, St. Cloud, 
Minn; Chas. F. Bock,- Battle Creek, 
Mich.; C. A. Peck, Berlin, Wis. and 
J. W. Poland, Carrollton, Mo. 
lowa Retail Hardware Association. 
Pres., H. A. Cole, Council Bluffs. 
— res., S. R. Miles, Mason 


Sec., C. W. Brelsford, Villisca. & 
Treas., W. A. Mclatire, Ottumwa. 
er Com., Geo. Kent, Burli ton; 
J. Doty, West Liberty; He om 
Chapen, nion; E. . Penrose, 
Tama; W. H. Keating, Ottumwa: 
ie | Kurtz, Des Moines; M, 

Keating, Afton; C. M. Doxsee. RI: 


gona. 

Kansas Hardware Dealers Ass'n. 

Pres., Geo.F.Anderson,St. Marys. 

Vice-Pres., Oscar Roehr, Topeka. 

Sec., J. se wy 4 peka. 

Ex. H. pr 
Arkanens ¢ City: “EA. Kin King, , Logan; T 
H. era de os oit; alters, Kob- 

W. Bar Mott, Kansas City. 
Kentucky 


Retail Hardware and 

Steve Dealers’ A ition. 
Pres., Geo. Dehler, Louisville. 
lst ve J.S. Ogden, Ashland. 
2nd V.- has. D. Winn, Paris. 
Sec. Paul Wagner, “Louisville. 
Asst. Sec.,Wm. Dehler, Louisville. 
Treas., Henry Heick, Louisville. 
Michigan Hardware Association. 

Pres. Geo. W. Hubbard, Flint. 

Vice-Pres., H. C. Minnie, Eator 
Rapids. 

Sec. Fred H. Cozzens, Detroit. 

Treas., H. C. noe Detroit. 

Ex. Com.,C. E . Pipp, Otsego; A 
J. Seott, Marine City: J. R. Sperry, 
Port Huron; A. Harshaw, Delray; G. 
B. M. Towner, Muskegon, for 4 
year ‘as. J. Potter, Alpena; Jno. W 


Mus- 


Cit 


jochim, be heming; Robt. G. Chan- 
dler, Col ere si Popp, Sag- 
inaw; F. S. Carlton, Calumet, twe 
years. 


Minnesota a Hardware Asso- 
ion 


Pres. pamesF- .O’ Brien, Crookston, 
tong 4 res., T. C. Caley, Princeton, 
Sec., T. McCracken, Minneapolis. 
Ex. Com., C. S. Pierce, Duluth; C. 

F. Stremel, ‘Minneapolis: H. Hauser, 

Gibbon; H. C. Hatch, Battle Lake; 

Joseph h Mason, * Peter; C. F. Lad- 

ner, St. Cloud; R. Nelson, Owa- 

tonna; W. H. A Le Sueur; 

E. H. Loyhed, Faribault. 

Missouri Retail Stove and Hard- 

ware Dealers’ Association. -. 

Pres., P.E. Harney, Joplin. ‘ 

Vice-Pres., * _F. Naylor, Marshal. 

Sec.-Treas., E. Thomas. Trenton, 

wt Com. 7 W. Polarid,Carrolton: 

} Ae Shoot, bh R. L. Hixson, 

Hannibal; A. Kannsteiner, St. 

Louis. 

Advisory Board. M.C. Post, Brook- 
field; F. Neudorff, St. Joseph; sever 
Frier, Louisiana: G. A. Pauly, 
Louis; H. G. Koenig, St. Louis. 
National Hardware Association 
ohn Bindley, 
ice-Pres., 


Pittsbur, 


Pres., F; 
'W. Shapleigh, 


First’ 
St. Louis. 
Second Vice-Pres., 
San Francisco. 
Sec-Treas., 
Pitaddobie, 
Ex.Com., W. K. Belknap, Louis- 
ville: John C. Koch, Milwaukee; R 
A. Kirk, St. Paul; Samuel A. Bi ples 
Boston; P. E. Strauss, Boston; . D 
Moore, ‘Birmingham. 
North Dakota Retail Hardware 
Dealers’ Association. 
Pres., H. T. fj eigecen. Milton. 
Vice-Pres., Pay mre Fargo. 
pret, - ice Hamilton. 
N. Baroos, Grand Forks. 
Ex. > Sy H F. Strehlow, Cassel- 
oe Newgard, Gratton; H. B. 
Allen, Jamestown: H. A. Mae, 
Church’s Ferry; M. G. Evenson 
Sheldon; W.H. Pinkerton, Lakota. 
Ohio Hardware Association. 
Pres., O. M. Scott, Marysville. 
Vice-Pres., W. P. Bogardus, Mt. 
Vernon. 
Cor. Sec., Geo. Gray, Coshocton. 
Fin. Sec. Will H. Jones, Columbus, 
Treas., H. G. Woodward, Sidney. 
Ex. Com., Geo. B. Meyer, Cincin- 
nati; Geo. V. Guyton, Ada; Frank 
Harrison, Sg J. Rohrbacher, 
Akron: P. Davidson, Cleveland; 
Frank Winter Lancaster, pe B. 
Carson, Hamil lton; Brown, 
Washington Court hh. 
Philadelphia Retail Hardware Deal- 
* Association 


ers “ 
Pres., Frank Schmidt. 
Vice-Pres., i M. Aff. 
Sec., T. B. Hendricksen. 
Treas., Edwin H. Shannon. 
Trustees, Wm. E. Andrews, Lewis 
C Glading and Aaron I. Sanson. 
St. Louis Stove Dealers’ Assn. 
Pres., F. A. Renesas, 
First Vice-Pres., John M 
Second Vice Pres,, Aug. Stein- 
. A. F. soemeeeer. [meyer. 
Treas., L. J. Boehi. 


Southern Hardware Jobbers’ Asso- 


Brace Hayden 


T. James Fernley, 


c n. 
J. D. Moore, Birmingham, 


Pves.. 
Vice Pres., C. E. Speer, Ft. Smith, 
Second Vice-Pres., F. W. Heit- 
mann, Fort Worth, ‘ 
Sec., C. B. Carter, Knoxville, 
ey 
Ex. Com. C.H. Ireland, Greens- 


bore, N. C.; G. W. Barnett, Mont- 
gomery, » Ale; O. B. Barker, Lynch- 
burg, ; Wm. Crumley. 


Texas Hardware Jobbers’ Associa- 
ti 


ion. 
A. Heitman, Houston. 


Pres., F. 

First Vice-Pres. > Bering, 
Houston, 

Decond Vice-Pres., Ed. Strauss, 
Waco. 


Sec.-Treas., Robert Eikel, Hous- 


on. 
Ex. Com., Jas. Moroney. Dallas; 
R. F. Bell, Weatherford; W. L. San- 
ford, Sherman; A. E. Goeth, Austin, 
Wisconsin Retail Hardware Deal- 
ers’ Association. 
Pres.. Jonn Hessel, Antigo. 


Vice-Pres., Otto Schlafer, Apple- 
ton. 

Sec., C. Peck, Berlin. 

Treas, Musee Leverenz, New 
Holstein. 

Ex. Com., Henry Droegkamp, 


i iwaukee; Arthur Heins, Tigerton; 
H. Ramm, New London; 
Fel Fond du Lac. 


J. Wil- 








AND HARDWARE RECORD. 





Magnussen, Lyons, Ia., has sold out his hard- 
ware store to Case & Taylor. 

Kraus & Grau have bought out the hardware busi- 
ness of F. Kreuter & Bro., Port Washington, Wis. 

Allard & McCormick are putting in a hardware 
stock in the premises formerly occupied by C. W. Brels- 
ford. 

Geo. Falkenhainer, who is one of the best posted 
cutlery men in the country has been appointed manager 
of the well-known cutlery house, the Fox Cutlery Co., 


Dubuque, Ia. 


Ed. Schmeitzer, 44 Rue Blanche, Paris, would 
like catalogues and quotations on small hardware 
specialties. He desires only those which can be sold 


cheaper than the corresponding French goods. 


Chas. H. Ireland, of the Odell Hardware Co., 
Greensboro, N. C., one of the most prominent jobbers 
in the South, has been appointed on the executive 
committee of the Southern Hardware Jobbers’ Asso- 
ciation, to fill out the unexpired term of the late W. E. 
Gibbins. 

The many friends of C. N. Barnes, Grand Forks, 
N. D., the suave, progressive and hard-working secretary 
of the North Dakota Retail Hardware Dealers’ Associa- 
tion, will regret to learn that he is quite sick and may 
be unable to attend the forthcoming annual convention 
of this association. 

The Schrieber, Conchar & Westphal Co., Dubuque, 
Ia., are jobbers of a very complete line of hardware. 
They are agents for Dupont and Oriental powder, 
Otsego forks, Withington & Cooley hoes and rakes, 
refrigerators and milk cans. They are state agents for 
the Puritan blue-flame and wickless oil cooking stoves. 


The many friends of Lewis M. Reeves, of Balzer 
& Reeves, Peoria, Ill., the popular and able secretary 
of the Illinois Retail Hardware Dealers’ Association, 
will be pleased to learn that his eyesight, which was 
temporarily affected quite seriously, has improved de- 
cidedly, and that Mr. Reeves is back in business harness 
again, rapidly catching up with arrears in his work. 

There have been persistent rumors in the Chicago 
trade of the formation of a colossal jobbing house in 
Chicago, comprising the consolidation of the firms of 
Wells, Nellegar & Co., Geo. W. Trout & Co., Kelly, 
Maus & Co., S. D. Kimbark, and L. Gould & Co.; the 
consolidation to embrace a capital of three and a half 
million dollars. While such a consolidation has been 
broached, we are reliably advised that it will not be 
consummated and that all negotiations to this end have 
been abandoned. 


H. A. Cole, of Council Bluffs, ex-president of the 
Iowa Retail Hardware Dealers’ Association, and C. W. 
Brelsford, Villisca, ex-secretary of the association, have 
formed so mutually high a respect for each other’s abil- 
ity through being brought in contact with each other 
through association work that they have decided to join 
fortunes in a business way. The new firm will be the 
Cole & Brelsford Hardware Co., Council Bluffs, Ia., 
and will start in about March Ist., succeeding to the 
hardware business of Cole & Cole. 








The Keyser Mfg. Co., Chattanooga, Tenn., send 
us a very pretty white and gold catalogue of their 
“Odorless” refrigerators. This refrigerator is made 
of solid oak with golden oak finish and is highly 
polished. The provision chamber is entire zinc, white 
enamel lined or nickeloid lined. The system of cir- 
culation avoids, it is claimed, the collision of cold and 
warm air currents. The insulation consists of (1) an 
outside case of oak, (2) water-proof insulating paper, 
(3) dead air space, (4) water-proof insulating paper, 
(5) inside case of poplar, (6) water-proof insulating 
paper, (7) cold-air flues, (8) zinc lining. One of these 
catalogues will be forwarded the trade on application. 
When writing for same kindly add “Saw it in THE 
AMERICAN ARTISAN.” 


Leonard & Drake, Brooklyn, Ia., hardware dealers, 
are greatly pleased with the merits of the Fox razor, 
manufactured by the Fox Cutlery Co., Dubuque, Ia., as 
is shown by the following extract from a letter they re- 
cently wrote this firm: “We want to say if you have 
been bothered with the razor trade, as we have, by guar- 
anteeing a razor to a customer and having it returned 
looking like a second-hand razor, and then reselling it 
again at cost or less to get rid of it. You can stop 
that annoyance by buying the No. 44 ‘Fox’ razor, as we 
did July 13th, 1900, and have since sent in two mail 
orders for the same No. 44, making 18 razors in all. 
We have sold 13 on a guarantee to suit customer, with 
privileg to return and exchange if not suited. Just one 
out of 13 came back, and we resold it again at same 
price, which was $2.25. While 13 razors is not a big 
sale in that length of time, it demonstrated to us a 
record we hadn’t seen on any other razor in our ex- 
perience.” 


+o 


PAID SECRETARIES FOR RETAIL ASSOCIA- 
TIONS. 


To THE AMERICAN ARTISAN. 

Pay an employe an honest salary for an honest day’s 
work. 

We know there is not a secretary of a state retail 
hardware association who devotes his entire time or 
anything approaching it to association work. It is not 
expected or necessary. The secretary of his association 
should receive pay for #he time he devotes to associa- 
tion work. 

A state retail hardware association should by all 
means have as its secretary a man who is actively en- 
gaged in the retail hardware business. The work of the 
secretary is done by correspondence, consequently a state 
association should provide its secretary with a stenog- 
rapher. If a state association wants some one to travel 
throughout the state for the purpose of soliciting mem- 
bership let it hire some person as organizer. My opin- 
ion is that a good secretary can accomplish more in his 
office than a solicitor can on the outside, considering the 
ratio of receipts to expenses. 

As a member of the Illinois Retail Hardware Asso- 
ciation, I am in favor of paying our secretary a salary 
of say $500 for 1901, and would empower him to hire 
a stenographer as he may require. 


Gustav R. Lort. 
Chicago, Feb. 11, 1901. 
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ECONOMY THE BEST POLICY. 


To THE AMERICAN ARTISAN. 

I want to indorse the stand taken by “Economy” 
in your last issue as regards pay for state secretaries. 
The more money a state association gets the greater 
the desire to spend it needlessly. The position is an 
honorary one and there is little work besides corre- 
spondence. My plan is this: 
allow for the cost of printing, addressing envelopes, etc., 
for the secretary, and also authorize him to make ar- 
rangements so he can get his letters typewritten at 
their expense. This will take the burden of actual 
work off his hands. “BADGER.” 

Milwaukee, Wis., Feb. 11, 1901. 

oe 


RECIPROCITY. 


Suppose the associations 


A. H. Burkert, Gosport, Ind., a member of the 
executive committee of the Indiana Retail Hardware 
Dealers’ Association, writes us: 

“I have decided to drop some other hardware 
papers, and you may place my name on your list. I have 
decided to stick to such publications as stick to the 
retail hardware dealers.” 


~-@o——__—__ 


PROGRAII FOR ILLINOIS RETAIL HARDWARE 
DEALERS’ ASSOCIATION. 


The annual meeting of the Illinois Retail Hard- 
ware Dealers’ Association will be held at the Union 
Hotel, Galesburg, Feb. 19th and 20th. Secretary Reeves 
sends us the following copy of the program for the 
meeting : 

PROGRAM. 
MONDAY, FEBRUARY 18, 8:30 P. M. 
Meeting of the executive committee at Union Hotel. 
TUESDAY, 

Roll call. 

Address of welcome by Mayor Carney. 

Response by President Miller. 

Enrollment of new members. 

Payment of dues. 


FEBRUARY IQ, 10:30 A. M,. 


President Miller’s annual address. 
Secretary’s report 
Treasurer’s report. 
Appointment of committees. 

1:30 P.M. 
For members only. 

8:00 P. M. 

Meeting to be devoted to manufacturers, jobbers and 

their representatives. 


Executive session. 


WEDNESDAY, FEBRUARY 20, 9:00 A. M. 

Paper—“Are We in the Race to Stay?” C. H. Williams, 
Streator. 

Paper—‘“Personality and Human Nature as Factors in 
Commercial Success,” F. E. Bonney, Paxton. 

Paper—“The Credit Rating Book as an Educator,” N. W. 
Olson, Secretary Retail Merchants’ Association, Galesburg. 

Reports of committees. 

Election of officers. 

Selection of place of 1902 meeting. 

1:30 P. M. 

Executive session. For members only. 

Paper—“Random Shots,” G. R. Lott, Chicago. 

Paper—“Local Organization,” Wm. Bittel, Peoria. 

Important trade questions and answers by members at 





large. 
General discussion of association plans for the coming 
year. 
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A LEADING WESTERN HARDWARE JOBBING 
HOUSE. 





The accompanying cut gives a view of the Lee, 
Glass, Andreesen Hardware Co., Omaha, Neb. The 
phenomenal growth of this hardware jobbing house is 
to be attributed largely of course to the personnel of 
its management, but personality, while a dominant 
factor in success, must always be more or less swayed 
by circumstances of environment. 

This is particularly so in the jobbing business. 
The successful jobber must be the right kind of a man 
and must pick the right location. The growth of this 
house and other hardware jobbers in Milwaukee, St. 

















Establishment of the Lee, Glass, Andreesen Hardware Co. 


Paul and other western points, while the number of 
Chicago hardware jobbers is growing fewer, shows that 
their greater propinquity to the trade and their ad- 
vantage in freight rates is in favor of the jobbing 
trade in these cities, while Chicago is becoming more 
and more the home of manufacturers and manufac- 
turers’ agents. 

Their new building covers two full city lots, being 
132 feet square, facing west on 9th street and south on 
Harney street, with the double tracks of the Burlington 
railroad in the alley on the north. 

The structure was built by and is the property of 
Mr. H. J. Lee, of Fremont, Neb., the senior member 
of the Lee, Glass, Andreesen Co., a man who is a pioneer 
in the history of Nebraska and one who has been prom- 
inent in the upbuilding of the state, and one to whom 
the city of Omaha is much indebted for the beautiful 
building just completed which bears his name. 

The design of: the building is a free treatment of 
the Italian renaissance, the base or first story being a 
succession of strong Doric columns crowned with an 
entablature of which the second story sill course forms 
the principal mamber. A broad, simple treatment char- 
acterizes the four succeeding stories, terminated by an 
ornamental band course and the sixth story sill course. 
More attention is now given to the ornamentation of the 
sixth story fenestration, and the building is finally 
crowned by an elegantly detailed classical cornice and 
balustrade. 

The building is six stories and basement in height, 
the basement having a height of 11 feet in the clear. 









The first story is nearly 17 feet high, the second story is 
14 feet in the clear, while the third, fourth and fifth 
stories average 12 feet, the sixth story averaging 16 
feet in the clear. 

The floor and timber construction throughout is of 
the most advanced type of “mill construction.” The 
posts, girders and floor beams are of long leaf southern 
yellow pine, brought from Louisiana. It was all cut 
and dressed for this particular job, which required 75 
cars of lumber. The posts vary in size from 18x18 
inches square in the basement and first story to 12x12 
inches square in the sixth story. They all have a central 
2 inch hole the entire length, which is permanently con- 
nected with the outside air by connecting cross holes 
top and bottom bored through the stick. 

The floor girders are each made up of two pieces 
%14x20 inches in size, separated 1 inch and securely 
fastened together by bolts and separating pieces. The 
floor beams are each 714x131 inches in size and spaced 
4 feet 8 inches on centers. 

The supporting posts of floors are spaced 14 feet 
from centers north and south and about 15 feet east 
and west, which with the timbers just described gives a 
safe floor load throughout the building of about 450 
pounds per square foot. The flooring throughout is 
double. 

At the different floors the posts of the adjacent 
stories and the connecting floor girders and beams are 
joined together by means of specially designed cast iron 
pintle blocks, which prevent the usual shrinkage effects, 
and which, by fillets and lag screws, make of the con- 
tiguous floor girders and beams, cross ties and braces, 
throughout the building. 

In the case of the east portion of the first story, 
which is practically on the level of the car floors, the 
floor girders are trussed with iron and the floor beams 
are 71x20 inches in size, and are placed 2 feet 10 
inches on centers, making a floor which will safely sus- 
tain a load of 1,500 pounds per square foot. On this 
floor will be placed the heavy barbed wire and flat iron 
stock. 

Very particular attention has been given by the ar- 
chitects to the prevention of dry rot. To this end the 
posts were bored and ventilated, as before described. 
This boring also prevents excessive season checking. 
The girders themselves are made up of two pieces to pre- 
vent any dry rot and checking. The former very often 
manifests itself in the unventilated ends of timbers 
built into the masonry. In this building there is an open 
triangular shaped air space at the ends of all timbers 
built into masonry, made by cutting the end of the 
timbers aff at a bevel and building the masonry behind 
the timbers up vertically. In the case of the girders 
this air space connects direetly with the air of the build- 
ing by the 1 inch opening between the two members of 
the girders. In the case of the floor beams 114 inch 
augur holes bored diagonally up and through the ends 
of the beams effect the same purpose. Iron plates 
above these spaces carry the superincumbent masonry. 

The very best five-ply gravel and composition roof- 
ing is used. 

The masonry throughout is heavier than is usually 
employed. Every footing was carefully studied with 
reference to the weight it had to bear and proportioned 
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accordingly. The result is that absolutely no settle- 
ment has been discovered. The wall footings are over 
8 feet wide and the post footings vary from 8 to 914 
feet square. 

A heavy brick division wall, carried through all 
stories and forming a fire wall at the roof divides the 
building into east and west halves, and this wall is of 
the thickness of the extreme east party wall. The walls 
vary in thickness from 30 inches in the basement to 17 
inches in the sixth story. No 13 inch walls occur in the 
building. 

None but the hardest sewer brick have been used in 
any part of the structure. In the case of the first story 
brick work on the west and south sides the brick work is 
of vitrified hydraulic pressed brick, laid up in pure 
Portland cement mortar. Milwaukee cement was used 
in the other portions. The walls throughout have be- 
come as solid and as hard as granite. 

The building on its two street fronts is faced with 
the very best quality of Omaha hydraulic red pressed 
brick laid in red mortar with red terra cotta trimmings 
above the first story. A plinth or base of royal blue 
Bedford, Ind., lime stone extends to a height of about 
20 inches above the sidewalk, while the bases and caps 
of the first story piers are of Portage entry Lake Su- 
perior red sand stone. All the window sills and orna- 
mental courses of the two street fronts, above the first 
story, including the rich classical cornice is of terra 
cotta. Beauty as well as durability determined the 
use of this material. 

Plate glass is used in the first story windows. The 
windows on the north or alley side are all protected by 
Andreen’s patent fire proof shutters, so arranged that 
all the shutters on one floor can be opened or closed 
by one operation, while a special device on the outside 
of the shutter permits it to be opened by a stream of 
water from the fire hose below. There are three wide 
doors on the north for unloading from and loading on 
cars. Special window ararngements also permit the un- 
loading of cars direct into the basement. 

There are two large shipping doors opening to 9th 
street and one to Harney street. 

The building is provided with three high-grade 
Otis electric freight elevators. Two of these travel 
from the basement to the sixth floor, and have their ma- 
chinery in the pent houses above the sixth story. The 
remaining or basement elevator travels from the first 
story to basement. The elevator plant is most com- 
plete and every possible precaution has been taken in 
connection therewith to provide against accident. 

Particular attention has been given to lessening 
the fire risk in the building. All elevator hatches are 
provided with automatic metal covered fire doors, which, 
while remaining constantly open under ordinary circum- 
stances, will in case of fire breaking out in any part of 
the building instantly and automatically close them- 
selves at every floor opening. This prevents the spread- 
ing of the fire through the elevator hatchways. 

All the openings in the brick dividing wall are pro- 
vided with metal covered fire doors, which can be closed 
at will and which are always closed when business hours 

are over. 

In addition to this all the staircases are closed in so 
that there can be no draught from these sources. 
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A most complete and modern system of electric 
light wiring has been introduced. Nearly five miles of 
heavy insulated wire have been required. Steel tubes 
are used to contain all the verical risers, while fire proof 
cut-out and distribution boxes occur on each floor. 

The building is heated by steam and the plumbing 
and sanitary arrangements are perfect. 

The offices occupy the southwest quarter of the first 
story, and a large fire proof vault opens therefrom 
which repeats itself in the basement. The offices are 
finished in quarter-sawed white oak from especial de- 
signs by the architects. 

The second story is devoted to packing, paints, 
white lead and oils. 
of stoves and ranges. 


It also contains a magnificent line 


The third story is devoted to general hardware and 
shows a complete line of shelf and builders’ hardware, 
mechanics’ tools, typewriters, guns, fishing tackle, rifles, 
ammunition and sporting goods. 

On the fourth floor a very complete line of tin and 
stamped, pieced and enameled ware is to be found. 

The fifth floor is devoted to steel goods, shovels, 
spades, and woodenware. 

The sixth floor contains a general reserve stock, and 
also shows this firm’s line of bicycles, refrigerators and 
sewing machines. 

The basement is devoted to nails, sheet and gal- 
vanized iron and heavy goods. 


* 
> 


THE GEE WHIZZ WASHING MACHINE. 








The accompanying cut shows the Gee Whizz 
washer, manufactured by M. C. Randleman & Sons, 
Des Moines, Ia. This ma- 
chine whirls, rubs, slaps, 
squeezes and sucks the dirt 
out of the clothing by rea- 
son of the reflex motion of 
the water. This machine is 
made of the best of non-cor- 
rosive galvanized iron and 
the best of wood heads. The 
reyolving washing wheels 
are made of galvanized iron 
and fit snugly in the circle 
tub, fastened to a telescopic 
tubular shaft like clock or 
watch shafts. The wheels 
turn in reversed ways, you 
see the cleats on wheel. 
There are corresponding 
cleats on the opposite wheel; one set continually turn 
the clothing one way, while the cleats of the other 
wheel force them in the opposite direction, gradually 
turning the clothing over and over, while the cleats are 
belaboring and rapidly rubbing the clothing; the suds 
are taken from them by suction and replaced by suds 
thrown from the wheels to the center, making the tub 
a flying spray of soap suds. 

In turning the crank one minute the clothing is 
thrown 300 feet in a whirlpool direction. Reverse the 
turning of the crank and the same process goes merrily 
on. The revolving wheels are adjustable. 





Gee W hizz Washing Machine. 
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A GREAT HARDWARE JOBBING HOUSE. 





A decided feature of the last decade in the hard- 
ware jobbing world has been the great growth of hard- 
ware jobbing houses in such cities as Dubuque and 
Omaha, Milwaukee and St. Paul. 
a natural sequence of changed trade conditions. It 
was not so far back that the western retailer would 
give practically two or three orders in the course of a 
year, the goods being shipped to him from Chicago in 
one consignment. Nowadays the tendency of the retail 
trade is to buy in much smaller quantities and to require 
This more diffused 


This growth is 


great promptitude in shipment. 
buying has naturally given a greater edge to contingent 
jobbers in the matter of freights in addition to that en- 


Main sail 

joyed by them in the ability to make prompt shipments. 
This gain in hardware jobbing trade in the centers men- 
tioned is largely a transfer of Chicago jobbing trade, 
while the latter city is coming more and more to the 
front as a package and manufacturing point. 

One of the most rapidly growing hardware jobbing 
houses in the great northwest is that of Farwell, Oz- 
mun, Kirk & Co., St. Paul, Minn. This firm have a 
force of 270 employes and keeps 50 traveling salesmen 
constantly on the road. 

In order to promptly care for the needs of their 
business they require large facilities, and in the accom- 
panying cut we show their main building, besides which 
they have several others. Their facilities enable them 
to make decidedly prompt shipments so that hardware 
retailers in the great section tributary to St. Paul can 
receive goods with all possible expedition. So extensive 


ding of Farwell, uv 







is their line that it takes a 1,311 page catalogue to show 
off their comprehensive variety. 





ALASKA REFRIGERATORS. 


_ The Alaska Refrigerator Co., Muskegon, Mich., 
send us a very pretty catalogue showing their line of 
Alaska tile lined refrigerators and Alaska white enam- 
eled refrigerators. In the Alaska tile lined refrigera- 
tors the provision chamber is lined throughout with 
white glazed tile, and the shelves and waste pipe are 
covered with two coats of white enamel, baked on at 
a high temperature. The ice chamber is lined with a 
heavy gauze of galvanized steel. The locks and hinges 





zmun, Kirk & Co. 





are of the best solid cast brass, nickel plated and highly 
polished. 

The Alaska white enameled refrigerators have been 
thoroughly tested. The enamel used is an especially 
fine quality of elastic Egyptian white enamel. Two 
coats are applied to the metal, and each coat is baked 
from five to eight hours at a high temperature. This 
process practically unites the enamel and metal in such 
a way as to make it next to impossible to separate 
them. When writing for one of these catalogues, kindly 
add: “Saw itin THe AMERICAN ARTISAN.” 


—_ ——E — 


WAGON OR STOCK SCALES. 


Beckman Bros., Des Moines, Ia., are manufacturers 
of the wagon or stock scales, with full steel trussed 
levers and beam box, shown herewith. 
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This firm’s scales have the following attractive 
features: Pivots of the best quality of cast steel, 
swedged and every one taken out and properly hard- 
The platform feet have cast steel hardware 
The corner loops have cast steel hardened 
bearings. These scales have solid brass sliding poise 
with thumb screw. 

Their line of scales include their double platform 
scale, double beam platform scale, family scale, beams, 


ened. 


bearings. 





Wagon or Stock Scales. 


office beam outfit, dormant warehouse scale, coal mine 
scale and railway track scale. 


SELF CHALKING CHALK LINE, 





The Smith & Hemenway Co., 296 Broadway, New 





Fig. 1. 
York, are just placing on the 
self-chalking chalk line. 


market the automatie 
This is very unique in its way 





2 -@. & 
and is so constructed that it is impossible ‘for the line 


to get bound.in its operation. The flat spring keeps it 
wound perfectly tight, both in drawing out and closing 
up. The accompanying cuts, figures 1 and 2, will give 
anyone an insight to the merit of the article. 


OHIO HARDWARE DEALERS’ ASSOCIATION. 





Geo. M. Gray, Coshocton, 0., secretary of the Ohio 
Retail Hardware Dealers’ Association, is sending out 
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the following program of the next convention of that 
body to the trade as follows: 


TUESDAY, FEBRUARY 20. 


On arrival, register at convention hall, the Auditorium, 
Seventh and Elm. 
at Grand Hotel. 
at the Auditorium. 
Address by Hon. Chas. V. Fleishman, mayor. 
Response by President O. M. Scott. 
Short address by Chairman of Cincinnati Local Committee, 


Executive Committee meeting, 9 a. m., 
Convention called to order at 2 p. m., 


Roll call of members. 
Reading of minutes. 
President’s address. 
Half-hour experience meeting. 
Recess for payment of dues. 
Appointment of Committee on resolutions nomination, 
question box, laws relative to hardware trade, in memorial. 

Adjournment. 

Tuesday evening, Bohemian smoker and vaudeville at 
Scottish Rite Cathedral. 

WEDNESDAY MORNING, 9 O'CLOCK. 

Report of corresponding secretary. 

Report of financial secretary. 

Paper on “Rights of the Retailer,” B. W. Ricketts, 
Coshocton. 

Report of committee on light. 

Report of committee on lien laws. 

Discussion. 

Adjournment. 

WEDNESDAY AFTERNOON, 2 O'CLOCK. 

Report of committee on insurance. 

Paper, “Ohio Hardware Man,” Lewis E. Keller, Cincin- 
nati. 

Report of committee on Interstate Retail Hardware As- 
sociation. 

Paper on “Advertising a: Hardware Store,” C. C. Fouts, 
Middletown. 

Adjournment. 2 


WEDNESDAY EVENING, 7 :30. 
Annual banquet at the Armory. 
THURSDAY MORNING 9 O'CLOCK. 
Question box. 
Adjournment. 
THURSDAY AFTERNOON, 2 O'CLOCK. 


Report of committee on resolutions and nomifiations. 

Unfinished business. 

Election of officers. 

Selection of place of meeting for 1902. 

Adjournment. 

Accompanying this program is the following letter 
sent out to every one of the 1,375 retail dealers in the 
state: 

“As promised in my letter to you under date of 
Jan. 21st, I herewith enclose program of the next ses- 
sion of the Ohio Hardware Association, to be held in 
Cincinnati, Feb. 26, 27 and 28. 

“We trust that you have not only made arrange- 
ments to attend this meeting yourself, but that you 
will also persuade your competitor to come with you. 
We are glad to note the increasing efficiency of our or- 
ganization. At the close of the session in 1895 we had 
but sixteen members. We now have more than four 
hundred members, and this growth has been marked by a 
development of interest and of earnestness on the part 
of the officers and members that makes this association 
one of the strongest retail hardware organizations in the 
union. 
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“We have 1,375 retail hardware men in the state, 
and it goes without saying that we should have 1,000 
members in our association, and to accomplish this end, 
each individual must make a personal effort to bring 
into the Association those dealers living in his vicinity. 
We therefore trust that you will join us in the good 
work. Come to Cncinnati. We know you will never 
regret the trip. The people in Cincinnati have arranged 
to do much for us, and we promise that you will re- 
ceive benefit enough to more than offset the expense 
and loss of time. If there is anything in which we can 
be wf service to you be good enough to call upon us. 

snteapineeiaiiienes 


BUSINESS CHANGES. 


NEW FIRMS. 
Lapeer, Mich—Mr. J. B. Sperry will open a hardware 
store. 
Lapeer, Mich.—Ainsworth Bros. have opened a hardware 


store. 

Charlotte, N. C——Finger & Pickens have opened a hard- 
ware store. 

Gainesville, Tex.—The Durant Hardware & Implement 
Co. has been chartered, with a capital stock of $25,000. 

Tiptonville; Tenn.—The Tiptonville Hardware Co., with 
A. M. Caldwell as president, and William Peacock, secre- 
tary, has been organized. 

CHANGES. 

Findlay, Ohio.—Theo. Phillips buys a half-interest in; the 
hardware business of John Ruthrauff. 

Wyoming, Ia—Bell Bros., of Winona, Minn., succeed 
M. S. Johnson. 

Champaign, Ill—Walter Moorehead buys an interest in 
the hardware business of O. L. Percival. 

Persta, Ia—J. T. McCabe, of Defiance, succeeds Paul 
Mowry. 

La Salle; Ill—I. K. Neely succeeds E. B. Treat in the 
hardware business. 

Elmo, Kan.—H. L. Eyer succeeds M. B. Roberts & Co. 

Champaign, Ill—John Stemy succeeds the Micbach hard- 
ware store. 

Rock Valley, Ila—E. C. Simmons and Joseph Sandschulte 
buy the H. C. Bauman stock of hardware and will operate 
the business at the same place. 

Norfolk, Va—The Norfolk Hardware Co. is reported 
dissolved. 

Louisville, Ala——Lee & Hixon, said to be dissolved. 

Reidville, N. C_—Giles & Mims succeed the Giles-Lindsey 
Hardware Co. 

Corsicana, Tex.—Fewell & Walker have dissolved part- 
nership. 

Benton, Ark-—C. H. Caldwell & Bro. dissolve partner- 
ship. 

Gorman, Tex.—Edward Barton succeeds Jay & Barton. 

Commerce, Tex.—Roan & Blair succeed Maxwell Bros. 





in ths hardware business. 

Booneville, Miss—Samuel B. Hinds sells his interest in 
the Booneville Hardware Co. 

Columbia, Ky.—Kemp & Young succeed Willis Bros. in 
the grocery and hardware business. 

San Saba, Tex.—T. U. Henry & Co. succeed S. E. W. 
Hudson. 

Greenville, Tex.—Bethell & Co. succeed Swift & Bethell. 

Greenfield, Tenn.—L. R. Knight succeed T. A. Wood. 

Thornton, Tex.—The Barton Hardware & Lumber Co. 
succeed Gibbs & Rich. 

Paris, Tenn.—Hill, Freeman & Looney succeed Hill, Free- 
man & Co. 

Cottonwood, Tex.—Thomas, Wristen & Co. succeed 
William J. Thompson, hardware dealer. 

Waynesville, N. C—D. A. Baker & Co. succeed J. P. 
Swift & Co. 

Ripley, Tenn.—Thompson & Kirkpatrick succeed the 
Kirkpatrick Furniture & Hardware Co. 





Jasper, Tenn.—It is reported that Mr. Wood retries from 
the firm of Havron Bros. & Wood, hardware merchants. 

Leonard, Tex—W. D. Simmons succeeds Bradley & 
Simpson. 

Lampasas, Tex.—Manuel Hardware Co. succeed John 
N. Manuel. 

Palmer, Tex—The Palmer Hardware & Furniture Co. 
succeed the R. Smith Mercantile Co. 

Hillsboro, Tex——The J. R. Thompson Hardware Co. is 
the new name of the firm of Thompson-Lang Hardware Co. 
Kaufman, Tex.—Endell & Wolfe succeed I. Endell. 

Tioga, Tex—Leftwich & Rutherford succeed Holtzclaw 
& Rutherford. 

Cameron, Tex.—The Gaston & Sprinkle Mercantile Co. 
succeed Thomas & Dobbins. 

Gaffney, S. C—H. T. Pridmore enters the firm of R. M. 
Williams & Co. 

Leonard, Tex.—Woosley & Son succeed ‘Woosley & 
Phillips 

Carthage, Tex.—T. G. Ross succeeds Charles D. Lacy. 

Jacksboro, Tex.—E. A. Gwaltney succeeds Dunn & 
Gwaltney. 

Collinsville, Tex.—Harbison & McGaughw succeed J. L. 
Harbison. 

Sadlersville, Tenn—Kimbrough & Co. succeed H. U. 
Kimbrough. 

Kerens, Tex.—The Mabry & Ray Co. succeed William 
Noble. 

Greenfield, Tenn—Watkins & Cooper succeed Watkins 
& Norman. 

Llano, Tex.—F. W. Wachtman & M. M. Hargis buy the 
hardware stock of the Western Hardware Co. 

Denton, Tex.—S. A. Gibson sells his interest and with- 
draws from the firm of Long, Williams & Co. 

Union City, Tenn.—J. F. Gregory, of Harris Station, 
buys the remainder of the stock of the Lawson-Sears Hard- 
ware Co., and will increase same. 

Arcadia, Minn.—Mr. Lehrbach, of Arcadia, succeeds J. E. 
Kaiser. 

Wahpeton, N. D.—W. T. Crafts succeeds Howry & Allen. 

Monmouth, Ore—F. S. Younger & Sons succeed F. S 
Younger. 

noone, Ia—Mr. Wheelock succeeds E. L. Root. 

Lancaster, Ohio.—Joseph Goldcamp, of Ironton, succeeds 
the William Shell Hardware store. 

Columbus Junction, Ia—McKinley & Vertrees succeed 
Banner & Shutter. 

Pittsford, Mich—Orlin & Guard Convis, of Wheatland, 
buy the interest of Fred Wadsworth in the firm of Byers & 
Wadsworth. 

Horton, Kan—W. P. Boyd & Son, Yorkville, IIl., succeed 
G. Ross. 

Calumet, Mich.—Philip Sheriden buys the. hardware 
stock of the estate of his late father, Owen Sheriden, at 
ic auction, for $2,000. 

North Prairie, Wis—Daubersmith & Hess, of Cresco, 
TIa., succeed H. T. Nicholas. 

Waterloo, Ia—John Boehmler, of Gladbrook, and Geo. 
. Sheerer succeed Sweitzer & Jennish, and will take pos- 
session March I. 


publ 


STOPPAGES. 


Durant, Tex.—C. E. England. 

Van Buren, Ark.—The Van Buren Hardware Co. have 
sold out. 

Angleton, Tex.—William Penman said to have sold out. 

Canton, Tex.—Breco & Andrews, grocery and hardware 
dealers, are reported sold out. 

Morganfield, Ky—Casey & Blue sell out their hardware 
and implement business. 

Hamburg, Tenn.—Fraley & Wardlaw, grocers and hard- 
ware dealers, sell out. 

Fairmont, W. Va.—J. L. Hall and J. M. jacobs & Co., 
hardware merchants, reported sold out. : 

Itasca, Tex—Causler & Park, hardware and implement 


dealers, sell out. 
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WEDNESDAY MORNING 
The third annual meeting of the Iowa Retail Hardware 


Dealers’ Association was held 
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\t 10:40 Secretary Brelsford rapped on the desk and called 
the meeting to order, President 


arriving a few seconds afterwards oi chien ‘the chair. 
President Cole called attention to the 
senting railroad certificates and registering 


The following dealers were 


A. Sloane McGregor. 
> : E. P. Messer, Sheldon. 
J. H. Reboth, Toledo. 


James J. Forkenforth, New 


>. L. Beed, Hampton. 


a Rogers, Britt. 
it 
S. A. Foote, Parkersburg. 
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Third Annual Convention lowa 
Dealers’ Association. 


Dubuque Feb. 
15. It was a record breaker in point of attendance and en- 
thusiasm, over 150 being present, and was marked throughout 
by a unity of aim and harmony of action that augured well 
for the future of this magnificent association. 
ing of the Executive Committee held at the Julien Hotel at 


g A. M., Secretary C. W. Brelsford of Villisca mounted a 
chair in the corridors of the hotel and requested the members 


to fall in line and proceed to the Bank & Insurance Building 
Hall, Ninth and Main streets, where magnificent —— had 


been provided for the meeting of the association. 
was beautifully decorated with festoons of American ‘cam 


those in the center of the room spelling out the word welcome. 


After a meet- 





, Council Bluffs, 


( 
C. F. Schmidt, Marshalltown. 
I 


William Schumaher, Garr.avillo. 





































A. Petrehn, New Albin. 

B. Imholt, Williams. 

Charles Hamsch, Farmersburg. 
Charles F. Mauer, Council Bluffs. 
A. Thomas Traer. 

J. H. Kleinpell, Cassville, Wis 
Julius Reith, Lansing. 

F. W. Nelson, Gowrie. 

John Randolph, Keota. 





President W. A. McIntire, Ottumwa. 


Frank Hesse, Clarksville. 

A. B. Carhart, Manchester. 
P. S. Norman, Waukon. 

T. J. Fuehr, Dundee. 

Louis Lindenberg, Dubuque. 
J. F. Ris, Dubuque. 

Hussman & Lies, Dubuque 

F. H. Sterns, Steamboat Rock, 
W. B. Reed, Decorah. 

H. S. Rayburn, Montezuma. 
J. F. Nelson, Fort Dodge. 

J. H, Doty, West Liberty. 
Thomas Larson, Eldora. 

G. H. Fitch, Fonda 
Gilchrist, Strawberry Point 
R. Miles, Mason City 

J. S. Watson, Reinbeck. 

\. Muehe & Son, Dyersville 
F. M. Jaeger & Co., Dubuque. 
G. W. Healy, Dubuque. 

E. G. Penrose, Tama. 

P. Haebel, Blairstown 

C. Magnussen, Lyons, Iowa 
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George S. Lister, Manchester. 

R. J. Breckenridge, Brooklyn. 

C. W. Jordy, Oneida. 

John T. Smith, Norway. 

William C. Rolk, Lyons. 

H. C. Hansen, Clinton. 

T. W. Rogers, Lamont. 

F. C. Walker, Jessup. 

John G. Moser, Dubuque. 

H. Strucent, Fort Dodge. 

A. C. Heyman, Miles. 

Peter Lang, Dubuqve. 

C. W. Berkley, Waterloo. 

J. D. Becker, Calmar. 

J. Becker, Ossian. 

Anthony Anderson, Cresco. 

James H. Muffly, Sumner. 

C. W. Brelsford, Villisca. 

H. C. Chapin, Union. 

W. F. Kleinpell, Elkader. 

F. P. Marvin, Grinnell. 

F. L. Freeman, Waterloo. 

W. H. Willard, Cherokee. 

L. H. Kurtz, Des Moines. 

E. H. Norris, Cedar Rapids. 

H. Krieger, Waukon. 

H. J. Winkie, Waukon. 

Joe A. Young, Bellevue. 

A. M. Weber, Bellevue. 

Rieff Friedman, Dyersville. 

John E. Reynoldson, Manson. 

G. F. Friedlein, Guttenberg. 

President Cole introduced a welcome innovation that will 
doubtlessly serve as a precedent for other hardware meetings 
by introducing each member by name as they signed the reg- 
ister. The members were requested that whenever a fellow 
member residing in a town adjacent to theirs was introduced 
to step up and get acquainted with him. 

President Cole said: “I want every dealer here in talk- 
ing with every dealer to find out how extensively the catalogue 
house has cut into your business the past year. I want you 
to think about questions you want to come up for discussion. 
This gives great practical benefit and we should have some 
hot questions discussed both in open and in secret session.”’ 

President Cole said, “Anyone who has new ideas they can 
bring out for the benefit of their fellow members, anything 


that has injured your business should be brought out, any- 
thing to enable us to go home and systematize our business 
and do it more pleasantly than ever before. We want to make 
more money than. ever before... We want to be more com- 
fortable than ever before. I want to particularly urge jobbers 
and traveling salesmen to mention questions they have seen 
successfully solved by retailers. I will start the ball to rolling 
by suggesting for discussion the topic: 

tr. What is our cost of doing business and should this 
cost be added to the marked cost of our goods in addition to 
the invoice cost and the freight that we pay? 

President Cole in speaking on this subject said: Sup- 
pose you buy a keg of nails of $2.60. Before you consider the 
cost of this should you add 15 per cent «s cost of doing 
business? When you buy knives at $4 a dozen should you 
add 76 cents as cost of doing business? 

Mr. Messer of Sheldon: “I have had better control of my 
business this year than ever before. I came here to learn. 


I never worked for any one in the hardware business and 
never had any one to pound me on the back. A man who 
does business for himself does a great many things he would 


not otherwise do.” 
President Cole said: “I have never before realized the 


importance of keeping an eye on the credits granted by our 
clerks as I do now.” 
Mr. Falconbrand of New Hampton offered this question: 
2. I would like to know how hardware bills should be 
figured as to profit? 
I refer to a bill of goods of builders’ hardware. How 
should it be figured so as to give a profit? 
Should you figure out a profit on the goods in a lump, 








adding it to the cost, or should each article be figured on 
separately ?” 

President Cole: “On this question the matter of what 
profit we should have should enter in.” 

Mr. Falconbrand of New Hampton: “For taking care 
of odds and ends we put them in a book and sell them for 
any price they will bring. We keep a want book during in- 
ventoryings and put down wants as we see them.” 

Mr. Beed of Hampton offered this question: 

3. What system do dealers use in selling ranges with fur- 
niture? Should furniture be figured in on a lump or be fig 
ured as separate items? 

Mr. Smith of Marshalltown offered this question: 
4. Selling stoves on easy payments. 
“I have sold a number of stoves on easy payments. | 

















f ( 


Vice-President E. G, Penrose, Tama. 


always take a lease, but never recorded it. At end of year I 
had $600 pending on leases, but never lost but one stove this 
way. Selling on easy payments shows an increase in sales.”’ 

President Cole: “This question we will put in the form 
‘To what extent shall we take up the easy payment plan of 
selling stoves?’ I have a suggestion. 

In the last eighteen months a cyclone has struck the 
bicycle business. We ought to have some remarks along this 
line.” 

Mr. Smith of Marshalltown: “A half round circle is the 
best axe rack.” 

President Cole offered this question: 

5. Has any one a good poultry netting or oil cloth 
rack? 

Mr. Rogers of Britt offered these questions: 

6. What has been the experience of members in start 
ing an exclusive cash system? 

7. What should we do in case of a contractor when you 
are doing a strictly cash business? 

“For the farmers’ trade we have established a coupon 
book which has a note in the first part of each book. This 
note is good for thirty or sixty days and we let them trade on 
that. Se far we have found no trouble in explaining this 
coupon book system to our trade.” 

President Cole: “You have all been solicited for a petty 
ledger scheme. I bought one for $2.50. This scheme has cost 
me $150 and has disorganized my business.” 


















Conchar, of Schreiber & Conchar Mfg. Co., Du- 

“IT have an excellent wire cloth rack on exhibi- 
tion at my store.” 

W. H. Beegle, of the Electric Cutlers Co., Newark, N. J.: 

“A dealer has an oil cloth rack with a handle at end of roller 

to wind it up. One roll is kept directly above the other. The 


I. W. 


buque, Ia.: 


roller goes in a notch. When a lady wants to see it it can 
This rack should come up as high as you wish 


The oil cloth 


be unrolled. 
to run it. This dealer’s rack is ten feet high. 
is drawn out into the aisle and cut off.” 
President Cole: “If you have wall space this scheme is 
thoroughly practical. I will put in the question: 
8 How to keep of prospective 
come in to look after stoves and bicycles and follow them up.” 


track customers who 


Senator Penrose of Tama offered this question: 

9g. Js it good policy of the retail dealers to purchase stoves 
from wholesale hardware dealers? 

President Cole: 

10. There is the question of handling stove repairs ] 
would like to have brought up. 

11. Also the questions of blacking stoves and (12) setting 
them up. 
C. A. Petrehn of New Albin said: 
pairs that are most likely to be called for. 


“T handle the re- 
I would like to 
have the question discussed : 

13. How can we best dispose of accumulated stove re- 
hairs? 

Mr. Larson of Ft. Dodge said a good question is: 

14. How should we mark cach order that goes into the 
stove repair house and what profit should we get on them? 

President Cole here put the question: 

15. How can you sell bicycles and make any money? 

Mr. Thomas of Traer offered this question: 

16. How can collections be systematized and promises 
kept track of? 

Mr. Nelson of Gowry offered this question: 

17. What is the best way to refuse credit without giv- 
mg offense? 

Mr. Randolph of Keota offered this question: 

18. What is the best,way to sell wire cloth by the yard, 
square foot or pound? 

“I made a rack for oil cloth in crude form that was a 
failure. Then I made another rack six feet long and three 
and one-half feet wide of two-inch stuff with castors under- 
This came up about five feet and had large screw 
I put three-quarter inch gas pipe in it. It would 


neath. 
eyes in it. 
The castors enable you to haul 
I have sold three or tour 


hold wire cloth two feet wide. 
it to a warm place in cold weather. 
times as much oil cloth since I got this rack as ever before.” 

Mr. Hesse of Clarksville offered these questions: 

19. What is the best, cheapest and most practical way 
of lighting a store? 

President Cole put the question: 

20. Does it pay 
7-inch where the stove has 7-inch collar? 

Mr. L. Lindenberg of Dubuque offered this question: 

21. Do the members of this state organization realize 


to enlarge 6-inch chimney holes to 


the advantages that accrue from local organization? 

President Cole: “I would like to have you give us a 
talk on the advantages of local organization. The question of 
local organization is the second most important one before our 
Association to-day. The most important one is that of inter- 
state association.” 

Mr. Carhart of Manchester: ‘The best scheme for taking 
care of scissors is to have them lie on an inclined plane in an 
open showcase. They should be so arranged that when you 
take out one pair you don’t disarrange the others.” 

President Cole put the question: 

22. What is the best way to display cutlery? 

Mr. Carhart of Manchester: “A good fixture is a screw 
rack flush with the shelving, with a compartment for every 
size screw.” 

President Cole put this question: 

23. What is the best way to display razors? 

24. What is the best way of educating our clerks into 
being good salesmen? How should they employ their odd 
moments ? 
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Mr. Reed of Decorah put the question: 

25. Is single or double entry the best way for a retailer 
to keep books? 

26. Which is the best ledger to use? 

A member put the question: 

27. What is the best every-day cash book? 
President Cole put the question: 
28. What is the best method of keeping track of your 
daily and monthly sales? 

Mr. Rayburn of Montezuma asked: 

29. What do you do about the interest 


stoves on the installment plan? 


when you sell 











“) lod , 
Secretary C. W. Brelsiord, Villisca. 


30. Should the same price be made to easy payment as 
to cash customers? 

President Cole asked: 

31. What ts the lesson we should learn from department 


‘ 


store methods? 


32. What are the lessons we should learn from catalogue 
house methads? 

Mr. Nelson of Ft. Dodge asked: 

33. What is the best method of meeting catalogue house 
quotations ? 

Mr. Raber of Montezuma asked: 

34. Where do you draw the line on warranting knives, 


axes, stove backs and other goods? 


J. F. Doty, West Liberty, asked: 

35. Is it good policy to adopt coupon schemes of adver- 
tising? 

36. Is ita good plan to make presents when accounts are 
paid? 


“steel range peddlers shipped two 
They allowed the cus- 


Mr. Fitch of Fonda: 
carloads of goods in our territory. 


tomer $20 for his old stove. They took what he 
was a receipt, but it turned ovt to be a note and was turned 


supposed 


in to the local bank. 
A member offered these questions: 
37. If we 
price as a bait and give our customers the benefit? 
38. Should we maintain prices or should we try to meet 


get a soft snap should we offer tt at a low 


catalogue house prices? 

S. A. Miles, Mason City, offered this question: 

Mr. H. C. Chapin of Union: “I would like to learn a 
good way of handling oil cloth and poultry netting. I never 


saw an axe rack that suited me.” 
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39. How can we be absolutely sure that all the goods 
that go out of our stores are either charged or paid for? 

A member asked this question: 

40. What is the best way to handle the tinshop depart- 
ment? 

A member asked this question: 

41. “What should we do about loaning tools?’ 

Chas. Lindemann, of J. P. & Sons, Mil- 
waukee, said: “J. F. Ris of Dubuque has an admirable sys- 


Lindemann 


tem for running a tinshop.” 

A member asked this question: 

42. Does a standing advertisement pay? 

The meeting then adjourned at 12:30 A. M. 

WEDNESDAY AFTERNOON SESSION. 

President Cole called the meeting to order at 2:15 P. M. 
and introduced Mayor Berg of Dubuque. 

Mayor C. H. Berg of Dubuque: 

“I extend to you a cordial greeting and a hearty welcome 
to Dubuque. I have always found that hardware men were 
men of push and energy. A hardware man recently donated 
$50,000 to found a library in Dubuque. 
this city will be pleasant and profitable. 


I hope your stay in 
I hope you will be so 
pleased that you will want to visit Dubuque in the near fu- 
ture.” 

President Cole then introduced the Hon. J. H. Shields, a 
representative of the Business Men’s League of Dubuque. 

The Hon. J. H. Shields said: “I am very glad to meet 
you upon this occasion as the representative of the Business 
Our latch string is out. If that 
won't do we will take the door off the hinges. We'll give 
you a chromo if anything happens to you. If I go back into 
ancient history you have no one to blame but yourselves. 
Any trade that figures three or four different times in Genesis, 
Tubal-Cain is the patron saint of hardware men. He was 
the pioneer in the iron industry. I can’t understand how the 
guild of iron workers should alone be mentioned in so dis- 
tinguished a manner. 

You gentlemen have perpetuated a business that has done 
as much to 
history. 

Right here on this town site the first settler in Dubuque, 
Julien Dubuque, was a dealer in iron. He was the first white 
settler in the Louisiana purchase north of Missouri. In 1788 
this adventurous Frenchman did this western 
city. Joliet and Marquette first discovered Iowa across from 
Prairie du Chien in 1774. Fourteen years later, Dubuque, the 
Tubal-Cain of Iowa, arrived in this city. Dubuque made his 
home among the warlike Fox Indians and in the fall of 1788 
a piece of land embracing the modern city of Dubuque was 
granted him by these Indians. 
confirmed by the Spanish authorities at New Orleans. 

Dubuque died in 1810. Prior to his death he sold seven- 
sixteenths of this land to St. Louis parties. Dubuque’s title 
to this land was set aside later on technical grounds. 


Men’s League of Dubuque. 


advance civilization as any other in recorded 


business in 


This grant was subsequently 


Julien Dubuque had a furnace, where he smelted min- 
erals. These facts about Dubuque were brought out in a case 
tried before the Supreme Court of the United States in 1852. 
It was established that he had a blacksmith’s forge in opera- 
tion. 

In 1832 Lieut. Jefferson Davis was sent to Dubuque with 
a company of dragoons to remove squatters. Dubuque has 
always been proud of her jobbers in iron. We are proud of 
our merchants, but none stand higher than the second genera- 
tion of men who founded the iron trade of Dubuque. Our 
latch string is always out. You have only to know us to like 
us. Who is not proud of Iowa? Iowa has been a part of 
seven different territories. From 1832 to 1834 we were a po- 
litical orphan without a home, but we exercised here all the 
functions of government. 

For many years the county of Dubuque occupied all ter- 
ritory north and west of a line drawn from Rock Island, 
Illinois. We had three county commissioners who ruled an 
empire. These men met for the first time on June 11, 1834, 
and debated on the construction of a new court house and 
specifications were provided for a court house of hewed 
boards 26x20 feét’'in size. The walls to be seven inches thick, 









first story nine feet high, second story five feet to beginning 
of roof, to be divided into three rooms, with two eight-light 
Same to have a good stout lock or thumb latch 
It is to be furnished with a circular pine 


windows. 
on entrance door. 
table two and one-half feet wide, and is to be finished by 
October I, 1834. 

This shows something of the beginning of things in Iowa. 

The first real court house in Dubuque was a walnut tree 
located at Dodge and Locust streets. A jury was selected 
and a trial for murder was held. The formalities of legal 
procedure for the murderer were duly observed. He had 





Hi. A. Cole, Council Blaffs, Member Executive Committee. 


counsel, challenged the jury, etc. The trial was begun after 
dinner and was finished before supper. A verdict of guilty 
was passed and the murderer was sentenced to be hung a 
fortnight later. 

His hanging was the first judicial execution in the Louis 
iana purchase. 

The iron trade is world-wide. We are supplying Europe 
with iron. 

Again, in behalf of the Business Men’s League, I wel- 
come you to the historic city of Dubuque.” 

Mr. Shields’ address was followed by applause. 

President Cole responded as follows: “It is a pleasure to 
us to do homage to this historic city, which stands as our 
oldest bulwark of law and We are loaded, but not 
with liquor; we are loaded with good will for our fellow mer 
chants. We come here to revolutionize this calling which has 
been handed down to us by Tubal-Cain. We find dealers in 
every town pushing their most bitter enemies in their com 
petitors and they are out after their heart’s blood. It struck 
Some of us saw 


order. 


us three years. ago that this was wrong. 
that our competitors were as highly regarded as we were by 
manufacturers. This organization is founded on the deter- 
mination to thoroughly throttle and kill the spirit of ani- 
mosity between dealers in the same town. Where possible in 
the crowded condition of the hotel we put them to bed to 
gether and they go home as friends with their animosity as 
a thing of the past. We stand here as a protest against the 
dominant idea in that dollars and cents are 
everything. We propose to develop character. We are not 


business life 
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only richer in dollars and cents, but we are also richer in 
every quality that’ goes to make up a noble man as the result 
of our work. We are loaded in the desire to spread this 
feeling of co-operation throughout our ranks. 
with a knowledge of our mistakes. 


We are loaded 
I want to urge the idea 
on the press that we are not here to put up prices on our 
customers. We are not here to squeeze the public, but as a 
combination offering each member good suggestions to help 
their business out of the ruts into which they have so often 
fallen.” 

J..W. Conchar, of the Schreiber & Conchar Mfg. Co., Du- 
buque, was here called on by President Cole for a list of 
manufacturers of iron goods in Dubuque and gave the fol 


lowing off-hand incomplete list: McDonald & Morrison, 
Novelty Iron Works, Iowa Iron Works, Smedley Steam 
Pump Works, Dubuque Enameling & Stamping Works, 


Klauer Mfg. Co., Cooper Wagon Works, Schreiber & Conchar 
Mfg. Co., Adams & Co. 
President Cole said: 
a hustler as Mr. Conchar. 
and ‘Conchar-ed’ us. 


“I thank Dubuque for having such 

He came to Des Moines in 1900 
He is well named. Weare here to-day 
as a result of this conquest. 

President Cole, after a conference with the 
Committee, appointed as sergeant-at-arms J. H. Doty of West 
Liberty. 

The report of Secretary C. W. Brelsford of Villisca was 
then read as follows: 


SECRETARY’S REPORT. 

As I have been very busy during the past few weeks, have 
been compelled to make my report very short. 

We have at present 432 regular members; February 1, 
1900, we had a membership of 305, a net gain of 128 members 
for past year. 

The above figures do not include honorary members. 


Executiy e 


At close of last meeting we had on hand.....$621.80 
Received for dues during year................ 276.00 
$897.80 
which has been paid out as follows: 

Mrs, H. Kupper, services 1900................ $100.00 

S. R. Miles, expenses as delegate Interstate 
I on, nei eecccs 28.00 

H. C. Cole, expenses as delegate Interstate 
SE ES co citeloaddensacacaacs 18.95 
gg ae Bales alia eh ie tc 194.00 
I ing a aad i sia oka nese aw aedne eens 50.00 
Woodford & Ainsworth, printing............. 52.50 
Cole & Cole, printing, stamps, etc............. 42.91 
Moorehouse & Co., printing.................. 27.00 
ee ee ee 21.25 
SN Ns Ca iis da vakedadudewcsscen's 17.00 
Whitehead & Hoag, badges................... 8.72 
Be I, WOE io se ee ici eed b ce cows 120.69 
EE Deke au sients od does Wo Ras tubeender 3.15 
ee I 2) te caus eedéceauanad 3.00 
Pemee Otene GUE POEL ve nd. bo die ice ce dccs 2.00 
W. A. Melntire;' Bond & Co......5....005000. 5 50 
NG ih: So duirlo chk c acdsee Ves seweaan 12.00 
SN NPI rs on Is Bile Stade cece eas OD 
$897.80 


We have during the past year mailed over 7,000 letters 
and circulars; have probably received about 1,500, so you 
may see the work of secretary is rio light work. But at same 
time it has been a work of pleasure to me, as I am satisfied 
a great amount of good has been accomplished during the 
past year. 


TREASURER’S REPORT. 


Received from former Treasurer.............. $621.80 
EE nw a wah oeeessnweosecne's 276.00 


$897.80 


RE PR EE ET ee $707.70 


i Si al Ss tl $190.10 











AND HARDWARE RECORD. 41 


On motion the report of the secretary was received and 
was referred to the Executive Committee. 
then read the 


Committee, which 


chair 
had 
been but one grievance during the year, which was submitted 
Nelson of this committee. 


report of the 
showed there 


Secretary Brelsford 
man of the Grievance 


by Chairman A. T. 

On motion of Sen. Penrose, of 
ferred to the Executive Committee 
Cole then that it 
meeting be turned into an executive session, particularly as 


lama, this report was re- 


President said was advisable that the 


+ eae 
if : 





Hi. 8. Vincent, Fort Dodge, Member Executive Committee. 


there were some points in his address that would be of in- 
terest to the retail trade only 

There was an intermission, during which members who 
had been present at the morning session took occasion to 
register. 

President Cole said: “We have a Press Committee, who 
will audit everything going out of our meeting and we want 
some plain talk on subjects that have not been brought out 
before.” 


President Cole then read his annual address, as follows: 


PRESIDENT’S ADDRESS. 





BUSIEST YEAR OF THE PAST DECADE 


It is a privilege to address you at this, our third annual 
meeting. The dealers who attend this convention, held as it 
is in the extreme corner of the state, are to be commended 
for their unselfish devotion to the welfare of their fellows 
and our calling. No dealer can mingle with such without 
getting great benefits. 
retail conventions that I did not carry home with me many 
ideas that I could turn into dollars and cents during the year 


In looking over the past year and its results we 


I have never yet attended one of cur 


following. 
can, undoubtedly, each one look back on the busiest year of the 
past decade, not perhaps, in volume of business, but made so 
by the fact that our shelves were loaded with high cost 
goods, and the certainty stared us in the face of a declining 
market. Our hustle came in to reduce stock before the drop 
The warm fall, too, extending clear beyond the selling season 
for our heating stoves required redoubled effort to effect a 





















































































































cleaning up of stock in this line. Altogether the dealer who 
can point to living expenses paid and a small surplus over 
January 1, 1900, can congratulate himself on being a wide- 
awake and successful merchant. I believe we can to-day call 
the hardware roll in Iowa and find as the result of our Asso- 
ciation a much better spirit prevailing between merchants in 
the same and adjoining towns, and many of us can see a vast 
difference in the pleasure of doing business, because of this. 
UNSELFISH MEN. 

I last year told you how many dollars the Association had 
been worth to the dealers in Iowa. I think this year I will 
take a different tack on the subject. I want to talk for the 
benefit of the dealers who are not with us to-day, who have 
failed to respond to our many invitations to join with us in 
our efforts to benefit our calling. I am going to diagnose your 
case, my brother hardware man, and try and prescribe the 
I have met many of the officers of the 
I have yet to meet the officer 


proper medicine. 
different state 
who hasn’t impressed me as a big-hearted, unselfish man, 
who thought enough of his profession to make great personal 
sacrifices for what seemed to him to be its welfare. I want 
to state here, as a preliminary to what may follow, that there 
isnot a hardware man in Iowa with a clear working capital 
of $1,500, who could not afford to pay $25 per year and $50, 
if need be, for the privilege of joining our retail Association, 
$25 per year should be the annual dues of every state associa- 
tion. I will make the statement stronger by saying that not 
one of us but ought to be willing to pay this amount every 
year for the welfare of our fellow retail dealers, if we knew 
to a certainty that not a dollar of it would come back to us as 
an individual. 


associations. 


DEALERS SHOULD BE LIBERAL. 

We are open-hearted in our families. We are generous 
with our neighbors. We help maintain our public institutions. 
We gladly contribute to the support of our churches. Is there 
any reason why when we are confronted with a proposition 
to contribute to an institution that is organized, least $500 for 
traveling expenses in order to halfway do our work for us. 
We could use $1,500 for this latter purpose and not waste a 
dollar. This is to equip ourselves with an interstate secretary 
who can alone do more for our welfare than any ten sepa- 
rate state secretaries can possibly accomplish. This is the 
little, as we can do efficient work with. In our executive 
session I will give you facts that I feel sure will convince you 
that this is not an idle statement. What we really need is as 
follows: 

INTERSTATE WORK. 

Independent of the state expenses we should equip our- 
selves with an interstate or who should 
have at his command from $2,500 up to $10,000 per year. 
Every dollar of the latter sum could be carefully and well 
spent for the welfare of our members without squandering 
a single penny. And until we can command at least half 
this amount we are not going to accomplish as much as we 
need done. Let me specify how $10,000 could be wisely in- 
vested for our welfare. First, we should have a man as sec- 
rectary, whose authority would command him a $2,500 salary 
in any calling he might choose. This would give us a man 
of the highest ability and integrity. We Should be big-hearted 
enough to send quarterly circulars and reports to every hard- 
ware man in the United States, whether a member or not. 
These reports would net three cents each, and cost our Asso- 
ciation for four issues to the 25,000 dealers in the United 
States—$3,000. We should send monthly bulletins to each 
of three thousand members of state another 
$1,000. Our secretary’s office, to do this, would require at 
least three assistants, and stenographers, at $50 per month— 
$1,800. This would only leave $1,700 for traveling expenses 
for the secretary to visit jobbers in states where they are 
carrying on unfair practices, and visit manufacturers whose 
lines are being marketed in a manner to cut our throat. On 
top of the $10,000 we could easily use another $1,000 for 
special detectives to unearth abuses and get facts for our 
secretary to use in our efforts to bring jobbers and manu- 


national secretary, 


associations, 


facturers to time. 
ADVISES AGAINST A BOYCOTT. 
I want to call attention to an abuse that may bring on 
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me some sharp criticism. I make it, nevertheless, because I 
know I am right, and because I want this fact to be dis- 
cussed. and its truth crystallized in the method of procedure 
of every state association in the country. It is the indiscreet 
and wrongful use of the boycott. Both manufacturers and 
jobbers can be made to feel our displeasure, without damning 
them or boycotting them in an offensive manner. We are 
organized with the idea of standing by our friends, and by so 
doing, punishing our former friends who are now offending 
us. We must use our club of withdrawn patronage so posi- 
tively, and yet so courteously, that our old-time friends will 





L. H. Kurtz, Des Moines, Member Executive Committee. 


yearn for the re-establishment of former pleasant relations, 
without being able to say that they have been treated un- 
justly or have been abused, and without our having been 
discourteous or offensive, or having aroused the passionate 
retaliation of the parties we are punishing. Don’t boycott the 
man you don’t want to patronize. I even say, don’t quit buy- 
ing goods of him entirely. He may control specialties you 
need. His traveling salesman is your friend, and can give 
you valuable information on every question asked, but if it 
has been your custom to give this house an annual trade of 
$3,000, and you find their methods are a menace to our wel- 
fare, simply cut your purchases down to about $300, instead 
of $3,000. ' 
TRAVELING MAN IS RETAILERS’ FRIEND. 

Remember above all that their representative is still the 
same old friend. Treat him kindly. Look over his catalogue 
every time he comes. Get all the pointers you can, but see 
to it that instead of a liberal bill, you confine yourself to a 
few of his specialties, and that your purchases are but very 
meager. Let the salesman know that you regard him as 
kindly as ever. Don’t transform the business transgression 
into a personal animosity, either against the salesman or the 
proprietor. Remember the old adage, “One man can lead the 
horse to water, but ten men can’t make him drink.” The 
above plan, instead of clubbing the horse to make him drink, 
simply opens the bunghole, lets the water all out, and treats 
him nicely, until he gets good and thirsty and whinnies for 
his water. The jobbers’ Association has set us the proper 
example of diplomacy. 
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JOBBERS MAKE NO THREATS. H. C. Chapin of Union asked Mr. McIntire if he kept a 
Mr. Sunpplee, when president, and Mr. Fernly, just lately list of customers who patronized catalogue houses, and it 
have told me that in all their dealing with offending manu- 



























































he sold them when they came to his store and asked for credit 


facturers and members, they have never yet even made a W. A. McIntire of Ottumwa said: “Certainly I do. 
threat. Remember that all parties concerned understand that H. C. Chapen of Union: “Well, I do not. 
the underlying idea of our organization is self-protection. Geo. Staehle of Earlville said: “I have been in the hard 


[he boycott need never be mentioned. It is always taken for ware trade for fifty years. I love the business. I came here 
granted. to consult with you as to the methods in which we can better 
JOBBERS APPRECIATE RETAILERS’ DIFFICULTIES. our conditions. When I look over the country as it 1s or- 

Another fact I want to emphasize is that the National ganized with its great combinations I dread for the opportu- 
Jobbers’ Association, as such, have a keen appreciation of the _ nities for the future of our younger generation. Let us eman- 
evils that threaten us, and stand ready to-day to throw the 
whole power of their organization to assist any reasonable 
plan we may propose to correct the evils that confront us. 
Either from within their ranks or without. Remember, there 
are six prominent jobbers in the United States, whose trans- 
gressions must not be charged up against the National Asso- 
ciation or its members. The four most prominent are the 
Simmons Hardware Company, St. Louis; Hibbard, Spencer, 
Bartlett & Co., Chicago; Wells & Nellegar Company, Chicago, 
and the Fletcher Hardware Company, Detroit. There are 
two others whom I fail to recall at this moment. 

The one hundred and fifty members of this Association 
stand ready to correct the real abuses they are guilty of when 
we show them they are in the wrong. We must not only pre- 
pare ourselves to do this, but must give them reasonable time 
to correct the abuses after they are recognized. 

AN IMPORTANT PHASE OF INTERSTATE WORK. 

The most important phase of our Association work, as 
above, is to perfect our interstate Association, and equip it 
with necessary funds. One of our jobbers has, I think, given us 
a happy suggestion toward accomplishing the latter result. 
Namely, inaugurate an honorary membership, in addition to 
regular membership. Let any dealer, paying from $10 to $25 per 
year in addition to regular dues, be an honorary member. 
All honorary dues to go to the interstate work. I will head 
this list with $25. I want Iowa to set an example of gener- 
osity and clear-sighted wisdom to the other state associations, 
by authorizing your executive committee to turn over, in ad- 
dition to the required $1.00 per member, as near $2.00 per 
member as possible for interstate work. Those of us who 
have been in touch with the interstate work see the possibili- 
ties and the imperative, necessity of this action. The cnly 
reason you have not each one already received two important 
bulletins from the interstate office was the lack of money 

De to do it with. In every address I have had the honor to make 
to you since our organization I have urged the importance 
of the National organization, and I stand before you to-day, 
after having seen our hopes partially realized, urging you 





Jacob Seither, Keokuk, Member Executive Committee. 


cipate ourselves and utter our sentiments whenever you can. 
When a house says: ‘Unless you handle our goods we will 
send some one to your town who can.’ Such was an ulti- 
matum sent to your humble servant by the Federal Steel Com- 






1- ; he 
more earnestly than before to carry this organization to per- : 
n OK a ; sate ai pany. We cannot reach these oppressors by crawling on the 
fection. If this is done, I will promise you great help and ‘ van é' , 
te a aay “ floor and saying, ‘You have the millions and can dictate what 
improvement in our conditions. > ’ 
1€ you please.’ I was glad to notice Mr. Babcock’s recent bill 
y- COUNTY ORGANIZATION. in congress. He says the gigantic corporations are swallowing 
yu Another most important phase of our work is county and up the people and the retailers. We, as hardware men, have 
ye town organization. This I hope to see very thoroughly carried reared an octopus that is now sapping our foundations. The 
it out in the coming year. Further facts will be given you in octopus is dictator and says, ‘you can be our servants if you 
of our executive sessions. choose at a nominal compensation.’ It is a good thing for us 
|- The reading of President Cole’s address was followed to go on record, and consequently I present the following 
id by applause. resolution :” 
President Cole then read a list of 240 articles, giving com- “Whereas, Representative Babcock of Wisconsin has in- 
parative jobbing and catalogue house prices. troduced a bill in Congress to repeal the tariff on wire goods, 
he President Cole next read a communication from the Kelly nails, etc., and put the same on the free list, and believing that 
1e Ax Co., Alexandria, Ind., in which that firm absolutely pledged the people of Iowa would derive a great benefit from such 
ee themselves not to sell to catalogue houses in the future. He legislation, 
a attributed this directly to the work of the Interstate Retail “Resolved, In this hardware dealers’ convention of Iowa, 
rv Hardware Dealers’ Association. assembled at Dubuque, that we heartily indorse the action 
as President Cole said: “We can come out on top if we of Representative Babcock, and urgently request our repre- 
on pursue a liberal and open handed policy in our fight against sentatives in Congress from Iowa to support the bill and help 
he catalogue houses and do not pursué a penny wise, pound fool- to secure its passage in Congress. 
he ish policy.” “We should be able to defy this octopus,” said Geo. 
he W. A. McIntire of Ottumwa said: ee | don’t believe Staehle of Earlville. “_ move the adoption of this resolution.” 
ik, you can keep the department stores from getting goods.” The President Cole: “As I understand it, this is a bill to 
its speaker then outlined a scheme by which the hardware deal- take protection away from the American Steel and Wire Com- 
or ers in that city had co-operated to eliminate the stove sales of | pany and the Federal Steel Company. 
er 1 local department store. If you trade dollars, as it were, Geo. Staehle of Earlville: ‘We should all get our con- 






gressmen to support this bill.” 





do it rather than let the sale go to the catalogue houses.” 
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President Cole: ‘I am in favor of this bill, but we should 
economize our time, and not get mixed up in a political dis- 
cussion. We don't want to take up unnecessary time.” 


W. A. McIntire of Ottumwa: “I am heartily in favor of 
removing protection from trust products.” 
A member: “In trust products I think our executive 


officers should be able to waive protection. Let the leaders of 
the nation see the handwriting on the wall, menc, mene, tekel, 
upharsin.” 

The resolution was unanimously endorsed. 

A further motion was made and carried that a copy of 
these resolutions be sent to the lowa congressmen and sena- 
tors, Congressman Babcock and President McKinley. 

Mr. Mauer of Council Bluffs: “In certain lines we were 
unable to compete with the Omaha department stores, and 
were forced to quit the line.” 

Geo. Staehle of Earlville: “I believe I handled the first 
square stove made in the United States. Some years ago | 
saw a man drive by with a load of steel ranges. The man 
was a steel range peddler. The man came in and wanted a 
bolt for his wagon. ‘What price do you get,’ I asked. ‘Sixty- 
six dollars.’ I can sell for less than that. ‘Well, I pound on 
them two hours and not break them.” What good does that 
do. ‘It humbugs the people and there is a sucker born every 
minute.’ I acknowledged the corn, for I had nothing else 
to do.” 

Mr. Staehle then described his method of selling high- 
grade stoves and steel ranges in competition with the catalogue 
houses. He advocated putting a lighting match under the 
oven and showing his prospective customers how quickly it 
heated. Personal work like this is needed to overcome cata- 
logue house competition. Dealers should crush the catalogue 
men, the vipers. We should strike with a club and disarm the 
aggressors. The retailer does not rob the consumer, but is 
in trade to benefit mankind. 

C. A. Petrehn of New Albin said: “We can learn from 
catalogue houses. My arguments against catalogue houses 
are that the consumer pays freight and has to pay for goods a 
week before they get them, and has no opportunity to look 
at the goods before buying.” 

The meeting adjourned at 5:45 P. M. 

WEDNESDAY EVENING SESSION. 

President Cole called the session to order at 8:20 P. M., 
and referred to the royal reception accorded the delegates 
by the Dubuque dealers. 

Mr. Messer was called on and spoke as follows on the 


catalogue house question: 


CATALOGUE HOUSE COPIPETITION. 





E. P. MESSER OF SHELDON. 
CATALOGUE HOUSES ARE BLOODSUCKERS. 

The subject of catalogue houses, I am satisfied, is not 
new to any of you. It is too deep for my limited abilities 
to fully handle and too long for the limited time at my dis- 
posal, but I may hope to start the ball in the right direction 
and trust it may be more fully handled by others, for it is a 
subject in which every man who lives by retail traffic is in- 
terested, for it truly saps the life of nearly all the trade in 
this country, and I presume also in foreign lands. It is the 
bloodsucker that draws the best cash trade from all our com- 
munities, and, like the vampire of old, it gives nothing in re- 
turn. No place is so obscure, no hamlet too remote, to escape 
their influence, and we may say they are an unmixed evil, as 
those who buy from them could many times save instead of 
lose money by buying at home if done on the same terms; 
hence, if we could contract their business we would injure no 
one save the proprietors, one of whom already boasts of hav- 
ing the highest business building in the world, built simply 
by the credulity of our neighbors, their patrons, under the false 
idea that we are trying to rob them; hence, the catalogue 
house, because it opposes us, is supposed to be the consumer’s 
friend. 

SHOULD DECREASE DEMAND. 

I think about the only method that has been undertaken to 
stop them has been in trying to scare the manufacturer by 
threats of boycotting him if he sold these people goods; but 





° 
while we may have caused them a little inconvenience in 

few instances, yet their mammoth warehouses are still filled 
full of goods of every description, and a constantly accelerated 
stream is still pouring in at one door and with a large profit 
added as constantly passing out of the other. Now, as wi 
cannot stop the supply, what can we do? There is but one way 
Begin at the other end and try to stop or lessen the demand 


But, you will say, how can we do this? 
SHOULD GET NEARER OUR CUSTOMERS. 


First—By getting nearer to our customers, or more 
touch with them, and show them by ptecept and example that 
their interest and ours are identical Ask them how the) 
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Cc. M. Doxsee, Algona, Member Grievance Commit _ee. 


would like to send away for a few pounds of nails, or a few 
bolts, or how they would like to stop with all thei 
windows broken out until the catalogue house covld 
furnish the glass; lead them to realize that they are 
dependent upon us as_ well we are upon them, 
and that they have at least no normal right to ask us t 
sell them a part of their needs at an expense of, at best, wasted 
and often money lost, and then deprive us of the means ot 
living by sending away for the line on which we do make a 
profit, when in a great majority of cases they save nothing 
but give to the catalogue house what of right belongs to us. | 
may say that we keep M. W. & Co. catalogue constantly on 
our counters with good results. } 


A HEART TO HEART TALK. 


A short time ago the wife of a traveling man said sh« 
could send away and get a washer. I replied, “Mrs. M., you 
could save nothing by doing so, and, besides, you have no 
right to do so.” In astonishment, she asked if sh« 
had not a right to do as she pleased with her money. |! 


replied, yes and no; that I paid a large tax, two-thirds of 


which went to help educate her children, and also subscribed 
a large amount to help build her church and others, and that 
while she accepted my help in these directions, she had n 
right to deprive me of the legitimate way of paying it, an 
this would apply to almost all of the phases of this questien 
Yet I admit that, personally, we cannot hope to accomplis! 
all we would desire by this. 
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THE DEALER AND THE LOCAL PRESS. 

Another class of men, all of whom we have built up and 
many of whom we have made rich, who I believe could ac- 
complish wonders, and if all of them would take it up and 
handle it right, I believe the catalogue house trade could be 
reduced one-half in Iowa in one year. You doubtless judge 
by this time that I mean the newspaper men. If each local 
paper would take up the subject quietly and show (without 
alarming the consumer) the true relation or interdependence 
of all branches of each community to make them realize the 
privileges and duties of each to the other, and that the dealer 
helps to build up as much, or more, than the consumer; also 
that we all use our gain, if we have any, in the upbuilding 
of the town in schools, churches and state, while the catalogue 
houses leave them to their unaided resources. Let them 
teach them other sides of this vast question, which I need not 
take your time to enumerate, for I could never reach the end. 
But will they do it? No; unless we compel them to, as they are 
satished to draw the best blood of our business, coupled 
many times with more or less blood drawn also from the enemy 
and let us sink or swim, as we may. This question properly 
handled would be worth much more to us than all the direct 
advertising they could do. Hence I would suggest that we stop 
our patronage of the local paper for a short time, and when 
they ask us to renew, present this side of the subject to them 
and demand that they kindly and mildly handle it and thus 
show their interest in us before we renew our patronage, and 
as this affects all branches of trade, combine with your other 
business men in town, and the newspaper men will soon be ask- 
ing to be our servants instead of masters. Our leading papers 
inserted an ad. for the Home Comfort Range peddlers, but 
after I had read the riot act to him for about an hour in a 
friendly way, of course, I had him thoroughly convinced of 
his error, which I do not think he is liable to repeat. Thus, 
I believe, we have a remedy in our hands which, if it does not 
entirely eradicate the disease, will largely reduce the inflam- 
mation. Will we use it, is the question for each to decide 
for himself, and thanking you for your attention, will leave it 
with you. 

President Cole asked: 

1. How many of your local papers are carrying Sears- 
Roebuck or Montgomery Ward & Co.’s advertisements? 

Secretary Brelsford of Villisca said: “We went to our 
local papers and asked them to leave out catalogue house ad- 
vertisements. They refused. Then I went to all the dealers 
in all lines in two blocks and asked them to sign a petition 
not to advertise in the papers until the objectionable adver- 
tising was taken out. I did not go all over town, but only 
visited two blocks, and secured the signatures of every dealer. 
Then I took it to the publishers. This brought the publishers 
to a sharp halt. ” 

2. Does a standing advertisement pay? 

A member: “I ran an advertisement right along without 
change and it did not pay. Then I changed it every week and 
it paid.” 

3. What percentage of our gross income should we de- 
vote to advertising? 

4. How can we reach the farmers? 

S. R. Miles of Mason City: “I went into an advertising 
scheme with three other merchants in other lines. We divided 
the country into four blocks of four counties each and made a 
house to house canvas of the county. We would get the 
farmer's address and the four of us would have a complete 
mailing list of the country. We are each going to do this for 
three more years until each of us has thoroughly canvassed the 
county. We have found that the scheme paid. I have seen 
men in my store this year I never saw before. You should go 
yourself and not send a hand.” 

President Cole: “What extra profit has this canvas done 
you? 

S. R. Miles of Mason City: “We hired a heavy team for 
$2 a day. We could cover a township in two days. We were 
not asked to pay for meals and lodging. The cost was a 
mere trifle; $4 a township, or $16 for the four townships. I 
made a number of very good sales as a direct result of this 


canvas,” 
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A member: “I don’t believe a standing advertisement 
pays, but I believe local advertising does pay. I find we can 
get nearer the trade by reaching the people on their farms 
The farmers appreciate it if a dealer visits them.” 

W. A. McIntire of Ottumwa said: “My partner adopted a 
very successful system. He writes a good circular and runs 
off 1,000 of these on a mimeograph. Then he inserts the name, 
and two-thirds of the farmers take it as a personal letter.” 

C. W. Brelsford of Villisca said: “Once my clerk by mis 
take forget to insert the circulars and sent out 500 blank en 





Mrs. Henrietta E. Kupper, Burlington, Fx-State Urganizer 


velopes. They all came in to learn what had been in the 
envelopes.” 

Mr. Nelson says: “I use a half-column. I see the adver- 
tisement is displayed right. We get out tin cups with our ad- 
vertisements on them. Many manufacturers mail advertising 
matter direct to names that we furnish them.” 

Mr. Chapin of Union: “I sent out a catalogue one year 
and got good results from it, but it cost a good deal. My cat- 
alogue was about 9x12. I filled it full of cuts, but did not 
quote prices in it. Sometimes I used the factory description 
of articles, sometimes my own.” 

6. Has any one present had any experience with trading 
stamps? 

A member: “I think trading stamps are good, It is 
expensive, but many customers come to my store just to get 
the stamps.” 

President Cole: “In my opinion, trading stamps were a 
good thing as long as we were the only hardware dealers using 
them. They charge you all the way from 2 to § per cent of 
your gross sales. I went around to the hardware stores and 
talked to my brother hardware dealers and we all agreed to 
drop it.” 

A member: “A house in our town gets out a lot of 
folders. On the outside is a fac simile nickel. These are scat- 
tered. Every person bringing one in gets a rebate on pur 
chases.” 

7. How to make your tinship profitable? 

Under this head would come the question of loaning tools. 
J. Ris of Dubuque said: “Years ago we tried various 
cards. Then we got up a card with the 


schemes of time 
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hours and quarter hours checked off. Then we checked off 
all material, time, etc. Every night these are turned in and 
are charged off every night, so we know what every piece of 
work costs every night.” 

“If a tinner wants a new tool, he asks for it and it is 
charged up to the shop. We do not let the turner help himself 
to tools.” 

Mr. Cole: ‘Does it pay to hire a turner by the day and 
keep him the year around, Mr. Ris?” 

Mr. Ris: “It does for us. We make our own oil cans air 
tight, gasoline ovens, etc., when we have no jobs in hand, 
We keep four men working in our tinshop steadily. We can 
make wash boilers as cheap as we can buy them, but we can 
get better prices for them.” 

A member: “How many No. 8 boilers can a good man 
make in a day, Mr. Ris?” 

Mr. Ris: ‘Twelve boilers is a good day’s work, covers 
included, but not in a nine-hour day. We figure an hour a 
boiler as good work.” 

A member: “What do you pay tinners?” 

Mr. Ris: ‘“‘We pay 25 cents an hour.” 

A member: “I know a man in Illinois who figured that 
he ought to make 20 cents on each tinner’s labor for a day. 
Tinshop work as it is now conducted is now largely repair 
work.” 

A member: “I would like to know how you can keep 
an account of repair work so as to figure exactly how much 
you make out of your tinshop in a month.” 

A member: “I have a system of time cards which lets 
me know exactly how much work is done in my tinshop in a 
given time. I have a book in which I put down every job 
that goes into the tinshop. 1 make my tinner show up his 
‘complete time every Saturday night before he gets his pay.” 
A member: ‘‘Considering the cheap tinners that are on 
ithe market now. What do you charge for repairing a milk 
strainer. You can buy one for 10 cents?” 

A member: “I charge him to cents. If we sell an article 
that don’t hold we repair it free.” 

Mr. Cole: “We duplicate all orders on a carbon. By 
a system of duplicate change slips and delivery slips we 
double check so any article going out of the store is pretty 
sure to be charged. The delivery slips are for our own 
checking. A customer gets a duplicate cash or change slip. 
Our duplicate delivery slips are made to order.” 

S. R. Miles of Mason City: “We use triplicate slips, 
one of which goes to our customer. These ask customers who 
don’t find charges correct to report them at once. We in- 
sisted that tinners should not go out of shop without one of 
these slips properly filled out. We use these for shop work, 
blacking stoves, etc. I make the foreman in my shop re- 
sponsible for this work. It is his business to see it is done 
and report it back to the office.” 

8. How shall we keep track of enquiries from prospec- 
tive inquirers? , 

H. C. Chapin of Union: “I always carry a little memoran- 
dum book and my clerks and myself enquire of every farmer 
who comes in what he wants in the way of machinery, etc. 
Every night we go over the book and see how many and what 
enquiries we have.” 

Mr. Cole: “Catalogue houses, jobbers, etc., keep track 
of enquiries by having sliding cards in a drawer. There is a 
sliding back, so you can put on as many memoranda as you 
please. Suppose Smith comes in in August and says he wants 
a heater in October. You put his name on acard. You write 
him September 1. Then you write him October 1, and don’t 
let the card get away from you until you finish the matter up. 
This jobbers’ scheme is practical for every retailer. When 
the delivery slips come in an office man can turn to this file 
and‘keep it up with the balance of his books.” 

9: How should we order stove repairs and keep from ac- 
cumulating them? 

S. R. Miles of Mason City: “We keep a stove re- 
pair book for stove repair orders only. When John Jones 
comes in we put his name down and the stove repairs he wants. 
We get these orders off two or three times a week. Suppose 
we have six orders on hand, we send these to stove repair 





house, giving each name of customer, then description of eac 
repair on it. Then we write, ‘Kindly attach tags.’ The tag 
that belongs on each order goes with order, and the stove rx 
pair house puts them on the orders in filling same. We hav: 
not had a single mistake in two years. Repairs come in i 
a bundle. Any one can look after a dealer's repairs. My stov: 
repair house says it acts on them as a double check. We ar 
very particular in taking down orders in the first place. Ws: 
tell customer if repairs are awry. Yon don’t want them, ws 
don’t want them, so he should be particular to get them right 





8. R. Wiles, Mason City, Member Grievance Committee. 


If a man don’t call for repairs we run over list of repairs and 
send them a postal.” 

A member: “We save all our old stove catalogues for 
use in ordering stove repairs.” 

10. How do you clean out hard stock after you invoice? 

A member: “I sell old stock for what I can get.” 

President Cole: ‘By systematic effort I have cleaned out 
a great deal of old stock. When I bought my stock I found 
it was stocked up with dog collars, which it took me five years 
to clean out.” 

A member: “In our town in some cases some dealers 
sometimes give a 4 cent rebate check, redeemable in merchan 
dise, for cash sales only.” 

11. Is it better to figure profit on builders’ hardware by 
adding profit in a lump or in each individual item? 

A member: “I don’t see as it makes much difference 
which way you figure it.” 

H. C. Chapen of Union: “I figure on the bill in a lump 
without telling the customer what he pays for—nails or any 
other special item.” 

The meeting adjourned at 10:25 Pp. M., to meet at 9 A. M 
Thursday. 

THURSDAY MORNING SESSION. 

The meeting was called to order at 9:45 by President 
H. A. Cole. In opening the meeting the president invited 
manufacturers and jobbers present to criticise the associatiot 
and its work, as all were anxious to learn. Jobbers wer: 
invited to propound questions as to whether retailers mad: 
unjustifiable kicks; if they treated their best friends—th 
traveling men—right. All traveling men were requested t 
stand up. 
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The president then introduced Mr. H. E. Tredway, who 
ead the following paper: 


THE MUTUAL RELATION OF THE RETAILER 
AND JOBBER. 


H. E. TREDWAY. 


JOBBER WOULD LOOK LIKE 30 CENTS. 

I am not certain but that my version of your committee's 
idea is given better expression by making my subject read 
“The Mutual Dependence of the Retailer and the Jobber.” It 
is certainly easy to see that the jobber would soon look like 
“Thirty Cents” if the retailer withdrew his support, and I 
want to try and prove that the retailer would look likewise, in 
time. I might concede him quite an extension in the time, but 
expire he must, if not drawing strength from the jobber’s ex- 
tended stock, and thoroughly developed system of buying and 
selling h!m. 

THE JOBBER’S STRONG POINT. 

Of course, I am going to talk on this subject as if it was 
applicable only to our mutual business, the hardware trade, 
and my arguments will be based on conditions in that trade 
which I know obtain; but they are applicable, I believe, to 
most other lines as well. Some possibly less pronouncedly, 
but in many of them even more forcibly, because some one 
of the jobber’s strong points exerts a greater influence in 
that particular line of business. That is, in these other lines, 
instant delivery may be of greatest importance; that is, one 
of the ideal jobber’s strong points. Maybe in another line, 
greatest variety may be paramount, that is, the jobber’s strong 
point. In some lines, which take first or double first-class 
freight classifications, a short haul by local freight is abso- 
lutely necessary to lowest delivered cost, and the jobber is so 
situated that he offers his customer a short haul. In perish- 
able articles, proximity is the surest prevention of loss en- 
route, and the nearby jobber offers this. In heavy, so-called, 
commodities, carload freight rates into the jobbing point and 
local freight out give the jobber so much of an advantage 
in his immediate local territory, that not even the competitor 
in the next state or county can compete with him, let alone 
any remote mill or manufacturer; that is the jobber’s strong 
point. 

ALL AFTER THE MONEY. 

These are a few of the advantages which the existence 
of the jobber affords to the retail dealer, but as my paper 
is not a plea for the jobber, but a study of the benefits ac- 
cruing to each of these factors through the existence of the 
other, let us then consider the reasons for the existence of 
these two factors, 

First, of course, the great and only reason why we all 
exist and work as business men is for the money there is in 
it. We are not after glory, but need the hard cash. 

LOCAL BASES OF SUPPLY A NECESSITY. 

Second, the retailer exists because every community de- 
mands a base of supply in its midst, and for that convenience 
are willing to pay a living profit on their purchases (if they 
cannot buy better outside). So, if you simmer it all down, 
there is just this one reason for the retailer’s existence, but 
that one reason is all powerful—convenience. 

JOBBER’S RAISON D’ETRE. 


On the contrary, the jobber has three causes for his ex- 
istence, none of them so great as the one for the retailer, but 
each of much moment in commercial economy. 

First, the retailer seems willing to allow the jobber a liv- 
ing for the convenience of buying many of his goods at one 
time and in one place. 

Second, the average manufacturer is willing to concede 
the jobber a lower price for quantity purchases. 

Third, the railroads are willing to make the jobber lower 
rates on large quantities of freight in one shipment, than 
they can, or do, make on small quantities in many shipments. 

BUT ONE VITAL POINT. 

Primarily, as I before stated, in any business, either that 
of a retailer or a jobber, there is but one vital point, net 
profit. If that is obtainable all else is secondary; but to the 
really successful business man there is the farther considera- 
tion of increasing that net profit to a point where it affords 
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interest on the capital he invests, and 


Therefc re, the 


than the mere 
wages for the labor he puts in. 
dealer, and jobber as well, searches for the best methods of 
handling his business affairs, that the most favorable results 
may be recorded at the end of the year’s business. 

Now this question of the mutual relation of retailer and 
jobber is influenced vitally by the consideration above stated, 
because unless it is to the actual cheapening of the retailer's 
expense of doing business to have the jobber to assist him, 


more 
wideawake 


there can be no plausible excuse for the existence of the 
jobber and he becomes a useless encumberer of the eart 
JOBBERS LESSEN COST 
But I believe there are many ways of showing the fact 
that in practically all lines of merchandise, and particularly 
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hardware, the cost to the retailer, and consequently to the 
consumer, of any article is lessened through the offices of the 
jobber. 

As a general proposition in the distribution of manufac- 
tured articles, there are five methods or routes, each of 
which is more or less employed. 

The first method is the primitive way, from manufacturer 
to consumer, without the interposition of any intermediate 
agent. In most commodities, the least economical because 
no manufactuter who produces on a large scale can find cus- 
tomers enough near him to buy his product. 

The second method is from manufacturer, through some 
transportation company to the consumer, and is possible only 
in a few lines, and in those probably not economical, because 
of the limited quantities a single consumer can buy and the 
relatively high toll of the transportation company. 

The third method involves the maker, a transportation 
company, a retailer and a consumer, and as it is a method 
which I dwell on later in my paper, I will only express my 
belief that this method is economical only where the manu- 
facturer’s line is large enough and weighty enough to make 
economical shipments, and where the line, too, is profitable 
enough to stand the extraordinary expense of specialty sales- 
men, for on strictly competitive staple goods it is a well 
proven fact that the ordinary retail dealer cannot, under nor- 
mal market conditions, buy and ship sufficiently large quan- 
tities to satisfy both the manufacturer as to price and the 
transportation company as to the rate of freight. 
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The fourth method is the one which both the retailer 
and the jobber have to fear, and to fight, and one which, ow- 
ing to the extraordinary developments of the postal service 
and rapid transportation has become a factor not only to 
be considered, but to be contested. 

This route is from manufacturer, through a common 
carrier to a common enemy, the catalogue house, and from 
them thtough another common carrier to the consumer. 

The manufacturers here find a customer who can buy 
ample quantities to make selling him economical. 

The first transportation company has all the weight neces- 
sary to lowest rates. 

THE ACHILLES HEEL OF THE SUPPLY MEN. 

The catalogue house has no expense for traveling men. 
There are only a few points at which this system is weak 
or vulnerable: 

First—The merchandise can not be in the consumer's 
hands at once. 

Second—The enormous percentage which the transporta- 
tion costs between the catalogue house and the consumer will 
ordinary bear to the value of the material purchased. 

Third—The tremendous advertising and catalogue ex- 
pense. 

Fourth—House expenses of handling must be three to five 
times as great as a straight out jobber encounters. 

Fifth—The undue percentage which postage and remit- 
tance charges bear to the amount of the purchase. 

OPPONENTS OF CATALOGUE HOUSES. 

Against the catalogue house should be arrayed, first, the 
established and reputable manufacturer, because if he sells 
them, no matter at what price, the regular retail figure must 
be cut, and not only cut, but published broadcast affd the 
market for that manufacturer's goods is injured by the re- 
action. 

Second—The retailer is against him because his business 
is undermined and injured. 

Third—The jobber is against him because if the retailer 
could possibly be superseded by the establishment of cata- 
logue houses in all the larger cities and towns, and all con- 
sumers: be thus satisfactorily and speedily supplred from such 
stores, we jobbers (hardware jobbers, anyhow) could just 
as well quit and find some other vocation now as any other 
time, 

FIFTH METHOD IS THE BEST. 

But in my humble opinion the public cannot be as 
economically and speedily served through this fourth method 
of distribution, any more than they can through the preceding 
three, and it takes the fifth method to really accomplish to the 
fullest extent the combining in one method the vital points 
of economy and convenience. 

The fifth method of distribution involves more people 
in the work, but as in a modern factory, each one does what 
he has learned the “knack” of doing, and he does it better 
and more economically on the old principle of “practice makes 
perfect.” 

The exclusive manufacturer makes the greatest quantity 
of an article in which, by specialization, he has learned the 
secret of lowest cost. 

The railroads carry it in quantities limited only by the 
capacity of their cars and at the lowest prevailing rate of 
freight to the jobber, who stands ready at any moment to de- 
liver to the second transportation company such quantities 
of many such articles as the retailer may instruct, and for- 
ward them for the comparatively short local distance which 
intervenes. The retailer has the goods subject to the wants 
of the consumer. 

THE RETAILER'S ECONOMIC FUNCTION. 

There never has been, I believe, until recently, any ques- 
tion of the need of the public for the ordinary retailer, be- 
cause everybody conceded that the wants of the people were 
best served by him. There has arisen, however, this new 
factor in the distribution of merchandise, the result of the 
printer's art, and of quickened mail and transportation facili- 
ties, which, though it can scarcely be said to threaten the 
retailer proper, it has grown to the proportions of a univer- 
sally recognized competitor, and brings into consideration an 
entirely new element as to the most economical method of 









the distribution of goods from the manufacturer to the con 
sumer.. And, with the advent of the catalogue house, some 
question may have arisen as to the necessity for the old-line 
retail dealer. 

THE DEVELOPMENT OF THE JOBBER, 

Against the jobber’s right to exist, however, there has 
otten been voiced insinuations, both by the manufacturer and 
the retailer, and to consider broadly the mutual relation, nay 
vital dependence of these two great factors of trade, the re 
tailer and the jobber, upon each other, it seems best to trace 
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the development of the jobber, and possibly thereby to prove 
his usefulness. 
DIVERSIFIED STOCKS. 

The first dealers in any new community are the general 
stores, whose stock must, of course, be so widely assorted 
as to cover not only the food requirements of the new settle 
ment, but must furnish apparel to protect the bodies and ma 
terial to erect the homes. Such dealers must draw their 
merchandise from a number of jobbers, and to them the jobber 
is an absolutely vital factor for existence; without him their 
stock could never cover the diversified, yet limited, wants ot 
a sparsely settled community. 

Think of what an impossible task it would be to attempt 
to buy even the hardware for such a store from the manu 
facturers direct, and how unprofitable such an attempt, too 
would be. 

COM MERCIAL SPECIALIZATION. 

As a community grows and it’s wants become greate! 
and more diversified, it outreaches the capacity of the gen 
eral store man, because he cannot meet all the wants, nor 
keep his stock up to their expectations, and retailers of special 
lines start in and offer better assortments of such goods 
Why does this happen? Because Mr. General Store Man, 11 
himself, or in his clerks, has not and cannot have the capac 
ity to so completely cover all the lines wanted by his com 
munity as to preclude the necessity for other stores carrying 
more complete independent lines, and what draws the com 
petitor in generally, is the knowledge that a well-stocked 
single-line store will draw practically all the trade on that 
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ine away from a dealer who can give it at best only a part 
§ his attention. 
PROFITS WOULD BE EATEN UP. 

Now, from whom does the special line dealer draw his 
upplies? Let us suppose he is a hardware man. Can he 
economically go to the manufacturers and buy the more com- 
plete assortment of hardware, which he must have in order 
to offer his little community any advantage over what they 
ave already enjoyed? Suppose he should, he could obtain 
from one manufacturer, say ten items of the thousand or two 
he needs, and he would have to see many more manufactur- 
ers before he could possibly complete his line, and with. long 
distance freight charges to pay at local rates, the economy of 
his purchases, regardless almost of the pricés “he might ob- 
tain, would be more than doubtful, and the inconvenience and 
delay of it so great that apparent profits’‘would wane be- 
fore his stock was in hand. 

1,000 SHIPMENTS IN A YEAR. 

We are supposing this dealer to be a hardware man, and 
we are all more interested in hardware than anything cise, 
and so the other day, when I was thinking this talk over, and 
just to clinch my conclusien that an. ordinary rétail hardware 
stock could not within any reasonably comparative cost be 
bought exclusively, or even in the main from the manufac- 
turer direct, I ran casually over the index of our catalogue, 
and found that buying from the same manufacturers we buy 
of and bunching his purchases with those who make the larg- 
est lines, he would have to open accounts with about five 
hundred concerns. Thus he must have one thousand ship- 
ments made him in a year, giving only two opportunities a 
year to replenish his assortment of each line. 

A PROHIBITIVE PERCENTAGE. 

Now, in an ordinary retail hardware business of, say, 
$8,000 (of course, you all do twice that, but I am-speaking 
of the common, ordinary hardware dealer), split up into one 
thousand shipments, vou have a cost value of about six dol- 
lars a shipment, and if he buys from the same shipping points 
we do, his average freight charges on such shipments would 
be prohibitive percentage of the cost value. 

SHOULD ANY GOODS BE BOUGHT OF MANUFACTURERS ? 

A lack of economy, therefore, in the direct general pur- 
chasing of goods from the manufacturer by the retailer being 
shown, and a necessity therefore proven for the existence of 
the jobber, for the convenience and profit of the retail dealer, 
a second question is brought up: Should any goods be bought 
of manufacturers ? 

On a basis of simply, “Can they be so purchased to the 
retailer’s ultimate profit?” I. say, “No,” 
ward some strong arguments to prove it. 

REDUCES PROFITS IN LONG RUN. 

I admit, first, 


and can bring for- 


that sometimes you can and do buy certain 
articles a little cheaper by buying direct; I admit that you 
may occasionally in this way under-buy, and thereafter, unfor- 
tunately, undersell your competitor, but as this reduces his 
price and profit, and as the shoe is as likely to be on the 
other foot, it simply reduces the percentage of profit for 
both you and your neighbor in the long run. 
EXCLUSIVE GOODS. 

Generally, however, you pay just about as much for 
these articles as if bought from the jobber, but in your judg- 
ment (and we jobbers always concede the judgment of the 
retailers good) the goods are a little more desirable for your 
trade, either because they are intrinsically better articles, or 
because you have the exclusive sale of them, but on the whole 
you will generally admit that excess freight is 
paid, that the advantage even in apparent cost or value is not 
great, and the influential point to you is the exclusiveness of 
the goods—an excellent point, too, and one which no dealer 
or jobber can dispute. 

SALES SHOULD BE PRACTICALLY RESTRICTED TO JOBBERS 

But, let us look at this matter in another light. You 
have, let us say, practically hired these jobbers to obtain your 
supplies for you and to keep them on tap at points which will 
best serve you. You are paying them practically on a per- 
centage basis for their buying and the more buying they do 
‘or you collectively, the lower this percentage basis can be 
ind is made. You may not fully believe this, except when you 


when the 
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reflect that the jobber’s expenses are theoretically stationary, 
while his fluctuate. For the traveling ex- 
penses of a certain number of traveling salesmen will be 


sales instance, 
about so much each year; warehouse and office expenses are 
represented each year by a practically fixed amount, so that 
the variations come in largely on salaries to travelers, and on 
gross sales. Salaries to salesmen are, it is true, based on 
what they do, but this is practically the only item which in- 
creases proportionately with gross sales, and as an increase 
in gross sales is the only way the jobber can discover which 


will enable him to decrease the gross profit percentage which 
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he must charge you for the work he assumes, the fact be- 
that the best 
served by restricting his purchases practically to the jobber, 
if he concedes in the first place that he must support and stand 
by the jobber. 
MANUFACTURERS 
In connection with the question of buying certain goods 
from the manufacturer, there is another argument to be pre- 
sented. Concede that the jobber does his business on a per- 
centage basis, if you gave him this business to do, he would 
The jobber’s salesmen 
have many times more goods to sell than the manufacturers’ 


comes apparent retailer's interests would be 


MUST COVER COST OF SELLING. 


do that on a percentage basis also. 
salesmen have, so the percentage of the salesmen’s expense 
in case the jobber sells the goods is reduced to a minimum 
by division of the expense with sales of other lines, while in 
to the maximum be- 
cause of the limited will find 
that almost without exception a manufacturer who canvasses 
and sells the dealer direct must keep his selling price well 
above mill cost to cover cost of selling, while the jobber could, 


if permitted, sell the same goods at little, if any, increase 


the manufacturers’ case it is increased 


sale. As a consequence, you 


in his fixed expenses. True, it might increase his net profits 
for the time being, but as experience has amply proven that 
there is competition enough among the jobbers to promptly 
eliminate any undue net profit, that consideration is not 
weighty. 

EXPENSES OF MANUFACTURERS’ SALESMEN. 
show to the re- 


(the re- 


The foregoing argument simply goes to 
tailer, who admits the jobber a necessity, that he 
tailer) should realize that the more manufacturers’ salesmen 
he buys of, the greater the sum of the traveling expenses he is 
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loading upon himself and the retailers of the country; and if 
the manufacturer is given to understand that his goods offered 
through the regular channels of the jobbing trade would be 
more acceptable than if offered direct, it will not take long 
to cut off the expense of that manufacturer’s salesman; nor 
will it take long for that manufacturer to discover that where it 
costs 2% to 5 per cent to sell his goods to the jobbing trade, it 
had cost him 25 to 30 per cent to sell the retailer, and that as 
he has cast off one large item of expense in doing business, 
he can, when marketing through the jobber, materially re- 
duce his prices and still retain a manufacturer's margin. 
INTERESTS ARE MUTUAL. 

But to draw our final conclusions, the retail dealer who 
looks upon the jobber as his broker, who simply sees the 
necessary manufacturers, and by combining the business of 
many retailers is enabled to accomplish economics in many 
directions—the retailer who recognizes these facts easily sces 
the mutual relation of HIS interest to the jobber’s. 

Then the jobber who looks upon the prosperity of the 
retail dealer as his prosperity, and treats the enemy of the 
retailer as his enemy, is simply protecting the ground upon 
which he stands and without which he must fall. 

Geo. Staehle, of Earlville, moved a vote of thanks be 
extended to Mr. H. E. Tredway by a rising vote of thanks 
for his excellent address. It was carried. 

In the absence of the writer the president read a paper, 
“Retail Business vs. Banking,” by A. T. Nelson, Newton 
Junction. 


RETAIL BUSINESS VS. BANKING. 
By A. T. Nelson. 


A WIDE RANGE. 

In writing to you on this subject I do not wish to con- 
fine myself to any one particular line or branch of the busi- 
ness neither to any one class of trade or locality. My sub- 
ject allows me a wide range, therefore I will. attempt to 
talk to you in a general way from the standpoint of a busi- 
ness man and a brother in the retail hardware trade. 

ALL ARE BANKERS. 


Gentlemen, we are all bankers, or, in other words, 
dealers in merchandise which represents dollars. The dollar 
is the motive power behind all business schemes. We, as 
bankers in merchandise, have our losses, our competition and 
our dead stock, the latter of which will compare well with 
the bankers bad paper, and if not disposed of in time may 
become a total loss. Why do we have this dead stock? 
Firstly, I think because we sometimes overbuy, and again 
by changes of fashion, improved wares, etc. How much 
easier it is to sell the new article than the out-of-date and 
shelf-worn. Place the damaged, the out-of-style, the slow- 
seller for any cause in handy reach; push it out. If you can’t 
get cost, get less. 

DON’T ACCUMULATE BAD PAPER. 

Again, do you always take the position of a banker 
when making a credit sale? A loan of money—just so many 
dollars tied up in a stove—with your interest, cost of doing 
business and collecting, all tied up in your profit. An illus- 
tration: You pay twenty dollars for a stove; you want 25 
per cent gross profit, or $5. Say it costs you 15 per cent to 
do business, leaving you a net profit of 10 per cent. As 
a hardware banker, how long can you leave this account 
standing out? 

PERCENTAGE OF PROFIT. 

If doing a little business of ten thousand dollars a year 
and you want, say, one thousand dollars per year as your 
salary, you must have 10 per cent on your sales. There- 
fore you cannot afford to wait ten minutes on the sale I have 
described. Suppose you get 30 per cent gross profit, you then 
have § per cent upon which to carry your customer one year, 
but your twenty dollars would have earned you this 5 per 
per cent loaned, without polishing, lifting or carting, guaran- 
teeing, quarreling or repairing. Now, let us invest twenty 
dollars in two ways and suppose that we are going to turn 
our stock over three times during the year: First cash 
sale, $20 invested, $25 sale; second sale, $25 invested, $31.25 











sale; third sale, $31.25 invested, $39.00 sale; and at the end 
of the year your money in the bank, with an increase of 
$19.00—very nearly 100 per cent. Now the other invest 
ment: $20 invested, $25 sale on one year’s time; a state 
ment, a kick that the goods do not look as well as 
when sold, and only $5 gross earnings on the investment for 
one year. This is just ene of the secrets by which the cata 
logue house and cash store are able to make it hard for you 
to hold your job. 
LONG-TIME INDUCEMENTS ARE UNBUSINESSLIKE. 

Please bear this in mind, gentlemen, and you will bette: 

understand the remarks I am about to make. I do not clain 
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that this time trade can be successfully done away with in a 
day, but I do claim that the hardware banker and all other 
retail bankers in merchandise should use their influence to 
the fullest extent in reducing this unbusinesslike practice of 
buying trade with long-time inducements. 

TIME IS SPENT IN WHINING. 

Now I may touch a vital spot in the heart of some of our 
members, but pardon me, I do not reflect on any one. Just a 
gentle slap at you all. Montgomery Ward & Co.! Bugbear! 
White Elephant! I am not in harmony with lines upon which 
so many of the associations are operating. They are spend 
ing too much time whining about the woes and ills that hav: 
beset them from department stores, and not enough time 
upon the ways of successfully combating these interests. | 
am afraid to get rid of these houses entirely, lest we becom: 
a trust ourselves. ‘ 

RETAILERS DON’T OWN ANY TRADE. 


In the first place, who are Montgomery Ward & C 
Sears, Roebuck & Co.? Perfect gentlemen, business men an 
financiers, so far as I am able to learn, out in the world f 
trade. There is nothing dishonest about it, nor underhande:! 
in it. We don’t own any trade, and the worst drawback 
the business house that carries a large stock, employs hel; 
pays taxes and all this, is the little store-box merchant w! 
does his own draying in a wheelbarrow, lives about his stor 
slides down the banister at every click of the latch a 
knocks off a plum every now and then while you and yo' 
clerks are throwing stones at Montgomery Ward & Co. 
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THE UNSARTORIAL CUR. 


The cross-road merchant that gets the number of a stove 
you have sold and sells a neighbor one like it, using your 
sale to show up the goods, then asks one dollar over cost, 
the customer taking the stove from the station as shipped, 
without blackening. These are the fellows that bite. Noth- 
ing dishonest about it. How often the case when besieged 
with dogs, while you are battling with the mastiff, the little 
cur slips in and carries off a branch of your trousers! 

RETAILERS ADVERTISE SUPPLY HOUSES. 

It would be just as reasonable for Montgomery Ward 
& Co. to appeal to Congress to prohibit us local hardware 
dealers from nipping at their trade as for us to try to force 
them off of the market by law. At the same time we are 
paying for their advertising by sifting their names broad- 
cast among the country buyers, who will naturally think that 
we are being pinched and the department store is really a 
good place to buy, after all. Now the remedy: This is some- 
thing that no ome man can name for all localities, where 
conditions differ, competition differs and individual disposi- 
tions differ. . 

A TRADE PRAYER. 


But I would suggest that every retail hardware dealer 
make a banker of himself. Teach his friends and customers, 
as well as the customer of the department store, some lessons 
in finance. Teach them this prayer: “Oh, Mr. Hardware- 
man! I know that the secret of individual wealth lies in get- 
ting more than I spend; that my trade in your hands adds 
to your wealth; that with more wealth you are able to 
carry-a better stock for me to select from, that you can fur- 
nish better help to wait upon me, buy more of my beef, drive 
a good team of my raising, and sell me goods cheaper than 
if I send my money to build up granite buildings in far-off 
cities, where trusts and monopolies are reared.” 

HIS OWN WORST ENEMY. 

After he has this well learned, then take up the follow- 
ing for your own guidance: “Oh, Mr. Self! I begin to he- 
lieve that the hardware man is his own worst enemy; that 
the farmer is all right in saving all the money he can; that 
a wealthy community means a healthy trade; that to make 
a wealthy community all merchants must themselves buy their 
family supplies at home; that a wealthy town must attract 
more money than it sends out; that (all things being equal) 
I will buy in my own state; that which my state don’t make 
or supply, some other state in my Union does. And I will 
handle goods made in the U. S. A. in preference to any others 
on earth.” The principles I have set forth I believe will 
win. The details will have to be worked out by the parties 
interested. 

POINTS TO BE KEPT IN MIND. 

Bear in mind: You can’t do a healthy business in a 
town of paupers; that your personal interests are your first 
duty; that the joint interests of the town and community 
in which you do business form a part of your own and can 
best be served by unity of efforts and buying at home. 

Thanking you for the time you have given me, your 
hardware friend. 

S. R. Miles, of Mason City, then read a paper, “Side 
Lines,” by G. L. Miles, of Grinnell. 


SIDE LINES, 


BY G. L. MILES. 


ARE STRIVING FOR MONOPOLY. 
The twentieth century brings us face to face with new 
business conditions. There has been a revolution in business 
methods in the past decade. Mighty commercial institutions 
have grown up in our large cities in a comparatively short 
time, and are struggling with all the force of immense capital, 
modern up-to-date business methods and sharp, shrewd man- 
agement to monopolize the entire trade of the country. 
Many of the old and well-known manufacturers seem to 
’€ supplying them with ammunition in the shape of low prices 
to enable them to bag the whole game. The jobbers, whom we 
look upon as friends and allies, seem in some cases to view 
the battle with indifference. They do not seem to realize that 
our fight should be their fight, that the business we are los- 
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ing by reason of low prices to big retailers, is business lost 
to them. , 
AN EYE-OPENER FOR JOBBERS. 

If our jobbing friends could see the enormous quantity 
of freight that comes to our country depots consigned to 
individuals, and if they would invest fifteen cents apiece for 
three or four of the large catalogues published and sent broad- 
cast by as many large retail houses, and if they would study 
these volumes as the common retail merchant is forced to 
study them, the jobber’s eyes would be epened, and the retail 
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merchant would have the much needed co-operation of all the 
jobbers, in his fight for fair play and no favors. 
THE SECRET OF SUCCESS, 

The hardware dealer who expects to succeed by nineteenth 
century methods and management will be doomed to disap- 
pointment. The race is too swift for him. As the stage coach 
and tallow candle have been driven out of business by the 
lightning express and electric light, so will the old style shop- 
keeper be succeeded by the prompt, progressive, tireless mer- 
chant of to-day. 

The secret of success is growth. The modern hardware 
dealer must continually improve his methods, carry a greater 
variety of goods, buy in small quantities, if necessary, keep 
a “want book” and study that book, and study the wants of 
his trade. He should subscribe for and read the trade jour- 
nals. They deserve his patronage, and he needs the informa- 
tion they bring him. He should save and properly classify 
all the catalogues that come to him, and thus be thoroughly 
posted on what is going on in the hardware world. He should 
read at least one agricultural paper and the much quoted 
fifteen-cent catalogue and thus know what the other fellow 
is doing. 


HARDWARE AS PREMIUMS 


Anyone can set up a store and fill it with things that are 
called for, but hundreds of other merchants are doing the 
same thing; the question is, “what will sell over our counters 
at a profit?” After passing through a period of small profits 
on staple goods, we are now fully entered upon a period of 
no profit on a large line of tools, hardware and house furnish- 
ing goods, that the retailer has helped to make popular. 
















































































~~’. Ba 


as 
< 


ee — a. 


























































MAKING A PROFIT. 

For years the manufacturers of cheap baking powder gave 
a cheap granite dish as a premium with each package, and now 
the great tobacco and coffee trusts and soap-manufacturers are 
buying trade by a system of premiums in the shape of knives, 
razors, rifles, shotguns and other staple goods from the hard- 
ware dealer’s stock. It is now possible, by the aid of these 
premium schemes, for a retail grocer to get the very latest 
model of a Winchester or Merlin repeating shotgun for $ro, 
while the hardware dealer is compelled to pay seventy-five 
per cent more for the same thing. Scores of other goods are 
butchered the same way. 

GOODS THAT PAY NO PROFIT. 

We are unable to meet competition and make any profit 
on repeating shotguns, Henry Blank & Son’s handsaws, 
M ’s hammers, Blank’s axes, Blank’s meat cutters, B——’s 
carpet-sweepers, and many other goods which the manufactur- 
ers see fit to furnish certain favored houses at a good, fat 
profit below the price we are compelled to pay for these 
goods. I am resolved that so long as this condition exists, 
these goods shall find no place on my shelves. If the members 
of this and similar organizations will make the same resolve 
and stick to it, we will soon see the end of the struggle we 
have entered upon. 





A GLIMMER OF LIGHT. 

Already we can see a glimmer of light. Only a few days 
ago a traveling salesman, on being informed that I did not 
handle a certain brand of axes, remarked: “I find a great 
many dealers who do not. They will not handle these axes 
so long as Blankety Blank & Co. of Chicago sell them,” and 
now this manufacturer is sending out circulars announcing 
that hereafter his product will be marketed through the reg- 
ular hardware trade. But if we drop the sale of these old- 
time favorites, we must look for specialties and side lines to 
take their place and swell ovr sales. The money in the hard- 
ware business is in the specialties rather than the staples. 
No retail hardware dealer ever grew rich on his profit on 
nails and barbed wire. 

WILL ADD PRESTIGE. 

There is scarcely a limit to the goods that can be handled 
to advantage in a hardware store. -The sale of these goods 
will bring us new customers and add prestige to our business. 
Read the advertisements in the trade journals, the popular 
monthlies, the ladies’ journals, the agricultural papers, and 
the descriptions of goods in the fifteen-cent catalogue, and 
you find suggestions galore of goods suitable for side lines to 
the hardware trade. These advertisements are models in the 
line of publicity and are read by millions of people who are 
induced to buy the goods described. 

SHOULD FILL EVERY DEMAND. 

The hustling hardware dealer should be posted on these 
goods, and be able to supply the demand. He should inform 
his customers that he can supply them with anything and 
everything in his line, no matter where made, at the advertised 
price plus freight. He should make it a practice to order 
goods, no matter how small and trifling the amount, for his 
customers and not allow them to contract the mail-order dis- 
ease, which quickly becomes chronic and difficult to over- 
come, 


TELEPHONE AND ELECTRICAL GOODS. 


In some parts of the state rural telephones are quite the 
fashion and soon most farmers will have telephones and free- 
delivery mail boxes. The hardware dealer should post up 
on these subjects and not only be able to furnish all the 
supplies in the way of wire, batteries, ’phones, insulators, 
brackets, etc., but he should interest his farmer customers and 
The profits are small, but it requires no 
and it brings people 


promote new lines. 
extra capital, as the sales are for cash, 
into the store. 
Electrical door-bells and batteries are staple goods and 
are regularly called for, but there is a long list of other 
electrical appliances that might be profitably handled, such as 
burglar alarms, automatic fire alarms, annunciators, motors, 
fans, house and factory telephones, call-bells, electric light 
wiring, etc. 
It is an interesting subject, and the ingenidus dealer who 
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fits up an attractive sample board, connected with a battery, 
will find profitable returns from this side line. 


GAS MACHINES AND GASOLINE LAMPS. 

Where there are no gas or electric light plants there 
are opportunities for installing gasoline gas machines. With 
the modern Wellsbach burner, gasoline gas affords a cheap 
light that is entirely satisfactory, and gas stoves are surely 
more desirable than gasoline stoves. I believe there is no 
other system of store lighting that is so cheap and satisfac- 
tory. I am told of a small town where the local dealer has 
installed a large number of plants at a fair profit, not cnly 
in his own town, but has worked other larger towns where 
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the dealers were not so progressive. There are well-to-do 
farmers in most every community who would be glad to 
have such a lighting system if they were educated on the 
subject. There is nothing mysterious or complicated about 
the machines, and any dealer can easily post up on the sub- 
ject. Gasoline lamps are quite satisfactory and are as easily 
sold as gasoline stuves. Acetylene gas machines are also 
quite extensively sold and seem to be quite popular in some 
places. 


INCUBATORS AND POULTRY SUPPLIES. 


Farmers and the residents of the smaller towns are being 
educated on the subject of incubators and brooders. The 
hardware dealer should make an effort to supply the demand 
for these goods by displaying a few samples and creating an 
interest in them.- He will find it profitable to carry a small 
stock of oyster shells, grit, bone meal, beef meal, clover meal, 
dried blood, insect killers, leg bands and such other goods as 
the poultry raiser uses and is obliged to order from distant 
dealers because he cannot buy at home. Large dealers in 
the West claim to buy oyster shells by the carload and even 
trainload, so there is surely a demand for them. Some of 
the largely advertised stock foods and remedies are quit 
saleable, and where there are no regular feed stores it might 
be profitable to handle corn, oats, ground feed and baled hay 
and straw. Beehives, honey sections, wax foundation, be: 
smokers, queen traps, berry boxes, crates and other fruit 
packages are bought and used by our customers, and I find 
it desirable to keep them in stock. 
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HOLIDAY TRADE, 


For several years I have made a strong bid for holiday 
trade and I have succeeded in getting ten days of the liveli- 
est kind of trade. I know of nothing that will bring such 
crowds of people to a store as a well-displayed stock of holi- 
day toys and novelties. Anything will sell at this season 
of the year, from canary birds and gold fish to cook stoves 
and war relics. There is a good profit in holiday goods, but 
I would not advise the hardware dealer to put in the endless 
variety of toys and notions necessary to make up a complete 
stock of this kind. It requires weeks of labor to buy and 
arrange these goods for sale, and the extra help and fixtures, 
and some loss, lessen the direct profit. Yet I believe the 
advertising that I get out of my holiday trade is of more 
benefit than the direct money profit. The hardware dealer, 
however, can do considerable business without buying many 
special holiday goods. A very creditable display can be made 
with cutlery, silver-plated goods, tools, fancy nickel-plated 
and brass goods, tin and japaned ware, shot-guns, rifles, sleds, 
skates, carpet-sweepers, wire plant-stands, fire sets and a 
great variety of goods that are more or less galeable through- 
out the year. Christmas trees, holly and ground pine will 
liven up the stock and make a profit as well. Cameras and 
photograph supplies, talking machines and records are han- 
dled in some hardware stores, and where the field is not 
already occupied it would be profitable to cater to the trade 
of these fascinating fads. 

FOURTH-OF-JULY TRADE. 

All hardware dealers carry gunpowder, and they ccn- 
sider it a part of their stock, but they seem to have over- 
looked the fact that fireworks just as properly belong to 
their trade as blank cartridges and blasting powder. I find 
that a small stock of fireworks brings me a satisfactory profit 
and has increased the popularity of my store in, at least, the 
eyes of the small boy. The dealer should enter this trade with 
caution and not overstock, and be sure he has a permit from 
his insurance company allowing him to handle these goods. 
Fifty or a hundred dollars’ worth of fireworks, or even less, 
would do for a start, and before the bill comes due the dealer 
will no doubt get his money out of them and be able to decide 
if it is wise to add to the line another season. 

STOCK MARKERS—STEEL STAMPS. 


A little effort will bring in a great many small orders 
for rubber stamps, badges, house numbers, milk checks, key 
checks, door and window-screen numbers, door plates, stock 
markers, stencils, steel stamps, rubber stamps, dates, seals, 
stable fittings, etc. These are generally small sales, yet the 
“want book” in our store shows enough orders taken in one 
day recently to make a profit of $2.50, with no money invested. 
The time taken in making these sales was not over twenty 
minutes. Compare this item with the time consumed and 
profit made selling a 26-inch D. & Blank’s saw at the price 
your customer can “send off” and buy it for—but, of course, 
we spend no time on this brand of saws. There are other 
manufacturers who believe the dealer should have a profit on 
saws and make it possible for him to get it. Every dealer 
should be able to supply the wants of people who buy tents, 
awnings, stack covers and other goods in this line. A sample 
book of tent and awning cloth and a properly-priced catalogue 
is all the capital required in this line. 

SEEDS. 

Seeds, plants, bulbs and even nursery stock can be handled 
by the hardware trade. The old expensive mail-order seed 
business should, and will, give way to the local dealer if 
the trade is properly worked up. New and improved varie- 
ties of grains, forage plants, vegetables and flowers can be 
introduced by the local dealer as well as by the distant seed- 
man. The farmer reads in his farm paper about the won- 
derful growth of Essex rape, or a new clover, or a new 
variety of wheat, and the wide-awake hardware dealer should 
be prepared to step in and supply the demand as soon as it 
is created. I would suggest to the hardware dealer who is 
not handling seeds that he invest twenty-five to fifty dollars 
in garden seeds in bulk and grow up with the business. My 
trade in farm and garden seeds often exceeds my yearly 
sales of wire and nails. Timothy, clover, blue grass and 
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lawn grass seed are staple goods, and a limited sale of lawn 
and garden fertilizers can be worked up. 
CARDEN TOOLS. 

There is considerable trade in garden drills, wheeled 
hoes and plows. These goods have been popular with the 
market gardener for years, and it requires but little effort 
to convince the farmer and the city man with a taste for 
gardening that these labor-saving tools are far superior to 
the old-fashioned hoe. For several years I have handled a 
much-advertised and popular make of garden wheeled tools, 
My trade has increased each year. These same tools are 
handled by every catalogue house and every seedman that 
I know of, and yet the manufacturers are able to so regulate 
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the sale that there is a reasonable profit to all who handle 
them. 
DECORATION DAY SALES. 

Wherever there is a cemetery there is a demand for iron 
vases, bouquet holders, wire trellises, lot inclosures, etc. A 
few samples of these goods displayed before Decoration day, 
and a supply of catalogues at hand, describing other goods in 
this line, will lead to profitable sales. I occasionally have a 
call for metal and terra-cotta dogs, rabbits and other lawn 
ornaments, and I am able to make sales of these goods be- 
cause I have catalogues where I can find them that give all 
the information desired. 

‘ SALES FROM CATALOGUES, 

A few months ago the secretary of one of our leading 
local institutions inquired about some goods that are not gen 
erally kept in stock. I had only a few days before received 
a catalogue on the subject, had written for prices, and was 
able to promptly give all the information desired. A few 
days later he came back and ordered goods to the amount of 
$100. The whole time consumed was less than half an hour; 
cost to me, two postage stamps, and the profit was quite satis 
factory. 

Catalogues are too valuable to be deposited in the waste 
paper basket, and cost the dealer nothing. I have a very 
simple system for filing circulars and small catalogues. I 
invested about $12 in a half-gross of common pasteboard and 
wood letter-filing cases, and labeled these, “Heavy Hardware,” 
“Paints and Oil,” “Seeds and Garden Tools,” “Plumbing,” 
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“Vehicles,” “Sporting Goods,” “Bicycles,” etc. A more elab- 
orate system would be more desirable and would no doubt 
pay for the time and money invested. 

LIGHTNING RODS. 

The much-abused lightning rod should not be overlooked 
by the dealer who is ambitious to handle goods that will 
afford him more profit than the sale of Blank’s saws at about 
cost. Most people believe that a well-made lightning rod, 
properly put up, will afford some protection to the building 
thus equipped. The sale of lightning rods will depend en- 
tirely on the ability of the salesman to work up sales. Few, 
if any, will come into a store and call for them, even though 
they have always considered them a good thing. It requires 
less ability to put up lightning-rods than to put up eave-trough 
and conductor. Fifty dollars will supply sufficient stock for 
a start in this line. 

SAFES. 

I am told that a member of this association buys small 
fire-proof safes by the carload and is able to dispose of them. 
Any well-to-do farmer will admit that he should have a safe 
receptacle for his valuable papers, and it is the hardware 
dealer’s privilege to supply him with a fire-proof chest or 
safe at a fair profit. Not being a necessity, it would, of 
course, require strong soliciting to make sales. 

PAINT, OIL AND GLASS. 

The paint and oil business is well adapted to the hard- 
ware trade, and more and more dealers are taking it up each 
year. The dealer should talk up paint when figuring on nails 
and hardware for a building, but should not solicit the aver- 
age painter’s trade except on a cash basis. There is little 
profit in lead and oil, but varnishes, hard oils, varnish stains, 
enamels, bronzes, japans, floor dressing, buggy paint, imple- 
ment paint, shingle stains, brushes and the small packages 
of mixed paint afford a good profit. Lubricating oils and 
greases afford a good profit also. 

The glass department of my business is one of the most 
satisfactory. It affords a good profit and the breakage is 
light. I keep my stock in the basement in the original boxes, 
set on end and properly labeled. I have no fixtures except 
a glass board and a supply of ten-cent steel glass cutters. 
There is no need of an expensive diamond for cutting ordi- 
nary window glass. I keep a few sizes of chipped and ground 
glass and samples of figured and fancy glass, so that I can 
duplicate most any kind of glass needed. There is little, if 
any, profit in handling plate glass. The dealer commencing 
in the glass business should find out what sizes have been 
mostly used in his vicinity, and buy only such as are likely 
to be called for. He will discover also that several sizes of 
glass will cost the same per light, and one box will enable 
him to cut these sizes without loss. 

BLACKSMITHS’ SUPPLIES. 

A good many sales of portable forges, anvils, vises, screw- 
plates, repair outfits and small blacksmith tools can be sold 
if a few samples are displayed on a table or counter. Farm- 
ers will order $20 to $50 worth of these tools of can- 
vassers, and the hardware dealer can have a part of this trade 
if he asks for it and talks it. A collection of these goods al- 
ways seems to interest the farmer. Some very good goods in 
this line are made in Dubuque. I carry a full line of heavy 
hardware, bar iron, horse shoes and nails, wood stock and 
malleables, and find it fairly profitable. I am not, however, 
able to make many sales to blacksmiths, for, as a rule, they 
will buy of a traveling man rather than of a local dealer. 

SEWING MACHINES. 

There is no reason why sewing machines should not be 
retailed from the store, just as are stoves, washing machines 
and lawn mowers. I am told that the smaller catalogue 
houses sell from twelve to fifteen carloads of sewing ma- 
chines a year and the large establishments sell thousands. 
The hardware dealer allows this to go on without a protest, 
or at least without an effort to keep the business at home. 
Any salesman who will familiarize himself with a machine 
and be able to use the different attachments can sell sewing 
machines just as well as he can sell other machines. 

MANTELS. 

Mantels, grates and fireplaces are a part of every modern 

house of any pretensions, and yet most builders are not able 









to buy their mantels at home. Here is a much-neglected side 

line. A popular-priced sample or two on the dealer’s floor, 

with samples of tile and a good supply of catalogues of dif- 

ferent manufactures, will make sales and moderate profits. 
ROOFING AND BUILDING PAPERS. 

Here are some extracts from a circular letter from a 
manufacturer of roofing and building papers that contains food 
for thought on the whole mail-order business and suggests 
a profitable side line: “Every few months we are offered 
very large and attractive orders for roofing and building 
papers from two of the largest mail-order houses in the 
United States. They must sell great quantities of these goods 
or they would not buy them. Nearly all of their customers 
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are farmers or people living in country towns, and your cus- 
tomers. Now, we believe that you would like to stop some 
of this and get the business yourself. How do they do it? 
By having the goods, calling their customers’ attention to 
the fact, quoting prices and posting them. This business 
rightly belongs to you, and you can get it by adopting the 
same methods. Now, our experience elsewhere makes us 
quite sure that you could put on a great many squares of 
this roofing at a good, clean profit, and sell a great deal more 
to people who would take it home and put it on themselves— 
tins, nails, coating, all complete. Half the battle is having 
the goods and posting the people.” 

I have had a fair trade in roofing felts, tarred paper, 
roof coatings, tin caps and nails, painted and galvanized steel 
roofing and corrugated iron and other goods in this line. 

A BROAD SUBJECT. 

I shall not attempt to exhaust the subject of side lines. 
It is too broad a subject, and it would be tedious to even 
enumerate the thousand and one articles that can be profit- 
ably sold in a hardware store. The dealer should never fail 
to fully investigate all the new things illustrated in the trade 
journals or shown and described by the traveling men. It 
pays to have time to look over the traveling man’s catalogue 
and listen to his story of new goods and receive the informa- 
tion he so freely gives. 

TOO MANY DUST-COVERED ARTICLES. 

But you say you have not sufficient capital to handle 
these side lines. Most of us buy nails and wire by the 
carload and tie up money for six to twelve months in order 














to save a few cents per hundred; we buy dozens, when half 
or quarter dozens would do as well; we have plenty of goods 
but not sufficient assortment; we have too many goods in 
proportion to our sales—too many dust-covered articles. The 
nimble sixpence will earn more profit than a slow shilling. 
It is the well-assorted stock that makes the most money, 
SHOULD WAKE UP TO NEW-CENTURY CONDITIONS. 

Hardware dealers, it is for us to say whether we will 
remain in a nineteenth century rut and continue to sell Henry 
Blank & Son’s handsaws and other goods on which the 
manufacturers have made it impossible for us to make any 
profit, or whether we will wake up to these new-century 
conditions and assert that we have some rights in the busi 
ness world. “Be not like dumb, driven cattle.’ Be ag- 
gressive; be fighters. Make ourselves a power to right wrongs 
by giving this association our loyal support. It is yet pos- 
sible to make a profit in the hardware trade by proper hustle 
after new business and by increasing the volume of our 
trade by adding such “side lines” as can be made profitable 
and which will not conflict with dealers in ,other lines. 


SOME ELEMENTS OF SUCCESS. 


By W. A. McIntire. 
NINETY-FIVE PER CENT. ARE FAILURES. 

Statistics show that -95 per cent. of those engaged in 
commercial vocations fail in their pursuit. This 
imply that all such become bankrupt, or make assignments 
with a lack of assets to pay their liabilities. An individual 
or firm may have been in business for forty years, but if he 
has made no progress, if it is the same old corner store, dirty, 
unkept and uninviting, his business life has been a failure, 


does not 


and if he has not already, he soon will be relegated to the 
past. 
A PROGRESSIVE AGE. 

This is a progressive age, and the man in any line of 
business who does not keep fully abreast of the times, can 
never catch the spirit after a Rip Van Winkle sleep. It is 
much easier to keep up than to catch up. The country is full 
of live, active, energetic men, who are pushing on in the 
world, and who will soon crowd out those who still pursue 
the methods of the past. 

COMPETITION EVERYWHERE. 

The same conditions prevail everywhere and in every 
thing. The farmer, the lawyer, the press, the laborer, and 
even the minister are engaged in lines of work in which 
there are no trusts, but an ever active, ceaseless competition 
The pettifogger cannot cope with the man learned and up to 
date in law. The man that expounds the law Divine, can no 
longer punish his congregation an hour and a half with a 
sermon that should be delivered in thirt minutes, when the 


thirty minute man can be secured, and he is numerous. The 
days of the sickle and the mowing scythe are gone. The 
up to date farmer now has his harvester, his mower, his 
corn planter and hay carrier, and all the tried and true 


improvements in his handiwork. 
THE WORLD MOVES. 


The successful mechanic uses the gray matter in his brain 
more, and his muscles less, each year, that he may meet 
competition. The publisher is a back number unless he has 
linotype machines. And so all around us, and in our midst, 
are evidences that the world moves, and the people therein 
are vieing one with another for supremacy. 

HARDWARE MEN ARE SUBJECT TO UNIVERSAL CONDITIONS. 


The retail hardware dealer belongs to the genus homo 
is both human and humane, has red corpuscles in his blood, 
and some gray matter in his brain, You may see some evi- 
dences of his energy in his soiled clothes and hands, and 
occasionally, a dark spot on his face, but he is here in full 
force today, and can be seen, so that a further description 
is unnecessary. He is undoubtedly influenced and governed 
by the same conditions that prevail in other industrial lines. 

We are met here today to consider these conditions, and 
to promote our business and cordial relations. Emerson said, 
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“Mind is sharpened by coming in contact with mind,” so in 
our discussions today, we learn one from another. 
A FEW FACTS 
What I shall say will be taken largely from my own 
experience and observation, which is neither as great nor 
But I 


have gleaned a few facts in the past few years that to me 


as successful as others present who are my auditors. 
have become axioms in my business relations. Among them 
I shall only undertake to mention a few. 

VARIED QUALIFICATIONS NECESSARY. 
for 


business 


The the conducting of a 


successful 


qualifications 
retail hardware 


necessary 


are and varied, 


many 
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and call for the best efforts of every individual who makes a 
success of it. 

Location and the necessary capital are no small factors to 
be considered, but do not constitute by any means all of the 
essentials needed, in fact, they may be classed among the 
minor considerations when compared with the other qualities 
that go to make up success. 


HONESTY IS ESSENTIAL. 


Among the first requisites to success, is absolute hon- 
esty with the customer, first, last, and all the time. even at the 
expense, of losing a good sale. Your reputation for honest 
and fair dealing will grow in the community, and as a resuit, 
you will get the trade of many a new comer in your locality. 
Strangers in a community ask their neighbors where is the 
best place to trade, and will they not always point out the 
most reputable house, knowing that their own reputation for 
truth and veracity will not suffer thereby. 


PRICES SHOULD BE LOW. 

Again, you shoud always have your goods priced as low 
as your competitor. This will inspire confidence in time, and 
customers will learn that they do not have to watch the 
markets so closely for protection. It is not so much the size 
of the margins on sales, but the volume of your business that 
will contribute the largest per cent. on your investment. Peo- 
ple buy in a hurry these days, and do not like to learn they 


have paid too much for goods, later on. 
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SHOULD FOLLOW THE MARKET. 


Do not hesitate to follow the market down if goods 
decline, as the newspapers spread the report rapidly, and your 
competitor may do so first. It is hard to submit gracefully, 
but I have never found occasion to regret so doing. It will 
enable you to advance prices when goods go up, as the public 
realize you do not control the markets, and your competitor 
will surely do likewise when he is convinced of your do- 
ing so. 

CHEERFULNESS. 

A cheerful manner toward the public on the street as 
well as behind the counter, will do much towards helping you 
along, as every one likes a cheerful person and dislikes a 
grumbler. 

PERSONAL ATTENTION TO DETAILS. 

Personal attention to the details in filling an order counts 
not a little. See that locks and butts are fitted with screws. 
Have your goods well wrapped, make deliveries promptly, 
set the stove up properly, and do not have to be asked to 
correct mistakes of careless employees. 

Spare no expense in giving satisfaction. If complaint is 
made, investigate at once, and rectify the matter even if you 
submit to some injustice with unreasonable people. You 
have gained a point in having the crankiest man in the 
community say that you do his work to his satisfaction. 
This will constitute one of the best advertisements you 
can have. 

This careful attention to details is absolutely necessary 
to permanent success. For example, observe the care, or 
so called “red tape” of the large institutions of the country, 
sparing no trouble nor expense with the most minute detail. 

; DO NOT DESPISE LITTLE THINGS. 

Do not despise the little things, such as small sales, cus- 
tomers with little money, children with their penny purchases, 
bargain hunters and pricers. They all add their quota to 
your business, and represent as strong an influence for or 
against your place as the wealthiest man, in’ the community, 
perhaps more, with their lack of other multitudinous duties 
that harass the lives of men of means. 

MAIN POINTS SHOULD NOT BE OVERLOOKED. 

In looking after detail, care should be taken not to over- 
look the main lines and definite objects one has in view. 
It is well to place the detail work in the hands of a sub- 
ordinate where possible, thus giving more time and oppor- 
tunity to broaden out in every direction. Business, like man- 
kind, must either grow or retrograde. 


NO LIMIT TO SIDE LINES. 

There is no limit to the side lines a hardware dealer may 
handle. It is much like the famous poker game Bill Nye 
speaks of with “No limit but the ceiling.” Each and every 
line should add a profit or be cast aside, and that same energy 
spent on something else. It is well directed energy and 
enthusiasm that makes things go, and having it, no one can 


Surpass you. 
GOOD HELP ESSENTIAL. 


Employ good help and pay them liberally. They will 
reciprocate. An employe who is paid what he earns, is not 
watching the clock, but is watching the interests of the house. 
They will explore new fields, and under your directions, 
may make revelations that will be of value to you. Advise 
with them and help them. Do not make the mistake of try- 
ing to hold them back from learning. You can use their 
energy to your own and their profit. Push these young men 
out. Give one of them charge of the advertising, another the 
stoves, another paints, and so on. 

If your business is small, combine one or more of these, 
and hold him personally responsible for the success of this 
or that branch. With an occasional word of commendation 
from you, he is sure to make it win. 

A BELIEVER IN BUSINESS EXPANSION. 

Expand your business in every legitimate way possible. 
Your patrons like to trade with an energetic and progressive 
man. 

Let me enjoin you to be economists. Economy is the road 
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to wealth in all stations and almost all conditions of life. 
One’s expenses should always be governed largcly by his 
income. The road to prosperity comes of living within one’s 
means, and adding something to the inventory of the year 
before. Many a business man has been foundered on the 
reef of extravagance, while his next door neighbor, with 
fewer pretensions but more good sense, has lived within his 
means, and become wealthy. 


DONATE DOLLARS, NOT GOODS. 


I do not mean that one shall be grouchy and penurious. 
If there is need of charity in the community, you should help. 
If a church is to be built, you are expected to, and should, 
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contribute to its building. Don’t give nails, or locks or stoves, 
but give cold cash, and take your chances ia competition on 
the hardware needed. Charity trustees know the value of a 
dollar, but do not know the value of your goods. Get the 
confidence of their board, and you get the confidence of the 
organization or society. You will not only then get the 
trade of the board of trustees, but through them you will 
get an increased trade in the community. The spirit of giving, 
it is true, should not be solely for the reward. But if in 
giving a dollar, two will return, the charity dollar will have 
served a double purpose. 

Economy, then, does not mean that you should give 
grudgingly, but rather that you donate judiciously and freely 
what you should, and it will return in duplicate. 

KEEP A FULL STOCK. 

Another essential to success is a full line of goods in 
the department in which you are engaged. A broken and in- 
complete retail stock of goods is meat for the catalogue 
house. A customer calls for a certain article in your line. 
You had sold out and neglected to reorder, He is disap- 
pointed. Goes home without it, examines his catalogue, and 
finds the identical article wanted, price and all. He sends for 
it, gets it, and it gives satisfaction. The way is opened for 
future orders, and you have lost the best part of his trade, 
the cash trade. 

DO NOT LET STOCK RUN DOWN. 

You are to blame in a certain sense for opening the way 

to the catalogue house. If you let your stock run down, it is 














often not for the want of funds, or credit, but from your own 
If your means are limited, the wholesale house 
Send an order three times a week. Send a mail 
Give small orders 


carelessness. 
is near you. 
order every day in the week, if need be. 
for each article, but get samples on your shelves. 


INVENTORYING ESSENTIAL. 


Another and most important element in the routine of a 
successful business firm is the taking of the annual inventory. 
A rounding up, as it were, of the year’s business. This is a 
dirty job, but it must be done. It necessitates a week’s hard 
work, with no apparent immediate financial gain. 

The stock should be taken with great care, that your 
invoice may give you a definite knowledge of the year’s busi- 
ness. It should be done at regular intervals, that you may be 
enabied to compare one year’s business with another. In 
the course of time, the annual invoices become very interesting 
history of your business. 

INVOICING. 

I know there are those who think thé gains are not 
worth the labor and pains required. But let us look at the 
results of an invoice. During the busy season, goods get out 
of place and get mixed, and sometimes get on a back shelf, 
out of sight, and remain there until you invoice. At this time, 
everything is found, assorted, and put in sight. 

If you find out of date goods, or damaged goods, they are 
or should be put in a conspicuous place, where they may 
be sold at some price. A good salesman will sell anything 
you ask him to sell. Such goods must be disposed of. They 
are worth more than they will be at the next stock taking. 


A TIME FOR STRAIGHTENING UP. 


At this time, fit up and repair all locks out of order. 
Fit up your pumps that have been robbed. Gather up the 
parts of articles and put them together. Straighten things 
up generally. Start out with a new, clean stock after invoic- 
ing. By so doing, your stock will never get shelf worn, and 
out of date. A $10,000 stock of goods should have less than 
$100 worth of what is termed unsalable goods. 

You should know at the close of the year, your average 
daily credit sales, your average daily cash sales, total sales 
for the year, total purchases, and total expenses for the 


year. What per cent. of sales, expenses have been, etc. 


RETROSPECTION. 


If your sales have fallen off and your expenses increased, 
why? If sales have increased and expenses lessened, why? 
This is the time of the year to take a retrospective view of 
the year’s work, or of ten years’ work, if desired. If you 
are disappointed in the result of the year’s work, take wisdom 
from the past, and apply it to the future. A prospective view 
is profitable. If your expenses have been out of proportion, 
regulate them now. If there is any branch in a department 
that has not been productive, lop it off or give it special 
attention. 

STICK TO YOUR BUSINESS. 


One other thought. Stick to your business. Perseverance 
brings success. Don’t imagine every other dealer has a 
better location, and a better business than yourself. The 
royal road to wealth is fenced up. There are obstructions all 
along the way. Remove them. Better stay where you are. 
Haven’t you done well enough for the past year, for the past 
ten years? Changing localities is expensive, besides you are 
taking chances on bettering your condition. 

The chair appointed a nominating committee, consisting 
of H. Vincent, Ft. Dodge; Thos. Larson, Eldora, and L. H. 
Kurtz, Des Moines. 

The meeting adjourned at 12 o'clock sharp. 


THURSDAY AFTERNOON SESSION. 


The Thursday afternoon session was called to order at 
2:30 p. m. 

The following question was discussed: 

I. Is single or double entry the best way of keeping 
books? 
A Member: “I use a day-book and an itemized ledger.” 
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Mr. Lindenberg of Dubuque: ‘The simpler your method 
of keeping your books the better you find it. We have a 
ledger with a wide debit side and a narrow credit side.” 

President Cole asked this question: 

2. What is your plan of keeping account of credits al- 
lowed by your clerks? How do you hold your clerks as to 
credits? , 

A Member: “I don’t allow them to open new accounts 
in theory, although in practice they often do so.” 

A Member said: All credits are 
put down on this and from thence transferred to the journal, 
and then to the ledger. I have a cash register with a roll of 
paper with a line for each man. If anybody goes in the cash 
box without making a mark he can be detected imstanter. 
This register enables you to tell how much each man in the 
store has sold. This is the simplest method of bookkeeping 
I know of. I keep a special ledger for my eastern accounts.” 

President Cole called on Mr. Lindenberg to speak for the 
Dubuque Hardware Club as to the benefits of local organiza- 
“When you get ready to organize, go ahead and you 
will find it easy. I took a day off and interviewed all the 
hardware dealers in the city. I was very well received. This 
is an age of concentration, combination and organization. No 
one will question the right of the retailer to organize as the 
manufacturers and jobbers have done for self-protection. The 
results of the Association have been very gratifying. We have 
published a schedule of prices at various times. When we 
quote an advance of 15 cents over cost on a keg of nails we 
are certain not to meet unjustifiable competition. The Asso- 
ciation brings about cordial feeling. Owing to the Association 
we have been enabled to close our stores at 6:30 p. m. Why 
should the merchants tie themselves down to the old-time 12 
hour day?” 

President Cole: 
sharp retaliation in cutting prices?’ 

Mr. Lindenberg: “I doubt if our schedule has been vio- 
lated once. One should be very conservative in making a 
schedule of prices. I would advise every man here to start 
an organization when he gets home, even if there are only 
yourself and one other dealer. A great deal of good will 
accrue from an action of this kind.” 

President H. A. Cole of Council Bluffs: 
very loose organization, but we have treated each other very 
squarely and the local Association has taken the element of 
acrimony out of business. We have made mutual conquests 
in our own line.” 

Mr. Jeager of Dubuque spoke, corroborating Mr. Lin- 


“T have a counter book. 


tion. 


“Has not the Association prevented 


, 


“Now we have a 


denberg’s remarks as to the benefit of the Dubuque Hardware 
Club. 

President Cole: “Go home and invite your competitor 
and his wife to tea. The traveling man goes from your store 
to your competitor’s. He finds him a hail fellow well met, and 
not the underhanded man that many of us think he is.” 

Mr. Reynoldson of Manson: “I approached my competi- 
tor and asked him if we couldn’t establish prices on certain 
lines. He said, ‘We have been in business for twenty odd 
years and, I don’t see why we should make the change.’ ” 

President H. A. Cole: “We want to organize every county 
in the state this year. Along the line of stove trimmings, pipe, 
etc., that are generally uselessly cut to pieces, where com- 
petition is sharp, the dealer gives up all his profit on these 
goods, instead of putting them in at cost.” 

Secretary C. W. Brelsford of Villisca, Iowa: “We had 
four dealers in town and met at one office at 9 o'clock at night. 
The lights were turned out, and now all four of us sit in 
any of the stores; are very friendly. The best friends I had in 
Villisca are my fellow dealers. 

S. R. Miles of Mason City said: “We never had any 
trouble at Mason City, but have got along together nicely.” 

A Member: “I would like to know if any of the dealers 
have had any experience in county organization. I wrote 
personally to all the dealers in Clayton County, asking if they 
would organize. We are all selling staple goods at a closer 
margin than we could afford to. The dealers did not feel like 
binding themselves to an agreement not to meet outside com- 
petition. It reminds me of an army experience, when three of 
us bunked together on a cold night on a bed of leaves. It 
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was very pleasant for the man in the middle,- but rough on 
those on the outside.” 

President H. A. Cole: ‘We should carry this work into 
county organization. Have meetings. Let the sentiment go 
out that you wont sell below certain profits, and the individual 
honor of the dealers will go a very great way toward bring- 
ing about better trade conditions.” 

A Member: “One of the results of our local organiza- 
tion in Dubuque has been a great help in checking direct com- 
petition from jobbers. All that has been eliminated by the 
formation of the Association.” 

Vice-President S. R. Miles, Mason City, then reported as 
follows for the executive committee: 

We, your executive committee, suggest that Art. IV, Sec. 
1 of our Constitution, which now reads: ‘The annual meet- 
ing of the Association shall be held on the second Wednes- 
day of February, at such place as is selected by the Associa- 
tion,” be amended to read: ‘“‘At such place as may be desig- 
nated by the executive committee.” 

George Staehle of Earlville advocated having some one 
city selected as permanent headquarters of the Association. 

On motion of Mr. Kurtz the amendment was put and 
carried. 

S. R. Miles, Mason City, also suggested that Art. 1 of 
the By-laws, which now reads: ‘The membership fee shall be 
$3.00,” shall be amended to read: ‘“‘The membership fee and 
annual dues shall be $5.00.” Same to take place for this 
year’s dues.” 

President Cole: “This change in our annual dues con- 
templates the hiring of a paid secretary, who will thoroughly 
organize the state. It also contemplates taking better hold of 
our interstate work. We don’t want to have to go to jobbers 
and ask them for advertisements for our program. Some 
manufacturers look on it—being solicited for advertising in 
our program—as being something in the nature of a hold-up.” 

George Staehle of Earlville asked: ‘“‘What will be our 
income with the dues at $5.00 a year?” 

President H. A. Cole: “If all our present membership 
pay up it would be $2,165.” 

George Staehle of Earlville: ‘What compensation is it 
proposed to have this secretary receive?” 

President H. A. Cole: “Probably $50 a month and a 
commission on the members that he brought in. It would 
take him two months’ solid traveling to visit every dealer in 
the state.” 

A Member: “The people who are my immediate competi- 
tors are the ones I want to get into the Association.” 

Mr. Vincent of Ft. Dodge: ‘“There’s a man moved to my 
town from Cherokee. A member of the Association put me 
on the fact that he left accounts there and thus enabled me 
to save my dues for several years.” (Applause.) 

S. R. Miles of Mason City said: “I had a similar ex- 
perience. A fellow member in another city wrote me that a 
number of railroad men were coming to Mason City and he 
told me which among them were dead beats.” 

The amendment was unanimously carried. 

The auditing committee then made their report, through 
S. R. Miles of Mason City, stating that they had found the 
report of the secretary and treasurer to be correct. 

The report was unanimously accepted and placed on file. 

It was moved by Mr. Carhart that the Association express 
its appreciation to the manufacturers and jobbers, and also 
to the Dubuque Hardware Club. 

This was unanimously carried. 

The nominating committee made their report as follows, 
through Chairman Vincent: 

President, W. A. McIntire, Ottumwa. 

Vice-President, E. G. Penrose, Tama. 

The places on the executive committee were left to be 
filled by the members residing in each of the different Con- 
gressional districts. 

President W. A. McIntire of Ottumwa: “This honor is 
unsolicited and unexpected. I have no speech prepared. I 
accept the honor and desire to thank each and every one 
present for the same. I have been largely benefited by this 
meeting. I was compelled to stand up and say that my sys- 
tem was faulty in a particular line of work. We can cull out 





what we can use in our own work as president. I want to 
ask every member to put his shoulder to the wheel and help 
make the next meeting the grandest we have yet held. I have 
caught some of the inspiration that is in the atmosphere here. 
If a man comes once and gets the inspiration he will travel 
twice as far the next time. I ask your co-operation and thank 
you for the honor.” (Applause.) 

A Member spoke on the advantage of work in the different 
counties in soliciting members. 

President W. A. McIntire suggested that the members in 
the different Congressional districts get together and select 
their executive committeemen. The members of the different 
Congressional districts reported their selections for the execu- 
tive committee as follows: 

1. The first district was passed. ‘ 

2. A. C. Heyman, Miles, lowa. 


3. L. Lindenberg, Dubuque. 
4. F. S. Marvin, Waukon. 

5. E. G. Penrose, Tama. 

6. W. A. MclIntire, Ottumwa. 
7. L.H. Kurtz, Des Moines. 


8. The eighth district was passed. 

9. H. A. Cole, Council Bluffs. 

10. Harry Vincent, Ft. Dodge. 

11. W. H. Miller, Cherokee. 

It was moved and seconded that these men be duly elected 
with power to fill vacancies. It was carried. 

S. R. Miles, Mason City, moved that the Association 
proceed to the election of members from the first and eighth 
districts. It was carried. ' 

Jacob Seither of Keokuk was placed in nomination for a 
place on the executive committee for the first Congressional 
district. He was unanimously elected. 

S. R. Miles of Mason City placed M. W. Keating of 
Afton in nomination for the vacancy in the executive com- 
mittee from the eighth Congressional district. He was 
elected. 

L. H. Kurtz of Cedar Rapids moved that the new execu- 
tive committee withdraw and select the members of the griev- 
ance committee for the ensuing year. 

A Member moved that a vote of thanks be given ex-Presi- 
dent H. A. Cole for his untiring activity and work in behalf 
of the Association. It was unanimously carried by a rising 
vote. 

H. A. Cole: “I want to thank the dealers of the state 
for this courtesy. I want to thank you for your co-operation 
in this matter.” 

George Staehle, Earlville, moved that a vote of thanks be 
extended to ex-Vice-President S. R. Miles and Secretary C. 
W. Brelsford, Villisca. This was unanimously carried by a 
rising vote. 1 

S. R. Miles of Mason City said: “I wish to thank the 
dealers for the assistance they have given us in helping on 
the work. I deeply appreciate the honor this Association has 
bestowed on me.” 

C. W. Brelsford, Villisca, said: “I wish to thank the 
members for what they have done for the Association, and 
for the motion they have passed.” 

The executive committee nominated the following griev- 
ance committee : 

E. P. Messer, Sheldon. 

S. R. Miles, Mason City. 

C. M. Doxsee, Algona. 

George Lister, Manchester. 

Frank Kupper, Burlington. 

The report was accepted and the grievance committee were 
elected. 

An invitation from the jobbers and manufacturers to 
the retailers and 

The question of insurance was taken up. 

G. W. Eastwood of Monticello said: “I believe if we 
go at the matter right we can get cheaper insurance. We 
can save 50 per cent of the money we send away by some good 
insurance scheme. I believe we should have some good mu- 
tual insurance scheme.” 

The following resolution was then presented: 
Be it resolved, That the retail hardware dealers of Iowa 
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take up the matter of insurance and place themselves in posi- 
tion to get a lower rate of insurance by co-operation, or, if you 
need, by organization, to get the lowest possible rate with 
prudent and conservative measures, believing as we do that 
we can greatly be benefited by such a measure. 

President H. A. Cole then told the Association of the 
insurance scheme- pursued by the dealers in Minnesota 
other northwestern states, 

The resolution of Mr. Eastwood was not put to a motion. 

It was moved and seconded that the convention adjourn 
and the adjournment took place at 5:30 p. m. 

FRIDAY MORNING. 

Friday morning the hardware men took a delightful car- 
riage ride around the city as guests of the manufacturers and 
jobbers of Dubuque. The carriages were first driven around 
the bluffs, giving a magnificent view of the city, and then the 
following manufacturing plants were visited in the order 
named: The Smedley Manufacturing Company, pumps, three 
coffin factories, the McDonald & Morrison Manufacturing 
Company, pumps and plumbers’ supplies, the Key City Show 
Case Company, three sash and door factories, the Novelty 
Iron Works, Iowa Iron Works, Klauer Manufacturing Com 
pany, manufacturers of roofing specialties, the Adams Com- 
pany, manufacturers of hardware specialties, Connolly's Car- 
riage Factory, Cooper Wagon Works, the Schrieber & Con- 
char Manufacturing Company, A. Tredway & Son’s Hardware 
Company, and the Schrieber, Conchar & Westphal Company, 
hardware jobbers. It was a delightful drive and showed the 
dealers the manufacturing and jobbing facilities of the oldest 
trans-Mississippi city north of St. Louis. 


PRESIDENT [ICINTIRE. 


and 


W. A. McIntire, of Ottumwa, the newly elected 
president of the Iowa Retail Hardware Dealers’ Asso- 
ciation, is a man of rare education, suave personality, 
deep convictions and a frank, unassuming exterior. He 
was born in Wapello county in 1849, and has resided 
there ever since. After an education in Ames Agri- 
cultural College, Mr. McIntire turned his attention to 
educational matters. For the ten years between 1880 
and 1890 he was county superintendent of schools of 
Wapello county. In 1890 Sen. McIntyre, with no 
previous experience entered the hardware business in 
his present location and the venture was a success from 
the start. Mr. McIntyre is an influential resident of his 
section, and is at present serving in the state senate of 
Iowa. The selection of President Cole’s successor by 
the association is certainly a very happy one. 


CONVENTIONALITIES. 





The handsome establishment of the Fox Cutlery 
Co., at 926 Main St., Dubuque, was on the route be- 
tween the Julien Hotel and the Bank and Insurance 
building, where the sessions of the convention were held, 
and was visited by a large number of the visiting 
dealers. 


The Dubuque Hardware Club is certainly deserv- 
ing of the warmest praise for the hospitable manner in 
which its reception committee looked after the wants 
and comfort of the visiting dealers. The membership 
of this committee was composed of the following rep- 
resentative retailers of this delightful city: L. Linden- 
berg, F. M. Jaeger, G. F. Kleih, W. B. Baumgartner, 
H. Hussman, J. F. Ris and E. Healey. 


Lewis D. Wynn, of Sterling, Ill., was in attendance 
at the convention, and his personality appeared to be 
as popular as his far-famed black silk stove polishes. 
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The Estate of P. D. Beckwith, Dowagiac, Mich., 
were ably represented by their Messrs. Becraft and 
Darker and were giving away a most attractive sou- 
venir, consisting of a scarf pin showing a miniature 





Round Oak stove. 
after as a unique and felicitous souvenir of the con- 
The Round Oaks have a host of warm friends 


This souvenir was eagerly sought 


vention. 
in the ranks of the Iowa trade. 


Red Cross stoves were on exhibition in Room No. 
19, and had a very attractive display and showed an 
attractive line of photographs of their newest produc- 
tion. The Red Cross interests were ably looked after by 
Charles Lindemann, of Milwaukee, and Earl Moore, 
the Iowa representative. 


The Brand Stove Co., of Milwaukee, occupied Room 
No. 3, and had a very attractive exhibit, including a 
Victor cast range, a Brand steel range, an Admiral 
base burner, a Brand’s hot blast air tight and a Brand’s 
Oak. The exhibit was in charge of William F. Hyde, 
secretary of the company, who was assisted by the Iowa 





representatives, C. N. Kelly and J. C. Ryan. They were 
also giving away a pretty medallion, one side of which 
showed their trade mark and the reverse of which con- 
tained the single word, “Brand.” 


The Iowa Retail Hardware Dealers’ Association is 
certainly growing in a most gratifying manner. A year 
ago they had 305 members, on Feb. 14 they had 433, 
a gain of 128 in the course of a year. With the paid 
secretary they intend putting to work at state organiza- 
tion they should have close to 1,000 members a year 
from now. 


E. C. Atkins & Co., the saw manufacturers of In- 
dianapolis, were ably represented by their assistant sec- 
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retary, J. W. Perkins, and by their L. H. Rounds, and 
gave away a very valuable and attractive souvenir. It 
was a handsome Morocco card case containing a gilt- 
edge memorandum book. 


The Lennox Machine Co., Marshalltown, Ia., were 
distributing a handsome convention souvenir in the 
shape of a handsome pocket mirror with a celluloid 
back, on which was shown a cut of the Lennox Tor- 
rid Zone furnace with casings. 


The A. Tredway & Sons Hardware Co., Dubuque, 
were distributing a pretty celluloid covered memoran- 
dum, containing interesting census, political, weather 
and postal data. 


The Wilcox Mfg. Co., Aurora, Ill., had plenty of 
callers in Room 4, to see their exhibit of Velox ball- 
bearing grindstones, “Shelby Crown,” double-acting 
spring hinges and other interesting specialties. The 
personality of their representatives and the excellence 
of their goods both proved magnets to the trade. This 
firm were represented by H. O. Spencer and W. S. 
Ferris. 

The Stowell Mfg. & Foundry Co., Milwaukee, Wis., 
occupied Room 119, where they were showing their 
popular Acme track and hanger, Cutter dandelion pul- 
ler and other attractive hardware specialties. 


The Reading Hardware Co., of Chicago, had a 
very attractive exhibit of art hardware in Room 4. 


The Malleable Steel Range Co. Suite B, 
showed five attractive steel ranges in one of the base- 
ment salesrooms. A number of attractive posters called 
attention to the non-breakable character of these goods. 

The J. D. Warren Mfg. Co., Chicago, showed 
samples of their elegant hardware shelving in Room 2. 

The Toledo Register Co., Toledo, Ohio, had a very 
attractive display in Room 1 in the basement of the 
Julien Hotel, where their E. L. Compton had a number 
of samples of the Toledo side wall register with its 
many special features of interest. The various Hawk- 
eye dealers who saw this register were greatly interested 
and kept Mr. Compton busy explaining its many spe- 
cial features of universal interest. 


J. D. Warren, of the J. D. Warren Mfg. Co., Chi- 
cago, had headquarters at Room 2, of the Hotel Julien. 
He was also inviting the trade to inspect the model 
hardware store of Walter B. Baumgartner, Dubuque, 
Iowa. 


On Thursday night the hardware men visited the 
Grand Opera House as guests of the Dubuque jobbers 
and manufacturers, and saw the Myrkle Harder Co. 
in Chas. Callahan’s rural comedy drama, “For Con- 
gress.” After the play a delightfully informal trip 
into Bohemia was the order of the day, and under the 
hospitable guidance of a Key City manufacturing firm 
hardware men and camp followers munched olives, lob- 
ster salad, cheese sandwiches and consumed some of 
the non-solidified compounds that are indigenous to the 
Key City. The party broke up in the wee sma’ hours. 





CArIP FOLLOWERS, 





Barney, W. B. (Hamptor, Ia.), Fuller-Warren Co., Mil- 
waukee, Wis., and Chicago. 









Becraft, J. O., Estate of P. D. Beckwith, Dowagiac, Mich. 

Beegle, H. W., Electric Cutlery Co., Newark, N. J. 

Bennett, W. H., Reading Hardware Co., Chicago, III. 

Burton, Charles H., Stoves and Hardware Reporter, St. 
Louis, Mo. 

Carroll, F. T., Des Moines, Ia. 

Chappell, Chas. C. (Elgin, Ill.), John Pritzlaff Hardware 
Co., Milwaukee, Wis. 

Collins, A. J. (Des Moines, Ia.), Majestic Mfg. Co., St. 
Louis, Mo. 

E. L. Compton, Toledo Register Co., Toledo, Ohio. 

Conchar, J. W., Schreiber, Conchar & Westphal Co., 
Dubuque, Ia. 

Cope, Geo. W., The Iron Age, Chicago. 

W. D. Ellsworth, American Steel & Wire Co., Chicago. 

Ferguson, A. H., Reading Hardware Co., Chicago, III. 

W. S. Ferris, Wilcox Mfg. Co., Aurora, IIl. 

Field, H. E., American Bicycle Co., Hartford, Conn. 

Glick, Chas., Lennox Machine Co., Marshalltown, Ia. 

Hyde, W. F., Brand Stove Co., Milwaukee, Wis. 

Jackels, Chas. F. (New York, N. Y.), Krusius Bros., 
Solingen, Germany. 

Johnston, Sidney P., THe AMERICAN ARTISAN, Chi- 
cago. 

Kearns, J. B., the Mississippi Valley Stove Co., Fulton, Ill. 

Kelly, Joseph Thomas, Uids Wagon Works, Ft. Wayne, 
Ind. 

Kelly, Charles N., Brand Stove Co., Milwaukee, Wis. 

Klauer, W. H., Klauer Mfg. Co., Dubuque, Ia. 

Langenbach, Al (Des Moines, Ia.), the Berger Mfg. Co., 
Canton, Ohio. 

Lindemann, Chas., Lindemann, J. P. & Sons. 

E. W. McGookin, Stowell Mfg. & Fdy. Co., Chicago. 

Moore, A. B., Rock Island Stove Co., Rock Island, III. 

Moore, Earl C., J. P. Lindemann & Sons, Milwaukee, 
Wis. 

George V. Nelson, Bloomington Stove Co., Blooming- 
ton, Ill. 

Ohlendorf, A. C. (Chicago, Ill.), United States Steel 
Lock Co., Clinton, Ia. 

Pamplin, P. A. (Des Moines, Ia.), Buck’s Stove & Range 
Co., St. Louis, Mo. 

Parker, J. C., Estate of P. D. Beckwith, Dowagiac, Mich. 

Perkins, Julian W., E. C. Atkins & Co., Inc., Indianapo- 
lis, Ind. 

J. A. Pinkerton, Monarch Stove & Mfg. Co., Mansfield, 
Ohio. 

Rounds, L. H., E. C. Atkins & Co., Inc., Indianapolis, Ind. 

Ruhling, I., Geo. W. Trout Co., Chicago, III. 

J. T. Ryan, Brand Stove Co., Milwaukee. 

Schemmer, Theo., Lalance & Grosjean Mfg. Co., Chi- 
cago, Il. 

Shays, F. C., American Sheet Steel Co., St. Louis, Mo. 

Smith, A. X., Ringen Stove Co., St. Louis, Mo. 

W. P. Snell, C. Sidney Shepard & Co., Chicago. 

Spencer, H. O., Wilcox Mfg. Co., Aurora, IIl. 

Stern, Daniel, THe AMERICAN ARTISAN, Chicago, III. 

F. P. Tenney, Smith & Hemenway Co., New York. 

Tredway, H. E., A. Treadway & Sons, Dubuque, Ia. 

Trout, Geo. W., Geo. W. Trout & Co., Chicago, III. 

E. H. A. Van Sittert, Culter & Proctor Stove Co., 

Warren, J. D., J. D. Warren Mfg. Co., Chicago, IIl. 

Waterman, C. B., Black & Germer, Erie, Pa, 

Wright, C. G. (Des Moines, Ia.), Buck’s Stove & Rangé 
Co., St. Louis, Mo. 





a 
- 


The Toledo Tinware Mfg. Co., Toledo, Ohio, are 
makers of the Toledo galvanized tub with wringer at- 
tachment. This attachment is claimed to be the best, 
neatest and strongest device for attaching a wringer to 
atub. It holds the wringer solid on the tub, strengthens 
the body of the tub and is always in place. 
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Heating and Ventilating. 








The Utica Heater Co., Utica, N. Y., are sending 
out a very handy postal card order book to their trade. 
This is so arranged that the dealer can keep a copy of 
each order sent and taken out a postal to send to this 
firm. This is certainly a very handy arrangement and 
one that will be deeply appreciated by the trade. 


John A. Fish, a pioneer in the heating field and for 
many years vice president and general manager of the 
Gurney Heater Mfg. Co., Boston, Mass., has disposed of 
his interests in that concern. Mr. Fish was originally 
from New Brunswick, and has been a practical student 
of hot water heating for many years. He had implicit 
faith in the future of the branch of heating and did 
much to popularize it throughout the country. 


The Keith Furnace Co., Des Moines, Ia., send us 
a pretty circular calling attention to the merits of their 
Monitor combination heater. This circular contains a 
number of strong testimonials. E. H. Stapp, Des 
Moines, in the course of a letter written this firm, 
Jan. 21, 1901, says: “I wish to say that this heater is 
now giving me entire satisfaction. The hot water at- 
tachment I consider is a great advantage, for it not only 
holds the heat a long time, thus requiring less frequent 
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Schwab & Sercomb has been dissolved by mutual con- 
sent, the senior partner, R. J. Schwab, having bought 
all of Mr. Sercomb’s interest in the firm business and 
property. A corporation will at once be organized to 
carry on the business, to be known as Schwab & Sons 
Co. It will have a capital stock of $300,000 fully paid 
up, and will make extensive improvements to meet the 
increasing demands for its heating apparatus and foun- 
dry products. We propose to meet orders in the short- 
est time and furnish only the most perfect goods. 

“Our pattern making department, which, with the 
up-to-date equipments, enables us to turn out high-class 
patterns of wood or metal promptly, at a moderate cost. 
Give us a trial in this line. Our foundry will at once 
be equipped to make the finest castings from 1 oz. to 15 
tons.” 


— 
> 





NEW PLANT FOR KEWANEE BOILER CO. 





The accompanying cut shows the superb new plant of 
the Kewanee Boiler Co., Kewanee, Ill., and 167-169 
Lake St., Chicago. This plant is equipped throughout 
with the latest and best improved machinery. Their 
different departments are well ventilated and finely 
equipped. The plat of ground they occupy is 475 by 
669 feet. Their erecting shop is 224x60. The boiler 














Rew Plant Kewanee Boiler Co. 


firing to keep the temperature in the house at a given 
point, but the hot air supplied seems much more pleas- 
ant and not so dry as that from the old style furnaces 
or from steam heat. Its great advantages over a regu- 
lation hot water plant are: first the cost, and then the 
great saving of valuable room that would be taken up 
by the radiators. In conclusion will say that I think 
that you have fully solved this heating question, and 
your system of heating by indirect radiation from hot 
water, combined with hot air, is the ideal method in 
every way, and I wish you success for your new 
heaters.” 





CHANGE IN STYLE OF MAKERS OF GILT EDGE 
FURNACES. 





Schwab & Sons Co., Milwaukee, Wis., are sending 
out the following circular letter to the trade: 
“We wish herewith to notify you that the firm of 


shop is 336x60. The foundry is 128x60. The shipping 
office and offices is 160x40. The machine shop is 240x 
40, with departments for power, for testing, for flang- 
ing, ete. The riveting tower is 60x28. A tube house, 
coal houses and warehouses are others of the buildings. 
This firm are located directly on the C., B. & Q. rail- 
road and have superior shipping facilities. Their great 
plant is so admirably systematized that there is a 
minimum of time lost in handling either raw or finished 
material. 


Geo. W. Hoffman, 295 E. Washington St., Indian- 
apolis, Ind., is wel pleased with the state of affairs in 
the business world. He recently received from one 
customer a rush order for 5 barrels and 10 cases of U. 
S. metal polish paste, also many other large orders. A 
gratifying feature of these orders is found in the way 
large manufacturers are repeating their orders for 
goods. 
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Tinshop. — 


DEVELOPMENT OF PATTERN DESIRED BY «Q.” 








10 THE AMERICAN ARTISAN. 
In answer to “Q,” after drawing plan and side and 


end view in their proper relation one with the other, 
Referring to plan, take each distance on the quarter 
circle A to B from X and mark them on a horizontal 
line X B A from X perpendicular to XY A make a line 
X Y equal to X Y of end view. Connect Y with the 
marks A to B. For the pattern make a straight line 1 
2 equal to Y A. From 2 as center on 2 2 (end view) 
as radius make an are, which cut with one struck from 
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1 as center and 1 2 as radius from each point 2 and 2 
strike the arcs represented by lines from Y to A B in- 
clusive. From A step from arc to are with the space 
used in spacing plan. Note that point B is the short- 
est in plan and points C C” are the same length each 
side of B. C of pattern joins the rectangular pipe in 
side view on the line 1 1 to 2. The 3” collar 22” diam. 
joins this pattern with register box and on top of rec- 
tangular pipe from C to C, as per plan. 
Wa. H. CUNNINGHAM. 
Mannsville, N. Y., Feb. 5, 1901. 
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PATTERN FOR IRREGULARLY SHAPED ARTICLE. 








To THE AMERICAN ARTISAN. 

In reply to “Q,” of Baton Rouge, I take it he 
wants to know how to cut out an article 22 inches 
diameter at the top, 3 inches high and 10x20 inches 
rectangular at the bottom. While it can be done con- 
veniently and easily, still, under the conditions, it seems 


‘to me more practical to bring it from the rectangular 


to 24 inches square; this would make it do for both 
his box and connection. But as this is not what he 
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asked for, and always ready to assist the regulars, I en 
close the following: 

First draw a plan as in Fig. 1, by striking a circ] 
diameter wanted and in this the rectangle. Then 
divide the half circle into any number of parts an 
draw lines from these divisions to the corners of th 
rectangle, as shown by lines 1, 2, 3, 4, 5, 6, 7, also th 
lines 0 and 8 to the center of side and end of rectang) 

Then in Fig. 2 construct a right angle on one sid: 
of which mark the height of article (the height it wants 




















t» be when finished), as from K to B, and from K trans- 
fer the length of lines 1, 2, 3, 4 in plan and draw lines 
from these points to B, this will give us the true length 
of lines 1, 2, 3, etc., in plan. 

Then Fig. 3 draw a line equal in length to B 0, 
Fig. 2, and at right angles to it draw a line equal in 
length to C D, Fig. 1 (or half of narrow side of rec- 
tangle, and from point D draw line 1’ in Fig. 2, inter- 
secting line 0, giving us point 1, also from D draw 
lines 2, 3, 4, 5, 6, 7, Fig. 2 (or should say strike them 
with dividers), then with dividers set the same distance 
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we used when dividing the circle in plan, step off from 
point 1, Fig. 3, the spaces 2, 3, 4, 5, 6, 7, then from 
point D with dividers set the distance D to FE, Fig. | 
(or half the length of rectangle), strike a circle as F,, 
and with dividers set the distance B to 8, Fig. 2, and 
from the point 7 strike a circle intersecting F, which 
gives us the point G, then lines drawn from 7 to G, 
and from @ to D will give us one-fourth of pattern, 
which is all we need, for by using this as a pattern we 
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an draw the whole figure. Anything not clear to “Q” 
will try and make it so. While by this description it 
may appear tedious, it is really not so, and can be 
lone in a far shorter time than it takes to explain it. 
There is another method, though hardly practical 
} use in the cramped quarters he has, which I will 
‘llustrate later if he desires. There is still another 
method, or lack of method, sometimes irreverently 
called “Guess and by Gum Style,” or cut and try, hew 


is 











and hack, pull and drag, etc. Tinners “who have had no 

trouble cutting their own patterns so far, but whose 

ability to explain how, is poor,” and whose descriptive 

powers on windmills, reaping machines, goose yokes and 

bob sleds, rival those of Jules Verne or Chauncey De- 

pew, are partial to this way. “NUTMEG.” 
Torrington, Conn., Feb. 5th, 1901. 


THE WINDMILL QUESTION. 








To THE AMERICAN ARTISAN. 
BEST POSTED MEN ARE LIBERAL. 


I have been very much impressed with what I have 
read in THE AMERICAN ARTISAN on the windmill ques- 
tion and all it leads up to. The most serious thing 
about it, to my mind, is how little some men know 
and how much some think they know. I notice one 
party was shamefully abused for asking a civil question. 
Advice seldom enough is taken as it is intended, but 
abuse cows a spirit. I find the best posted men the 
most liberal when called upon for information, but I 
also find that to try and force information usually 
causes these parties to rebel. 


FEW CHANCES FOR BOYS. 


Another thing most tinners lose sight of, is the fact 
‘hat there are very, very few places in these United 
States where a boy can go and learn the tinner’s trade 
and learn it right. What man in business is going to 
ct @ boy make a couple of gross of tin cups just to see 


how fast he can make them? Are there still places 


“lere measures, coffee pots, tea kettles, saucepans, dish- 
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pans, foot baths, milk strainers and the like are made by 
hand? If so, do they make enough of them to give a 
boy a chance to learn how, so that he will always know ? 


TINNER'S WORK IN BALTIMORE. 


Next April it will be 22 years since I started in the 
business, and even at that time in the city of Baltimore, 
Md., my instructor could buy chamber buckets for a 
whole lot less than he could let me make them for. 
He even let me make common graters out light tin, and 
I have only made one since then. In the last five years 
I have made two wash boilers out of three-cross tin. 


SOME TINNERS LACK NERVE. 


In those days we made all the stove pipe elbows we 
used. They were made out of two pieces, square, you 
know. But what would happen to a tinner that would 
offer them to the public now? Would it pay to let a boy 
make four or five piece elbows just to teach him how? 
Another thing, and a very important one, is the fact 
that not every man has the nerve necessary to pick up 
and leave when things don’t go his way, and some of 
them won’t go because they’ve got families. Not all of 
us are like “Kid Glove Tinner,” and I have not heard 
of many like him that ever amounted to a “tinker’s 
dam.” He is an exception to the rule for always having 
a trunk and an extra suit in it. Usually they carry 
their wardrobe on their backs. I’ll warrant he seldom if 
ever had traveling compaions who were “chips.” 


IS WORKING FOR A CORNICE MAKER. 


Perhaps, if he had looked under the cars he rode 
in he might have seen them on the bars, or riding the 
blind baggage. I am helping a cornice maker (beg par- 
don, “J. J. C.”) who is a good cutter, and that most 
precious of all beings, a man who can figure work and 
come out winner, and he tells me that he has been from 
Canada to Mexico and Central America, and from 
coast to coast, but you bet your life he is no “combina- 
tion man,” as he calls me. Oh no; not that. Of course 
he has been hard up and even hungry. He has worked 
for 70 cents a day on the section, played “brakey” on 
the railroad, run switch engine several days once, done 
quite a business handling ore, and says, “when you see 
me in a tin shop you'll know I’m broke.” He scoffs at 
me, though, for doing a little plumbing work, though I 
haven’t got as far along as Mr. Slothower, for I cannot 
wipe a joint yet. I would like to know more about the 
cornice business, but my employer canont be persuaded 
to stay after he gets the job we are working on now done. 


‘ HE ONCE ERECTED A WINDMILL. 


He has been here five months, and that is the long- 
est he has stayed anywhere at one time in the last five 
years. But he wouldn’t be a contemptible combination 
man even if he does own having run a stone drill in a 
quarry. I never put up but one windmill, and the direc- 
tions came with that. I don’t care about any more, 
and I draw a very sharp line on bicycles and Water- 
bury watches. But I ain’t silly enough to say that I 
won’t do this or that, for I tell you frankly that I 
will steal rather than starve, and I hope it will never 
get so dull that I cannot find work enough to do to 
make stealing unnecessary. 
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THE COLOR LINE IN THE TIN SHOP. 


Once upon a time I said that I would not work in 
a shop with a “nigger” tinner. I did, though, for one 
week in Kentucky, but it was only for one week for a 
stake. In conclusion I would say that I am getting 
$3.00 per day of 8 hours. I got $3.50 in Cripple Creek 
last winter, and did nothing but tin and sheet iron work ; 
but I would advise tinners to stay away from there just 
now. In Salida I got $3.50, but for 10 hours last sum- 
mer. 

WAGE SITUATION IN THE WEST. 

I merely mention this wage matter to show that 
sometimes a man who can do a little of something else 
can get as good wages as go, and often have the pref- 
erance in small towns. Men who have traveled Colo- 
rado and California know it, too. Trusting you will 
consider this worthy of space in our old friend THE 
AMERICAN ARTISAN, I close, wishing you much suc- 
cess. a 

Canon City, Col., Feb. 4, 1901. 


” 
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«NUTMEG ENCAMPS ON «B, E. A’S” TRAIL. 








TO THE AMERICAN ARTISAN. 
Not having the services of either a stenographer 


or typewriter I am unable to answer “B. E. A.” as fully 
as his letter calls for. He says there is a slight misun- 
derstanding in the way I receive him. Possibly this is 
so, but I certainly did not misunderstand what he said, 
for it is printed in THE AMERICAN ARTISAN, Volume 
41, No. 3, Jan. 19, page 47, section the 4th. “But if 
Hon. “J. J. C.” thinks I am no tinner and cares to 
challenge me to the bench, as well as to who will give 
the best satisfaction to our employer, I'll agree to meet 
him in any shop in the land of the free and draw my 
own patterns as well as construct,” etc. Taking him at 
what he said, and not being a mind reader, I proposed 
a match in the only way which seemed practicable, to 
which he responds, “I am not aching for trouble, neither 
am I anxious to show how little I know.” 

I have no desire to have a contest with “J. J. C.,” 
unless he insults me, etc. 

Then he is a little lame in explaining how to cut 
out work, but it don’t affect his ability as a tinner, and it 
is really unnecessary to know anything about it anyway, 
as out of the four best tinners he ever knew only one 
was a cutter, etc. And further on, he “could always be 
coming, the same as Bryan.” He might be coming, but 
certainly has not the staying qualities of Wm. J. His 
rapid and his easy change of front and abandonment of 
what he proclaimed so earnestly, is more like McK. 


“NUTMEG.” 
Torrington, Conn., Feb. 6, 1901. 
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JERSEY CREAM SEPARATOR. 








The Galesburg Cornice Works, Galesburg, Ill., are 
manufacturers of the Jersey Cream separator shown in 
the accompanying cut. 

This is a plain separator, easily cleaned in all its 
parts. The faucet lifts out and all parts can be washed 
and scalded without trouble. 

It is well made of the heaviest charcoal tin plate. 
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The bottoms are concaved, so that all cream drains 
the faucet without tipping the separator. 
These separators are made in three sizes, eith 











Jersey Cream Separator. 


plain or painted. The painted separators are hand- 


somely finished in vermillion and decorated, and let 
tered in an artistic manner. 
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NOTES AND QUERIES. 





FIRE ALARM GONGS. 


From J. F. Wozab, Humboldt, Neb. 
Where can I buy fire alarm gongs? 


Ans.—Bevin Bros. Mfg. Co., East Hampton. 
Conn.; Blymyer Iron Works Co., Cincinnati, 0.; Cin- 
cinnati Bell Foundry Co., Harriet St., Cincinnati; W. 
T. Garratt & Co., Inc., San Francisco, Cal.; New De- 
parture Bell Co., Bristol, Conn.; Rumsey & Co., Ltd. 
Seneca Falls, N. Y.; E. W. Van Duzen Co., Cincinnati, 


0.; E. A. Williams & Co., Jersey City, N. J. 


STEEL TOWERS. 
From J. F. Wozab, Humboldt, Neb. 
Where can I buy steel towers? 


Ans.—Flint & Walling Mfg. Co., Kendallville. 
Ind.; Phelps & Bigelow Windmill Co., Kalamazoo, 


Mich. ; Williams Mfg. Co., Kalamazoo, Mich. 


ALUMINUM COMBS. 
From Miles Hardware Co., Mason City, Ia. 


Would like addresses of manufacturers of alum- 


inum combs? 


Ans.—Minneapolis Aluminum Co., 307 Nicolle! 


Ave., Minneapolis, Minn.; Hutchins Mfg. Co., Spring 


field, Mass.; Aluminum Mfg. Co., Two Rivers, Wis.: 


Queen Aluminum Co., Cincinnati, O. 


WINDMILL REGULATORS. 
From “Reader”, Chicago. 
Would like addresses of manufacturers of win 


mill regulators ? 


Ans.—Fairbanks, Morse & Co., Chicago; Flint ° 


Walling Mfg. Co., Kendallville, Ind.; Novelty Mi 


Co., Rock Island, Ill.; Stover Mfg. Co., Freeport, Il!.; 
United States Wind Engine & Pump Co., Batavia, Ill. 
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BE. B. Winger, Chicago; Zimmerman Mfg. Co., Auburn, 


Ind. 
HARDWARE STORE FIXTURES. 


From F. W. Goldschmidt, Kinsley, Kan. 

Would like addresses of manufacturers of hard- 
ware store fixtures ? 

Ans.—J. D. Warren Mfg. Co., Chicago ; Champlain 
Mfg. Co., Burlington, Vt.; Enochs Lumber & Mfg. Co., 
Jackson, Miss. ; Joseph Kinttel Show Case Co., Quincy, 
Ill.; Museatine Sash Door Co., Muscatine, Ia.; H. 
Park & Sons Mfg. Co., St. Louis, Mo.; Ramos Lumber 
& Mfg. Co., Ltd., Ramos, La.; Rochester 8S. Case Works, 
Rochester, N. Y.; The Timber Lumber Co., Sheboy- 
can, Wis. 

GASOLENE SYSTEM FOR LIGHTING RESIDENCES. 
From R. H. Carpenter, Stanley, Wis. 

Would like addresses of manufacturers of gasolene 
systems for lighting residences ? 

Ans.—H. Merkel, St. Louis, Mo.; Acorn Brass 
Works, Chicago; Chicago Solar Light Co., Chicago; 
New White Light Gas Lamp Co., Chicago; Quicklight 
Mfg. Co., Chicago; Ringen Stove Co., St. Louis, Mo.; 
Detroit Heating and Lighting Co., Detroit, Mich. 

LEADER WASHER. 
From Koch & Kank, Brillion, Wis. 
Where can we buy the Leader washer ? 
Ans.—Felix & Marston, 55 S. Water St., Chicago. 
HOLLOW WIRE. 
From C. A. Bergh, Mondovi, Wis. 
Where can I buy hollow wire? 
Ans.—A. T. Wall & Co., Providence, R. I. 
STORE LADDERS. 
From H. Wehmhoefer, Beecher, III. 

Where can I buy good store ladders ? 

Ans.—Lane Bros. Co., Poughkeepsie, N. Y.; F. E. 
Myers & Bro., Ashland, Ohio; Coburn Trolley Track 
Mfg. Co., Holyoke, Mass.; Bicycle Store Ladder Co., 
Chicago; Milbradt Co., St. Louis. 

GALVANIZED IRON. 
From A. A, Reader, Sioux Falls, S. D. 

Where can I get galvanized iron, corrugated in 
¥%-inch crimps, 24% inches deep, for sheets 18 inches 
wide and 3 feet long? 

(Can any of our readers answer this question ?) 


PORCELAIN MOUTHPIECES FOR SPEAKING TUBE 
WHISTLES. 

Frora C, DeWitt Wagner, Cedar Rapids, Iowa. 

Where can I buy porcelain mouthpieces for speak- 
ing tube whistles ? 

Ans.—Edwin Hunt Sons, Chicago. 

LOCATION OF WM. MILLER & CO. 

From Kirk & Allen, Jamestown N. D. - 

Will you kindly advise us of the address of Wm. 
Miller & Co., manufacturers of stoves and ranges? 

Ans.—The Wm. Miller Range & Furnace Co. are 
located at West Fifth street, Cincinnati, Ohio. 


—-* ae 





ITEMS. 





J. F. Kenkel, who is widely known to the trade of 
the country, will take charge of the new enameling man- 
ufacturing firm of McLaughlin, Martin & Parkhurst 
Co., Canandaigua, N. Y. 
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Chas. Hahn, who is contemplating opening up a 
tinshop in Red Lodge, Mont., would like to receive cat- 
alogues from tinners’ supply houses. 

Louis Hopmann, Henry Hopmann and Herman 
Hopmann are the incorporators of the South St. Louis 
Cornice Works, St. Louis, Mo., capitalized at $2,500. 

J. M. & L. A. Osborn, Cleveland and Columbus, are 
manufacturers of the well known Osborn’s Guaranteed 
Old Style roofing tin. This plate is heavily, richly and 
uniformly coated by this firm’s special hand-dipped, 
palm-oil process. It is also furnished with genuine 
charcoal iron base. 


Riter Bros. & Co., 1022 Race St., Philadelphia, are 
manufacturers of the popular Heib’s shanks. These 
are made of wrought iron and will bend to any pitch 
without breaking. Their No. 7 shank is made expressly 
to drive into box cornice. Their No. 12 quarter pitch 
can be used under tin shingles or slate. 


The Globe Ventilator Co., Troy, N. Y., are 
manufacturers of the Globe ventilator in brass, copper, 
galvanized iron, and with glass tops for skylight pur- 
poses. These ventilators are designed to ventilate 
schools, churches, halls, mills, factories, and audience 
rooms of every character. This firm’s pamphlet on 
“Globe Ventilated Ridging” will be forwarded the trade 
on application. When writing for the same, kindly add: 
“Saw it in THe AMERICAN ARTISAN.” 


N. & G. Taylor Co., tin plate manufacturers, have 
just erected at their tin plate works in Philadelphia, a 
large and commodious machine shop, complete in every 
way with the most modern machinery, turning lathes, 
drills, shapers, forges, emery wheels, etc. They have 
also lately added two tinning stacks, making now 25 
in all. Their tin house is acknowledged to be in its com- 
plete equipment the finest in the world. They are run- 
ning to their full capacity and report a most excellent 
business in all their departments. They have also given 
out the contract for an additional building for their as- 
sorting and warehouse department, which will give them 
much greater facilities for prompt handling and ship- 
ping goods. The recent large additions to their rolling 
mill at Cumberland, Md., necessitate the above improve- 
ments. 


The Klauer Mfg. Co., Dubuque, Ia., send us a 
copy of their handsome catalogue, showing their line 
of sheet metal cornices, skylights, roofing, eave trough 
and conductor pipe and ornamental steel ceilings. This 
firm have some beautiful new designs in continuous 
steel ceilings that are both elegant and appropriate for 
all classes of modern buildings. By the aid of their new 
and improved machines this firm are enabled to furnish 
a perfect watertight seam on their conductor pipe with- 
out stripping the seam of any of its galvanized coating. 
This firm’s single bead lap joint troughs are made in a 
single piece ten feet long. The slip joints with extend- 
ed edge at the bottom are easily put together, although 
perfectly watertight, and dispense with the necessity of 
soldering the joints. The beads are strong, perfectly 
uniform in shape and make this a very strong trough. 
One of these interesting catalogues will be forwarded 
the trade on application. When writing for same 
kindly add: “Saw it in THe AMERICAN ARTISAN.” 
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Illinois Roofing ‘& Supply Co.. ..89 
Independent Register Co........... 1 
yk Seer 
Joliet Stove Works.............++»-18 
Jones & Dommersnas............... 82 
Kanneberg Roofing Co..............90 


a 4 ee eee 
La Crosse Steel Roofing & Cor. Co.89 
MO eons a canedneawged ainin 


Lalance & Grosjean Mfg. Co.. 
Lawler Water eueet & denpesced Reg- 


ulator Co.. 


Lenox Machine es - 
6) Lindemann, J.P., & Sons........... 
... . 2 5 Saar ene: 
I III oct cuca ce-aienen wend 
Major Cement Co...... .......... 

ee 
Martin & Morehead................ 
EE EIN hs Saeecaduswes dace { 
i reece 
DM Ekihenethainh enemcxiebindatea 
Meyer Furnace Co........ ......... 


Michel, Oscar....... 


Michigan Barrel Co......... Lisi 
meee, Fae. A, B BiWcccs ccc cvctscess 
Milwaukee Automatic Co.... ...... 


Miner & Peck Mfg. Co ............. 
Monarch Stove Co.............. we 
Montross Metal Shingle Co.... ..... 
Mueller, L. J. Furnace Co........ nt 


National Enameling & pects 


Co.. 


Niagara Machine & Tool Werks... 
UO eee. 
Ts 006s cand sous smaceien 


Old Dominion Iron & Nat’ 1 Works. 
ey Oe Oe Bn Bic decd ecccsacal 
eS eee 
Peters Cartridge Co,,.......... 0.06 
Peterson, A. A. & Ca.<.csiiciscsccs 
Phila. Hdw. & Malleable Iron Wks 
Pittsburgh Stove and Range Co.... 
EE ne ae ee 
CPURGEoeee DEO. CO oc cc ccesies cvcceee 


Randleman Sons............ 


ent UID AD..< ose and sds ne 


Riter Bros. Co........ 


Schneider & Treskamp Co.. bitisiclnSieitin 
Schreiber & Conchar Mfg. Co 
Schreiber, Conchar & Westphal Co. 
ee eee 


Smith & Hemenway Co....... ...... 
Ee Pee 
Standard Lighting Co.............. 
Stanley Rule & Level Co ........... 
ae ere 
OA 8 ee 
es Be es BG i hea cc cecces cas 

Tinnerman Steel Range Co......... 
Toledo Register Co........ ....002-8 


Toledo Tinware Co.. 


Van John Range Co.. scacaiesneidkaeed ; - 


Weller, F.S.. 


Welling Mfg. Co... haccede neuincdimaenoe 2 
West Mfg. Co.. © cece ce coves 
White, Thomas ‘Stove Co diasactirenitiag 
ee een 


or 


CLASSIFIED LIST. 


Architectural Sheet Metal 


Work. 


Friedley & Voshardt.... ....... 


Awnings. 


Canton Stee] Roofing Co .......... 


Balers 
Ertel, Geo. Co... 


Brazing Forces. 
A, Tc Bl eiiacen. stare ccuenal 


Broilers. 


Bnemasd, Weis OF Ghee ve co ccsececn 


Building Paper. 


RON &  . eee 


Smith, Bradner & Co...... 
Bungs 

Litchfield, J. M.. in 

Can Openers, 


Smith & Hemenway Co............ 


Ceilings-Steel. 


fk ee ee 


Burton, W. J. & Co.... 


Canton Steel Roofing Co........... 


BE Bo Oi ME sce secs todaeesias af 
Friedley & Voshardt 
Garry lron Roofing Co. .............84 
Illinois Roofing & Supply Co.... 
Kanneberg Roofing & Ceiling Co...86 
La Crosse Steel Roof & Cor. Co....89 
Northrup, H. S...... 


Bi@taey Puemmace Co. o.ces cvccccecece 
Kewanee Boiler Co................. 


Cove ce S8088e ceees oo cece 


Major Cement Co.. 


Chimney Tops. 


Burton, W. J. & Co. 
Garry Iron & Steel a. C.o 0.. 

La Crosse Steel R.& C. Co.. 

Conductor Strainers. 

Burton, W, J. & Co 
Canton Steel Roofing Co 
Garry Iron & Steel Roofing Co...... 
Kanneberg Roofing & Ceiling Co... 
La Crosse Steel Roofing & Cor. Co.89 


Burton, W. J. & Co 
Canton Steel Roofing Co 
Galesburg Cornice Works.... 

Garry Iron & Steel Roofing Co. 
Kanneberg Roofing & —" Co.. 


La Crosse Roofing Co... 


Corrugated foe; 
7| Canton Steel Roofing Co 


Canton Steel Roofing Co 

Kanneberg Roofing & Ceiling Co...90) national Enameling & Stamping 
Damper Regulators. 

Lawler Water Feed & —_— Reg. 


"Rew Han gers. 


on © Troughs. 


Burton, W. J. & Co 78 
Canton Steel Roofing Co............ 
Clark, Quien & Morse 
Cooney, Geiger & Co 
Garry Iron & Steel Roofing Co 
Illinois Roofing & Supply Co.... 
Kanneberg Roofing & Ceiling Co... 


La Crosse Stee! Roof. & Cor. Co.... 
Miller, Jas. A. & Bro 


ree 


Barnett, G. & H. Co...... 
Flue Stoppers. 


GI inn tik. de ecnmeets 
Fuel Economizers. 

Burton, W. J. & Co 
Furnace Cement. 


CRROON, Bile GE Bey Bhiios cine co caenes 
Furnaces—Tinners. 

Clark Novelty Co 

Clayton, Lambert & Co 
Furnaces Warm Air. 


Bergstrom Bros. &Co.......... 
Boynton Furnace Co 


2) Burton & W J. Co.........eeeeeee: 
86| Canton Steel Roofing Co.... ....- 


Forest City Fdy. Co 
Front Rank Steel Furnace Co 
Hess, Snyder & Co 
Lenox Machine Co 
Smith, Chas. Co 


Gas Stoves and Ranges. 


Odin Stove Mfg. Co 79 


| Smith & Hemenway Co 81| Standard Lighting Co.. 





Hammers. 
Smith & Hemenway Co............ 81 
Hatchets. 

Smith & Hemenway Co........... 8! 
Hardware Specialties. 
American Cutlery Co.... ........... 82 
American Tinware Mfg Co.........8% 
ND eras ons c00s ce ceece 77 
Fe A ee eee 90 
Bement BeGBee cc ccccce ce cccc cece ce 1 
Farwell. Ozmun, Kirk & Co........ 83 
Galesburg Cornice Works..........87 
eis TER, «dn ctnne-cciccae ccée ce l 
Lee Glass, Andreesen Co........... 28 
ee In o5s 0045000 000s 0s0ce 87 
Miner & Peck Mig. Co.............22 
Nat. Enameling & Stamping Co....84 
Schreiber & Conchar Co....... .:.. Ei 
Schreiber, Conchar & Westphal....74 
Bpeety. De Bh.o.ccccccccss sees cc ceccee. 86 


Heaters—Hot Water and Steam. 


American Radiator Co.... ........ 2 
g, Kewanee OO ee 2 
Horse-Shoes. 


"88 Old Dominion Iron & Nail Works ..91 


Hose Coupling. 


"89 Clayton, Lambert Mfg. Co..........82 


House-Furnishing Goods. 
Cleveland Stamping & Tool Co....-8( 


Enterprise Mig. Co.... ....--++see+ 81 
--980) Lalance & Grosjean Mfg. Co....... 83 
ick ik ont) nad lektegh tbencndtesee &4 
Sperry, D. R. & Co... --0- cere cece 86 
..77| Toledo Tinware Co....... +--+ ++00+-.86 

1 Ice Picks 
Smith & Hemenway Co.........----81 

Knives. 
’! Smith & Hemenway Co .......++++- 81 

Lanterns. 
86) Berger Mfg. Co... «22. -eeeeeeeeecees 89 

Lemon Squeezers 
+88) Smith & Hemenwoy Co..........--.81 
Lights. 
Acorn Brass Works...... «+++ «+++ 84 
Chicago Solar Light Co.. "a 
7 Martin & Morehead..........++ +++ 78 
| Merkel, H.....- cece cocccccceecceees ’ 
Quicklight Mfg. Co.........00--+- +979 
2 
Metal Shingles. 

1 Berger Mfg. Co.... 2.6 eeeee- seer eres nor 
; Burton, W. J. & Co..ccoe ---e sree: /Y 
| Cortright Metal Roofing Co..... ..91 
77) Garry Iron & Steel Roofing Co. eee 88 


..82) Kanneberg Roofing & Ceiling Co. .90 


La Crosse Steel Roof & Cor Co....8” 


Metals-Perforated. 
Apion, The Robt Perf’d Metal 


Betas & King Perforating Co.92 


Metallic Shutters. 
Berger Mfg. Co...... peta nanneres 


Garry Iron & Steel Roofing Co..... 88 


La Crosse Steel Roof & Cor Co....5 
Mitre Boxes. 
| Smith & Hemenway Co.... .---..+- 81 
Nails. 


Old Dominion Iron & Nail Works,.8 


Oil and Gas Stoves. 
Clark, George M & Co,.......--- 


Lindemann, J.P. & Sons.......----- lt 
3 Monarch Stove Co.........-++ss00+: 

Odin Mfg. Co......--eceeeeeeecceeee 7 

Ringen Stove Co.. iene * 
g1| Schneider & Trencamp ‘Co. eae ; 
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Paints. Roofing. 
\luminum Paint & Polish Co......22) American Steel Roofing Co.... ....98 
Burton. W. J. & Co..... Neietesiaancted 78) Berger Mfg. Co........ s pneguneene’ 89 
anton Steel Roofing Co..... ...... oe OF er 78 
Garry Iron & Steel Roofing Co..... 88} Canton Steel Roofing Co........... 92 
Dixon, Jos. Crucible Co............ 69| Cortright Metal Roofing Co......... 91 
Enterprise Paint Mfg. Co......... 78| East yeepad Consolidated Slate 
Kanneberg Roofing & Ceiling Co..90 Sts ninbecotnasbananee iuetesl 89 
La Crosse Steel Roofing & Cor. Co.89 Zller, J. H. & Co. Coo ces Coeeesesees 88 
Paper. Garry Iron & Steel Roofing Co..... 88 
, Kanneberg Roofing Co.............90 
Burton, W. J. & Co...... -.--+004, 5 La Crosse Steel Roofing Co........89 
Smith, Bradner & Co... ... ...... 91 Miller, Jas. A. & B s 
Kanneberg Roofing & Ceiling Co.. 90 M oa ae tal ore neaate = 
La Crosse Steel Roof & Cor. Co....89) om ross Me ° sgnpteeemenee : 
Patents | Gabomn, FEE, & L. A..ccccccce cece 92 
° A ae 
Jenner, H. W. T........ settee eeeees 68! Taylor, N. & G. Co............ee00. 92 
Michel, Oscar,........ sete coos ee Sl 
Plyers and Nippers Saws. 
Smith & Hemenway Co............ pa} Aiiins, B.C. Co.......2. 20.0055...08 
Polish. | Disston’s Henry Sons.... .......... 81 
Buckeye Paint & Varnish Co.... .. 76 Saw Sets 
oy her ie tea rene oa Smith & Hemenway Co............81 
i RE 76 Scales. 
Pruning Shears American Cutlery Co...... ........82 
Smith & Hemenway............ .-81) BOOGIE BE Bnocisccccccescccescendll 
Pumps. Shears, 
incl TN is Becin dice penn cnsncs 87 Smith & Hemenway Co.... ........81 
Beosi, Pred T. Co...ccse secece 8 eccet fi Siding. 
Radiators. Canton Steel Roofing Co....... .... 90 
American Radiator Co.... ......... 2 = 
Razor Strops. Sporting Goods. 
Smith & Hemenway Co............. 81 Peters Cartridge Co.............. ..82 
Razors. Skylights. 
Fox Cutlery C0.... 0. cccccceccc sos. 88) Borer Mig. Co.... ccc. cccccscccecs 88 
Smith & Hemenway Co....,........ eee ne er 
Utica Drop Forge & Tool Co ...... 81) Canton Steel Roofing Co........... 90 
ae Friedley & Voshardt.. b shswealllll 
Ideal Mfg Co.. a; HE ..85| Garry Iron & Steel Roofing Co. .. .. 88 
Michigan Barrel Co. ..+++.+++-85) Kanneberg Roofing & Ceiling ..90 
Registers. La Crosse Steel Roof & Cor. Co.. ..89 
Adon Oo. Ss Powers Bros.. eates sedhthsecncs 
Canton Steel Roofing Co. Saihencaied 92 Stove Bolts. 
Independent Register Co...... .... 1) Atlas Bolt & Screw Co.............. 1 
Henry. T. E.. — 
Phila. Hdw. Malleable Iron Wks... Stove Casters. 
Schreiber & Conchar., ¢sensee "a Independent Register Co........... 1 
Toledo Register Co.,.. ..........6. ee 76\ 





Stove Lining. Danielson Machine & Tool Co.....91 
Asoestine Mfg. Co..................75| Gray, G.L.. sees ceseceer sees BO 
RAIN, THI ance ccveness secescance 1 — & Dommersnas... seee --82 
Bridgeport Crucible Co..... ........ 77| +-Uikin Kule LO oe ees 87 

Niagara Machine & Tool Works. 91 

Stove Patterns. “< 5 Sai ACen. 87 
Acme Pattern Works.. 054006000 Tl EUs Bo Bteséecees bch woeen aie 
Cope, Geo. W. Pattern Works asad 76| Stanley Rule é & evel Co. pebedtee aes 8 
Gobeille Pattern Works......... ..76| Swaine, J. F.& Co. seeteete tena BT 
Mersfelder, W. L....... ......+++...77| West Mfg. Co. te eeeees qeemscuenS 
OS eS Say 76| Tinplate 

Stove Polish. American Tin Plate Co.... .........00 
Dixon, Jos. eo.) Burton. W. J. oo) le 
Hoffman, Geo. W ......+s0+++++++»79) Canton Steel Roofing Co..,........90 
Wynn, L. D.. cece ++ se0e7@) Garry Iron & Steel Roofing Co... ..88 

Stove See. Illinois Roofing & Supply.. ae ee 
American Stove Repair Wks.......77 pee eee a at & Cor. > ag 
EG Pisa c cc 60es 5520500000 0065<s 76| + avrosse Stee! NoO!, or, Lo.. 
Great Western Stove Repair Co....77 ose erage “a ft essecbes oot 

sborn cons ae 
Stoves and Ranges. Sy 8. ee 92 
Beckwith, Estaet of P.D...........24 ; 
teed DAR NIE IE. 5 <ccckncnevees divcce 15 Tinware. 
Cfeveland Steel Range Co.......... 16 Cooney & Geiger.. or 
Comstock-Castle Stove Co.........4°5! Enterprise Mfg. Co.. : gl 
Cox, Abram Stove Co..........---- 8] National Enameling & Stamping 
Detroit Stove Works...............19 Bern ee ee ae 84 
Eclipse Stove Co.......++++++-s++++017] Peterson, A. A. & CO.+esssses cece. 86 
Enterprise Stove Co............--+: 20! Toledo Tinware Co........ ........86 
Excelsior Stove Mfg Co......... 12-13 
Re, SU Oe none o0nsscéc cave Tubin 
ee ; g- 
Joliet Stove Works...... .... .... .18 
Lindemann, J. P. & Sons .... _.1@| Canton Steel Roofing Co....... ....90 
ee Ventilators. 
Ge Bt GPs noc cave ee wccncaecesed 79 
Pittsburgh Stove & Range Co...... 18 —a ene coniahen eecectahatae a 
Tinnerman Steel Range Co......... 22 - aed 1 J. e Co. a —— 
Fay De TR Gs 60 c.c5cs 0000 0060 9 : _ ; 
a Joha Range Co . Garry Iron & Steel Roofing Co. . +» 88 
ite, Thos. Stove Co............+. 7 lobe V 1 Cc 
Py SH Bi cacesee wescccnees 19) Globe Ventilating Co......... ..... a 
sedi” pp it Batts on in hn ala aati | Kanneberg Roofing & Ceiling Co, .90 
Stove Trimmings. La Crosse Steel Roof. & Cor. Co...90 
Arcade Mig. Co...........scecesees 77| Powers Bros...........+-++seeereees 2 
Atlas Bolt & Screw Co..... ........ 1} Washing Machines. 
Columbus Bolt Wks................@%| Benbow Mig. Co Be 
Fanner “a age aetna sen Brammer, H. F. Mfg. Co....... ....86 
; age coensures. | Clark, Quien & Morse..............86 
Lufkin Rule Co...... ....++-- ..87| Randleman & Sons...............0: 86 
Tinners’ Tools and Guaeties. Wire. 
NS 2 err Pk ee ee 82 


























667,671—Hot air furnace. James T. Brien and 
"heodore R. Brien, Hoosick Falls, N. Y. 
667,691—Combined plate and stove lid lifter. 
— M. Evenstad, Ottofy, N. D. 
17,692—Stove door screen, Horace HE, Fine, 


rial N. J, 





New Patents. 
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667,888. OX 


667,782—Strainer. Charles H. Kepley, Chicago, 

667,821—Eaves strip. William A. Fingles, Balti- 
more, Md. 

667,883—Flue stopper. John Kirkwood, Lenox, 
Mass. 

668,122—Flue scraper, Veitus Radspinner, Peoria, 
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Trade Report. 


BRADSTREETS’ ON IRON AND STEEL SITUA. 
TION. 

The editor of Bradstreets telegraphs us this ad- 
vance report of the iron and steel situation: 

Despite the check to new business given by the talk 
of consolidation, a fair volume of trade is doing at all 
feading iron markets, and the advances noted in these 
columns last week are firmly held. Bessemer pig is 
still selling at $13.25 at Valley furnaces, equivalent to 
$14.00 at Pittsburg, and sales of 10,000 tons are re- 
ported. Immediate deliveries of steel billets still cost 
50 cents to $1.00 more than the pool price, $19.75. 
Chicago reports manufacturers’ price lists withdrawn 
pending the consolidation, but the billets are $2.00 a 
ton higher on sales of 20,000 tons. Structural ma- 
terial is active, and the largest consumption since 1895 
is looked for. 





IRON AND STEEL. 

Pig iron is dull and weak, prices showing a declin- 
ing tendency, which is very discouraging to producers. 
Northern irons are about 25c a ton lower than they were 
a week ago, and about 50c lower than two weeks ago, 
while Southern irons have declined about 25c in two 
weeks. Bar iron, ex-store, is moving slowly. Finished 
material is still active, particularly structural shapes, 
plates, billets, sheets, pipes and tubes; orders are un- 
usually small, but the volume of trade is large for the 
season and the mills are well employed, while some 
Pittsburg concerns, it is reported, have declined orders 
for immediate shipments, and one large company, it is 
asserted, has refused to accept any business for deliv- 
ery in any quantity within the next 60 days. It is be- 
lieved that the dull season is nearly at an end and that 
the large spring contracts will soon be placed. 





WIRE NAILS. 
Wire nails are in good demand with carload lots 
at $2.45 and small lots from stock at 5c advance 





CUT NAILS. 
Carload lots of cut nails are quoted at $2.25 and 
small lots from stock are 10c advance. The demand is 
excellent. 





PLAIN WIRE. 
Plain wire is in excellent demand. In earload lots 
the price is $2.40 and for small lots from stock the 
price is $2.45, 





HORSE SHOES. 
Horseshoe prices have undergone a change. The 
price on carload lots, viz., $3.50 on iron shoes and $3.25 
on steel shoes, f. o. b. Pittsburg, is now granted on 10 


keg orders. 





CHAINS. 
Chain is in strong demand and the tendency of 
prices is upwards. 





WIRE CLOTH. 
Wire cloth is held at decidedly firm prices. The 
retail price is $1.00 per 100 feet. 





WHITE LEAD IN OIL. 
White lead paint in oil is quoted at the following 
prices: 614c per lb. in lots of 500 lbs. and over, and 
Yc per lb. in lots of less than 500 lbs. 





LINSEED OIL. 
The linseed oil market is dull. City raw is quoted 
at 65c to 68c for 5 barrels or more, and at 66c to 69e 
in lots of less than 5 barrels. 





SPIRITS TURPENTINE. 
Turpentine prices rule as follows: 40c for south- 
erns, and 4014c for machine made barrels. 





COPPER. 

There has been a good business done in lake cop- 
per at 17c, and also in electrolytic at 165gc,~and the 
market is firm at these prices, with excellent demand 
from domestic consumers, while there is also consider- 
able inquiry from abroad. Exports from New York re- 
ported since Monday amounted to 209 tons, of which 
175 tons were for Havre, 20 for Trieste and 14 for 
Liverpool; exports from Baltimore were 310 tons to 
Hamburg; exports from Philadelphia, 50 tons to Rot- 
terdam. ‘The London market was easy and lower on 
Tuesday, and easier and still lower Wednesday, the 
total decline for the two days amounting to 10s per 
ton for spot copper and 6s 9d for future delivery. Best 
selected copper was quoted at £78 per ton, as against 
£78 on Feb. 6 and £78 5s on Jan. 30. 





TIN. 

There was very good demand for spot tin, which 
was scarce, and sold at 2634c, an advance of 4c over 
Monday’s closing prices; futures, however, were neg- 
lected. Quotations at the call on the New York Metal 
Exchange Wednesday were: Straits or Malacca, spot, 
bid, 26.45; February, bid, 26.45; settling price, 26.50; 
March, bid, 26.45; settling price, 26.50. 


LEAD. 


Lead continues quiet and closed unchanged a! 
1c per Ib. in 50-ton lots. Arrivals at New York were 
about 50 tons bullion from South America. In London 
soft Spanish lead was easy, selling at £15 per ton as 
against £15 1s 3d on Tuesday and £15 2s 6d on Monday. 





SPELTER. 

There was a rather firmer market on spelter with 
better demand, and the market closed at 3.90 to 3.95c, 
as against 3.90 on Monday. In St. Louis the market 
was quiet at 3.75c nominal. 
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Quotations. 


METALS. 


FIRST QUALITY BRIGHT PLATES. 


Per Box 
M =i‘ pw wenn Se nea Wbesdee andes 10x14 $7 75 
IX 10x14 9 50 
IC 12x12 7 75 
IX .12x12 9 50 
IC .14x20 7 75 
IX -14x20 9 50 
IXX .14x20 10 00 
IXXX .14x20 11 00 
IXXXX .. 14x20 12 60 
RR EE eee en 20x28 15 50 
 cuedeiiiavibtierncensscesuat 20x28 17 25 
IXX ..20x28 19 00 
IXXX ..20x28 20 75 
IXXXX ..-20x28 22 50 


COKE PLATES. 
Cokes, 180 IDS.........022++++200.1C 14x20 9 70 


Cokes, 200 Ibs........ ‘ besecguneee IC 20x20 1000 
Cokes, 210 lbs ........... IC 14x20 10 80 
Joker, full weight................ IC 20x28 $11 50 
Joker, full weight..............- IX 20x28 18 50 
Rolie, Biive sc cesndcnsegscecns IC 20x28 11 2 
| Se er IX 20x28 138 25 
Saline, Ts niin weiteccsoveves IC 20x28 1115 
Del Sin dnkeecebaxcndcnen IX 20x28 18 15 
DOO, Be eiicateccececs coun cvan IC 20x28 11 00 
eee IX 20x28 18 00 
PIG IRON. 
Lake Sup. Charcoal......... ....... $18 50@$19 50 
Local Cole Fiby Boe. 8.4.20 cccceses 15 50@ 16 00 
Local Coke Fdy No. 2.......... woe. 14 3@ 15 00 
Local Coke Fdy No. 8...... ....0s0. 14 00@ 14 50 
Local Scotch Fdy No. 1............. 15 50@ 16 00 
Local Scotch Fdy No. 2............. 14 30@ 15 00 
Local Scotch Fdy No. 8............. 14 O@ 14 30 
Southern Coke No. 1..........++ see 15 10@ 15 60 
Southern Coke No. 2...... 2.002000 14 60@ 15 10 
Southern Coke No. 38... 14 10@ 14 60 
Southern Coke No. 4........ .eseees 13 60@ 14 10 
Souther Ne.‘ 1 Belt....co ccccccccces 15 10@ 15 60 
Southern No. 2 Soft...........s.see. 14 60@ 15 10 
Southerm Silveries...o0scccesccccccce 16 25@ 16 75 
Jackson Co. Silveries................ 18 50@ 20 00 
Ohio Strong Softeners.............. 16 80@ 17 30 
Alabama Car Wheel...........:.... 21 75@ 22 75 
Malleable Bessemer...............+: 15 00@ 15 50 
CR Fe inteidetnssddtnnseinis ce 15 00@ 15 50 


BLACK SHEET STEEL. 


in. sin. Nos. 8 and 10.............. perlb. 290 
SOM senineerne shed Gyacienvens boneel per lb. 2 9 
a ee 
Be TRG Biaiik Gann 0008 <008ee scone perlb. 3 05 
No. 20, 22, 24, 25 and 26............+:- per lb. 3 00 
UO, Thicke cents 66bs kansscscessessne Qtek. ED 
WO ii tines orelie deck obec esindantcaen perlb. 3 20 


PATENT PLANISHED SHEET STEEL. 
Patent Planished Sheet Steel..‘‘A” $10 95,"°B’’ $9 95 


GALVANIZED IRON. 
URE TIO cats cnusenccccencceeses ccs 70K& 54 


CN eal cddisa ccceteeenins coctebdianns 20c 


SHEET ZINC. 
CUD hs Caren, Bec cesecccdseccce cases 7c per |b. 


COPPER 


COppr.. crceee sevccccece cess Dase, B0I6C 











HARDWARE. 


QUOTATIONS. 


(The quotations given below represent the 
current hardware prices. They are not given 
as manufacturers’ prices, and manufacturers 
should not be held responsible forthem, Man- 
ufacturers sometimes name higher figures than 
those quoted for goods; they are not always 
selling at the price quoted, but goods are being 
sold at the figures printed below by manufact- 
urers and jobbers.) 





AGATE NICKEL STEEL WARE. 
Agate Nickel Steel Ware................. +. B5&10% 


AMMUNITION 


CAPS, PERCUSSION—per 1000— 


BP is WHINE, BED, n.0n0 ccccccecsé Beckesencce 

Chics sdiaidinnns dette died pine cxnduiinaee we 40c 

Eley’s. 52c 

7 CARTRIDGES. 

Peters Rim Fire Cartridges................ 50&34 

Peters Cent Fire, Pistol and Rifle.......... 25&3¢ 

Peters Cent Fire, Military and Sporting 
a Sees 15&54 


Peters Blank Cartridges, except 22 and 82, 
an additional 10% from above discount. 


Peters Blank Cartridges, 22 cal.......... $1 75 2s 
Peters Blank Cartridges, 82 cal.......... 8 50 2s 
Peters B B Caps, Round ball................ $1 18 
Peters B B Caps, Conical ball............... 1 90 
U. M. C, Rim Fire Cartridges.............. 50&34 
U. M. C. Cent. Fire, Pistol and Rifle....... 25&34 
Winchester Cent. Fire, Military and Sport- 
I ina nn dcsnndk ec cbendn deed Once 15&84 
U. M. C. Blank Cartridges, 22 and 82 cal...... 108 
U. M. C. Blank Cartridges, 88 cal........ 50-10-108 
U M.C.BB Caps, Round Ball....$1 75..25&10% 
U. M. C. B B Caps, Conical Ball........ $2 00 net 
U. M. C. Rim Fire Shot Ctgs ...........50&15&3¢ 
U.M.C.Cent “ ° ececees WE1OR 


PRIMERS. 


Ec ccnth ence ccnneeeuee ne 


SE es cnn naan peep ceha dane stdnewte 110 

Ws ily he BIB oo ok.ccccce d00des chncesteteee 1 08 

I SII, nc.00 cece sees ceseaueuenes 1 08 
SHELLS, 


Peters & King Empty Paper Shells, 10 and 


12 gauge. Quickshot & League........ %&10% 
Peters & King Empty Paper Shells, 16 
gauge. Quickshot & League............ 20&108 


Peters & King Victor Nitro shells ............29% 
Peters & King Loaded Shells, Quickshot, 


League and SemiSmokeless ............ 
Peters & Kings Victor Loaded Shells with 

King’s Smokeless................. 40&10&10&54 
U. M. C. New Club, 16 gauge.............- 208108 
U. M, C. New Club » & 12 gauge. re 83% & 54 
U. M. C. New Club evceces SK G58 
Sas ME eins nite dennessecctestenanentees 18% 
U. BA. C. Bilgh Base... cccccccccccccccccccces 18% 
U,M, C, Trap.. oe .- 88K &10&74 
Winchester Blue Rivals. i erin ees maaained t 20 
Winchester Yellow Rivals............++++ 
Winchester Repeater .............. . 18 
WINNS EMG. 0 ccnccccecccvcccsss 88% &10&7 % 
U. M. .S yey Shells, Black ...... 
Winchester Loaded Shells, ; ‘Black .. ees _ 40&5¢ 

Powder .... 
I igi ee ccalh mais "Smokeless 
MEET ccckcec sesecccesccs (40&10&10& 58 
GUN WADS—per 1000. 

I Tins ciccecccccecnnsc0sdnees 20&5¢ 
es ees CE SN niceadnes sate eccce con W&5s 


POWDER, 


King’s Quickshot Powder; Kegs $4 00; % kegs 
$2 25; & kegs $1 25. 

King’s Semi-Smokeless. ............+..ss+: 20&5¢ 

King’s Smokeless. . 5 ..25, 20&10¢ 

Austin Quickshot Powder, Kegs 4 00; % kegs 
$2 25; % kegs $1 25. 

Dupont Smokeless, Sporting........ 25, 20&10&10¢ 





SHOT. 


— — sizes smaller than B, 25-lb bags 


Diep Shot, B and larger sizes, 25-lb bags, 


CT an ebin oni Sehi nae ene eces seine 1 60 
Buck Shot, 25-Ib bags, POF HAT. 000 000s coves 1 60 
Chilled Shot, 25-lb bags, per bag............ 1 60 

ANVILS, 
Hay-Budden, 70 to 84 lbs... .. 00. eeeeee 10c per Ib 
Hay-Budden, 85 to 150 lbs.............. Qc per Ib 


AUGERS AND BITS. 


Snell’s Boring Machine Augers.......-. B0& 10&c5¢ 
Snell’s Car Bits, 12-inch twist...........+ «+++: 404 
seaninge Pattern CN ae 50& 105 
ussel Jennings Augers and Bits........ 25& 10% 
Ship Augers L’Hommedieu Bits............+++ 15% 
RU «Ui nld cans Chehbe ade nnkedeeenebemenel 
RE TNs cnc nidudtopneecengheerecensiona 60& 10% 
AWLS 
ent. aN a o00c000050900000 0000 per doz. $ 35 
Brad, shouldered, assorted 1 to 4. .... pergr. 2 (0 
Brad, shouldered, assorted 1 to 6...... per gr. 2 50 
Narre pergr. 0 
tt cas nene-nednns cave cones per gr, 1 00 
No. 1, Scratch, handled.........+++++. per gr, 4 80 
No. 5, Scratch, socket......++0+e+eee: per doz. 6 00 


BEAMS—SCALE, 


Scale Beams, List Jan. 12, 82............ceeeees 35% 

PURE Bicc0000 consce 0005 0008000000000 0000 0000 0008 40 

BB, Oe UF kee 0000 c0nccces 000ren cece sees cone used 30% 
BELLS 

i ee. .....,. cccccnibe cacnensentaneseseseet 60% 

ie a een hills anne eit aebiniid 708 


Blacksmiths........ 
Hand, 6% DRscce 
Molders’, 10 in. 


704 
.. per doz. $4 50 
..perdoz. 9 00 





BIT STOCK DRILLS. 
eee 


BLOCKS, 


Common Wooden,......++.+sseeess - to 70&10« 
Eddy Steel Tackie Blocks.. ‘ . 6% &5s 


BOLTS. 


CARRIAGE, MACHINE, ETC, 


Common, list Jan. 30, '05......... cseeseeee 0&2%4 
Norway Iron, 3.00, list Sick: By Wivcedes coun 75& 104 
Bolt Ends, list Jan. ih Tiineks cone cesceuende 50& 10% 
Machine, list Ss err 70&108 


DOOR AND SHUTTER. 











Ives’ Patent Door ............ o ccce ce ccce cs OM 
Wrought Barrel, Standard li * «+» 10&108 
Wrought Flush..........++++ 408 10% 
Wrought Seuaee. Standard list. occo GD 
BRACES. 
Barber’s . 9000s 608080 00000 
Common Ball, ‘American. ats ents Gebhet anakae $1 50 
Fray’s Genuine S asord's Dstaweusencsneostnans 608 
Fray’s No. 307 to ae 
Fray’s No. 508 to 522.. bashes cone esee Suesbenneess 508 
BRACKETS. 
eh 8 ee re 50&10 
Wrought Steel ..70&10 to 154 
Bradley's .... 202+ .ccccsccos sees -. Hto75&10% 
ee GN OO bc eos anda ccceeenonscccencnsches Kis J 
BUTTS. 
Bright Butts, Nos. 800, 802, 804, 806, 808, 810, 
Bight Bi - N si i a 816 to 70s 
utts, -¢ 
888, 840, 844, 845, a, as cate st 0&10 
Bright Butts, Nos 82 c aentbooe 708 
Ja aes oe, Nos "200, 01, ie 108, 704, 
fos, 07, 708, 700, 70, 711, 726, 727, 738, 
te: 780, Tb sndtaaen det cbe8eessncon seus OtoTV&54 
CAGES—BIRD. 

ID ion 20nd 4040 4006 00605 4004 cone ness eet 408 
Brass BBGO SOrbew soe ceccccccccccccccccesccccss 83s 
CASTERS 
Ee its tenes hntbthatmindeenaeds - 60&10&54 

Plate Casters .... ..200ses cccecee 


60&10&54% 
Martin’s Patent CP ROOD oc 6008 cove ce cceces 50&58 


CEMENT. 


Asbestos Furnace Cement, 5 and 10/b. cans, 
POT Df... cc. ceeeeeeeeceeceeeeneneetueveeseees 5c 
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CHAIN, 
Coil # in.... 





lg 
% 
% 
CHALK 
BIRO eo 0000 cove cccccceccces cocces eves per gross 60c 
Tithnwemmestetmnnea: * 45c 
CHISELS 
Witherby...22, $ 708bto708106 
CLAMPS 
No. 25 Adjustable..............0.+++++-50&10to60s 
Castine BEGROTS’ 0. 0c 06c00e cece ccce cocces 50&10&54 


COFFEE MILLS. 


Enterprise Mfg. Co., list Jan. 17, ’93.. .-. 25% 
SI ices oeneuade $000 Ub6b cnneeheeacesed 508108 
Se iccniap Vewkttqassis 0060 608s nenede nace 


DOG COLLARS. 
Pope & Stevens’ List: 
rass (full assortment)..........005). net price 


DOOR CHECKS, 









NE. .. scuegcncnsseeses seen seseses paste uwsede 304 
Pcie cdnn setepetcaddedenenteensesdeeneaene 
SE nnds 00006uenss suuebecsdeaqncsesescceccceet 304 
DRILLS AND DRILL STOCK. 
Common Blacksmith’s Drill........... $1 1 60 
Bench Drills, Steains’.......... « § 00 
Blacksmith’s Self-feeding, each... oa 7 00 
Breast, Millers Falls, each, $8 Rees 208 


Goodell Automatic Drills..........$1200 to $15 00 
FASTENERS, BLIND. 


BAAR OTMAAWS o0.00 00 000000 cove cccecces cocces 50&108 
FAUCETS. 
TEI, a acac cn bnedcescseessecccecs 254 

B, & L. B. Co. 
Redlich’s Wood Faucets. 
Red Cedar 
eeepc an ad Net Prices. 
SE cen ccasesenenet 
GEE Bcd ess odcc seis ccse 
Self Measuring: 
Enterprise, per doz. $36 00......... 200+ .s008- 408 
FILES—Domestic. 

Best Brands, lis Nov. 1, ’90............-... 70&108 
Good Brands, list Nov. 1, 90 .......... 005+: 75& 108 
Imported. 

ae sae wbeenreaneeenens Stubs list. 5¢ 


FORKS AND HOES. 
Coke and Cottonseed Wests... ee 


Coal Forks. eee  donnnendile 
Se EME ..0 cevenauceteee-ckodsiill 40&5% 
Beet Forks. cose eeceee save coos 
Ballast or Stone Forks.. pesnedaeieiial 
SR. cas cane peek gdencemesn geile 40&54 
shave op F w i. ahedew 000s coeeee HeORed case on 
wiato oP orks. ad kenannee neni 

Oyster Forks. ‘cchaieanebsiegssohn ccna 
Sluice Forks . ee MORES 
Heavy Mill, Manure or ‘Street Forks. viele. desi 10% 
Steel Tar or Asphalt Rakes.. ee 
Asphalt Hoes... o»ccercecesscccccccsceeses cece 654 
Two Tine Hay Peeks, Standard Size.......... 654 
Three Tine Hay Forks, Standard Size....60&154 
Four Tine Hay Fork ‘Standard Size.. 66% 
Socket Four Tine Hay Forks............. - 68 - 
Socket Four Tine Manure Forks .......... 


Socket Four Tine Spading Forks, 70&5&5& aes 
Three Tine Hay feade and Baler Forks 
Four Tine Hay Header and Baier Forks.. Cons 
Grain or Barley Forks, . . 








Four Tine Manure Forks.............- SB ten ice 
Five & Ms Lm Manure Forks........ & 10% 
SNE IE 0.00 00:.000000 cece cocvcce be cets 0&2 
Potato Pe webs oc 0eue vb. 5000 04 3e0eee 
Stone Pic Piinshedededetidcsesecesscunee 
Garden oteeésiianaal 
Meadow —< Rhode Isiand Hoes...... T5&5&2%4 
Sunbeam Meadow Hoes.........+++..+. 75& ie 
Mortar and Street lees. oo ogee eae 
Planter Hoes, Regular Pattern............ 10& 805 
ST... vsdeoebsctdeadooninndaatel 75& 20% 
SRN, 0. snteencesn oenien tt 108&10&10&5&25 
Rough Finish Shank Cotton Hoes ...... 75&12544 
Cotton Chopper Hoes......-.+- +++ 75&10&7 44% 
Ladies’ Cotton Hoes............+.+e++ 75& 1087 4 % 
Malleable Rakes . -60&10&2%4 








Toy Ladies’ and Boys’ "Hoes 70&10to70&10&5s 
Weeding Hoes and Rakes 5s 
Potato Hooks... ccccccccceccees oa 
Hep HROORR . 00.00 cece cc cece cove cc cccces 











Steel Garden Rakes... ee 
Stee] Garden Rakes Stamped blank nae 
ee ERS .- W&is 
Steel Road I cenit nee coogansneeil 654 
Special Mortar SR cced. sees wemmener | 
arpers’ No. 7 hepeseg oes anes mooi 

Truck Hoes. ae wom 
RE inne 00 00000060 0000000000 T5& 1O& 2s 

oe Down Hooks ......... se .e++eeees, OClORS 
Po are 50&10&7%% 


Laid Steel Edge Hoes................+.+-25, 5&2s 


GAUGES. 


Marking, Mortise, etc... 608 
Stanley R. & L. Co.’s Butt & Rabbet Gauge. Net 


GIMLETS. 
RIL «sc. 608 caneateinieoens aiae Heer daa 605 


ee pa eee 83% & 108 
rr 83% & 108 


GLUE POTS. 


SNL. 1o.c00t-eakivdiey eusein depen #beets anal 
SS eae 


GLUE. 


Martin’s Liquid, List.. . 88K off List 
Martin’s Liquid, List.............. + BS off List 
Martin’s Liquid, List.. % off List 


GREASE, AXLE. 


IID 0005605 0000 60.9008 9400 coco bees eens cons Net 
Bamm’s Casteriee oo. 0 .occccc cece cece cove ccce co BOO 


GRINDSTONE FIXTURES. 


Stowell’s ee a 
Reading Hardware Co. CRS Re Net 


HAMMERS. 


**Artisan’s Choice,” A. 5, ae 
neer’s and B. S. 

Machinist’s Taner... ekeeceunceeeesqne 

Bell Face, A. E. Nail... .... 0... cess eae os DOGDS 


HANGERS. 


NG ooo s 0005.00 0090 ovevccncesces ¢900 aesqnseees 60< 

Seanege Gar Door. viodeecs uadenceale 

I ane 964060 0600 46600500000 60000 0006 cnn 

ame ial nk sbletiiaeaaee | qelanene ame 

Mafchicss PER ENS aS” 

a eel 

Prarie’ DGOF 2.02 0000 coccce 0620 cocc ccccs cece sees 50% 

OS IEE el Serr rer 

Street Car Dees RIE, ene 

Steel, ae, RR Be: 

Wild West.. sdueaane acne 

Zenith ioe ee TEE. cn ccecnceccoccccces 
Extra se1bs often given. 


HATCHETS. 









. 40&10&54 
Underhiil’s iitaatacaaien 
C. Hammond & Son ate 
Fayette R. Plumb............... 





HAY AND STRAW KNIVES’ 


I ooo cc cc cone cccceseseedsecetign $6 50&$7 0 
HINGES. 

Light Strap Hinges, No. 800... ..cccccccccccsccs 154 

Heavy Strap H anges, Ite “Ss Sener: 758108 

Light T Hinges, . - 65&108 


Heavy T Hinges, No, avi. mataniy meme 


Extra Heavy Hinges, No. 809........ 79&10& 108 
Long Chest Hieges, No. 811... .. .cccceseses 50& 56 
Hinge Hasps, No. 4 ateidh wbnetekaennetel 50&10&54 
Crate Hinges, No. 815 .......esesssseeeeeeees cont 
Crate Hasps, Single’ Swivel, Be. GBF ....00 cccccee 4 
HOLLOWWARE. 

Stove Hollowware Ground..........ssssees sees 50s 
Stove Hollowware Unground........ +++ s+. 

BI TER onc cc cece dv 000s cece coneccoes 70&104 


IRONS—SAD AND POLISHING. 


TN TS ae 
BEER. Petia’ The. Bh.ccs cccecccccccsccesscesesce 70c 


TD ne 
Mrs. Potts’ No. 65...... esse cegnceseenenns S08 











KNIVES. 


OG Ee 


Adjustable Handle.................2.000- 25@33« 

Watrous..........ccccsseecccccscccssecs 30&10@40< 

SE cic cntaaecbanvannsbmaeawnand V< 

NS COs a: cn 0s cvnncnccssc cccce seco 206 
KNOBS. 


Base, 2%in Birch Rubber tip, @gro.... $1 35 
Ee oe Ree BW doz. 70c 
oe ee ee = — UF 


LADLES. 

Pn cs0se suns snes de batdes occecodsnnsmenact 
ee ee ee ee ee es Ne 
LANTERNS—TUBULAR. 

No.0. Berger’s ‘Bail A - ” ’ 
SET y SAR ES z $950 


No.0. Bergers ‘Bail ome t. ” Ci. 
vanized.. ‘ Say r doz 10 50 
No. 2. ~— “Bail” ift,” 


per doz 16 00 
No. 0. Berger’s Dash Board, Jap- +40& 10s 





anned, ain Globe...... per doz 18 00 
No. 0. Berger’s : Board, Jap- 
anned, Bull's Eye...... per doz 18 50 
No. 2. ere . Desh Board, Jap- 
anned ain Globe....per doz 17 00 
No. 2. Berger’s Dashb oard, Jap- 
anned, Bull’s Eye...... per doz 17 530) 


BULL’S EYE POLICE. 


2%-inch flash light.......... per doz $8 50@$3 15 
Sinch flash light............ perdoz 400@ 4 25 
SA GI aon 0040 0000 cece cccces per doz 8 60 
Sinch regular... ....0.ccccccsccccees per doz 8 57 


LEMON SQUEEZERS. 


Wood, Common, per gr., No. 0, $5.00; No. 1, 
$6.50; No. 2, $10.00. 
Wood, Porcelain Lined, No. 1, 


bthe obth eseneensge 6¥dens 40d perdoz $3 00@$3 50 
WeetaOR THUR: 20000 0002 cece cess per doz 1 2 
Iron, Porcelain Lined........ perdoz 8 25@ 8 50 


Jennings’ Star................perdoz 1 85@ 1 90 
SSS 
STOVE AND PLOW. 
Piow. eect coce cc cocc ce deen 
Stove, list Dec. 28, 1899.. he cocees ecessett ined 65& 108 
TIRE. 


Common, list Dec. 28, 1800..........+. 
Eagle Philadelphia ...... 
Norway at "| pdee hahebbeaieeebe eens genet 754 


BORING MACHINES, 
Jeéoning upright without Augers........82 


MALLETS. 
Fiber Head Stearns..........0. +000 0000 - S0G104 


Ligmumvitas. .... 20000 c000 cece cccecccces 40@40& 105 
Tinners, Hickory and Applewood, 
nae RONEN 6b Cekeen eeReeneE per doz 75c@$1 50 


MATTOCKS. 
NG IIR oie 6s dnss+a cevcecenncacseatensesocee 
MOWERS, LAWN. 


Cheap... ..sccece cece cece cece All sizes, $8.00@2.10 
eee Ul UK 

10 12 14 16-in 
High Grade.............4.25 4.50 4.75 5.00 


Pennsv'vania and Continental..........Net price 
Genuine Philadelphia Mowers: 
IES TIE: Miva Weed Shes Donnnce es ceaveunsane &10 
Style A. (all steel)... ..csccee cece cece cece OOK 
Style E., Low Wheel......-- .-++++ seoees 60& 10: 
Style E., High Wheel... ee W&1l0&% 
Drexel. low list, .........ccessoeee cece cere cees 60 


el ere: 
ID i oes 406005 cnneesnceses nccken ee eeee™ 
§ AH Day... .occc.scccceseees o-ecccee ee Net prices 





Na ere ee -_ 
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NAIL PULLERS. 


Giant, a eee ee per doz., —s 404 
1% . 6 00. 40% 


oo + ee 
- os ones prices. 





Ades -<sceses 
Diamond ine 


as -+s.-+.per doz., $ 9 00 
PIS ccosecs ceddekunsabapad per doz., 12 00 
E seotts ISG RR eee perdoz., 10 00 
NAIL SETS 
QCORMER cc 0500 occcercocccees per gross, $8 00 
Ro — Lnccee secs ehusgesocees per gross, 8 > 4 
Cannon’s Diamond Point ... per grovs. $9 


NUT CRACKERS. 





Sargent’s No. 12.........cceceee cece cesses cece $1 50 
OILERS 

te OF Dhaal .ccvee csecee. 

Malleable Hammers..... =~ 

Malleable Hammers, Old pat., same list....... Net 

PADLOCKS. 

Sargent Dag Collar... ...0.0020000002 cocc ce cece 708 

Sargent Wrought Steel and Brass............. 804 
PLANES. 


Stanley Planes, No. 100.. 
No. 130 


PLIERS AND NIPPERS. 
Swedish Bod Cutting Pliers 


iJ agonal Al ci 
Halls com ~ ae 0 ar 
& Co., all Kinds 


PLUMBS AND LEVELS. 


COED onc 008e 0066 00a bhtescsen c6eed 
DUSTER: 00000 00s crevccccccec cece cece ceoucsce 


POACHERS 
Buffalo Steam Egg No 1, per doz.... 


PULISH, 
POLISH—METAL. 


U.S. Seated Polish Paste, 8 oz. boxes, 
doz. 50c; per gr. $4.50 lb poxes, per doz. 
$1; 25;1 ib DOMED, DOT OOS 6 o0cce cscsceceses 

“ S. Liquid, 8 oz. A per doz. $1.25; 


Barkeepers! “Friend Metal Polish, per doz. ai 





-. $7 20, 50s 





1.75, POT BT 2... ..00cccccccereeecccscccces 
Uatvereal | Paste, 8 Oz DOXES.... 2... cece eeeees 605 
Burnishine Liquid 5 Ib..........+-+ see eeeeee 16 00 

POLISH—STOVE. 

OIE cns000'0.00480 0000 2000.00080960 ee gross, ss 5 
Dixon’s Piumbago. - od ..per  64c 
POPPERS, CORN. 

Round or Pesan, 1 qt. 
uare, 1% qt.........- 
greece. 3 2 Ne eeece cccees 

POST HOLE AUGERS AND DIGGERS. 
[wan’s Patent Post Hole Auger................ 
Eureka Perfection Post Hole Digger, per 

TR ccncncteneecaes ected SRE $10 00 
BERR e000 00.0008 0006-60000040660 cenn0ed perdoz., 8 25 
POWDER 
IN CANISTERS. 
Duck, 1m each.. 


Ride, Sportin tp each... 








64m k 
Rie, 2% “% 

Lfle, SBM Kegs... ce cccvccscccceccccesecccece 
PRESSES—FRUIT AND JELLY. 
Enterprise Manufacturing Co.............ses008 254 

PULLEYS. 

wav Fork, Swivel, or SolidEye, on. we wen vi) 
House, A ga a, mo 

Tapann EE Ee cocade ceescecece se esesen 
apannedScrew .... 2.2.0 sscccece ces iee cece ORIOL 
SE nnnnd o.60000e nncccccon cesses’ 50& 105 

h (Auger efiarting) 

Common Sense. in.. «++ «sper doz., 19c 
Common Sense, Bin... Seiandaioanl r doz., 20c 
Sects bitcicsnacnineeicineny neds Ulin Uae 


SASH PULLEYS. 


Fox No. oe Pe 5, Bs sted. evecee cece 25c per doz 
Fox No. 9, 1% wheel.. wed-ctcde a 


Sxtre ee giated Finis 1) 25c per doz 
—— = He etion Bronze 
EB nc cc condones cwencnes cece cseees 10c per doz 
RAZORS, 
Pom: Tae FI A os cede cceces per dozen $20 00 
sie se i, ESTER wad Ms 24 00 
ee  §82....(Platina) “ “3 24 00 
Discount = 
Rautankarus........ “ e 16 00 
" REGISTERS. 


Black act Jeoqnestt Registers, Ventilators, Foes 
white ite Japanned Registers, “Ventilators and 


arcana Finishes in ‘Tmitation of Gold, Silver, 
CEE BINED, k.5050000.0000000000-nnee cand 
Nickel; .50&10t060s 
Klectro-Plated in Bass, Bronze, Cop Si a0 

White Porcelain..... ceaeonapeint 

Solid Brass and Bronze Metal.... ......... +. 208 





RIVETS AND BURRS. 


ROOFING SUPPLIES. 
EAVE TROUGH, 


Rosiostion® Galvanized Eave Trough... .75&10s 
Double B Galvanized Eave Trough....... 75& 108 
— Galvanized Slip-Joint Eave 


Dou ole Ie Bead Galvanized LapJoint Eave ” 
RR lee 75& 108 
GUTTERS. 
Roof Gutters, Galvanized.............. 000+ 75& 108 
PIPE. 


Plain Round Pipe,Galvanized,Nested 60&20&2%% 
Plain Round Pipe, Galvanized, Un- 


SEE Gb kid 60m40046bes cada deed aed eaede 60& 208 
VALLEYS. 

Valleys, in Rolls, IC and IX Terne............. 70% 
Valleys, in Sheets, fs ey | eee 70% 
HOOKS. 

Flashing Hooks.. $9900. c000 se'enen dou 
Wrought Conductor Hooks ........-..... +++. 605 

’ CUT-OFFS. 


Kuehn’s Galv.. seueneeedeesesuseekeeaee 

SIT sccoseumneremencsnmeaenannan 

Acme Tin.. hides delibieestassadceuetaitana: saa 

EE fe ns esanaeseuneibese 
EAVE TROUGH HANGERS. 


Eave a tee Hangers, Single and Double 


° TO acces cence tere scene ttt seseeees 


ELBOWS. 


PREPARED ROOFINGS. 
+. ~ 2ply Tarred Roofing, com- 


EES nh EE CTE a $1 75 per sq. 
Imperial & etal boomers hesgnepenesadh com- 
. $2 00 per sq. 
ROPE. 
Seniia, 7- ae inh Gamete aa wpe 
‘ P per ‘Tb 1l%c 
Manila, RRR pape teR eee: per Ib 11% c 
Manila, x ond Pa nie weaker heseaa per lb 12%c 
Sisal, 7-16 in and larger.............. perlb 7c 
eee ne ation ae kemesin perlb 8c 
Sisal, I OR ii ii a eeuialaini perlb 8c 


in 
Sisal, Medium Lath Yarn............perlb 9 c 
BOXWOOD RULES. 


vy | iebaet ebeeeesine 9060000 cote de oe r= 4 per doz 
“ 18. pastes rr} . “ 
* 26 in: oe - 
_ Sa eaeeeereseeEgE Eta 13 00 . 
css x _, * 
2 «SRE CE HN: 1000 =“ 
Ee eee 10 00 - 
oR AS Gaige 600 “ 
= cose ce « SOR108 
DT tient daie ches is 604600 650640 ceneeul 40&108 
Lufkin’ Sinan 00nd dees 00600000 0000005000 50& 108 


SASH LOCKS. 


Ives, Patent.. epee nn -- C0@60&54 
Payson’ DT iiontitaccaaenaseseccaiall Net 
Payson’s Signal, (new list.........-......000: Net 
SAWS. 

CIR inc cc scccccssccoce ceseesccnece Net 

TT nent eee d anna eaiabiie Net 

Cross Cuts EERE 

Mula Mili ‘and ‘Drag. REPRE CELE: 40% 
TM ntsncdeinans anasegnnnncl Net 
Circular rr Solid and ees om based 50% 

Bands over 2in. wide...... —— 


Bands under 2 in. wide.. 
Mill, Mulay and Drag....... 
Cnet CUB occ cc cece once 


Narrow Cross Cuts..... 
Wood Saws and Blades on 
laid acon saenedanannll 40& 





Poe SEE OTTO TOTO eee eee eee 


10 
Disston Circular Solid and Inserted Tooth....50s 
TE is0sns ones cose sees en0eneeeee ‘Net 














Disston Narrow Cross Cuts............ 005s. Net 
Disston Mulay, Mill and Drag..............++++ 408 
Disston Framed Woodsaws...........+++++.... 85% 
Disston Woodsaw Blades..........0.ssceeeeeee 40% 
Disston Woo: FRM 0 0.0000 900000000000 cc00ce 
Disston Pesceoge. Nos. 12, 99, 9, 16, D100, 
Disston SWS LAI 4, Dacian cma 
Disston Compass Keyhole ERS 254 
Disston Butcher Saws and Blades oncesieneonces 854 
SCREWS. 
BENCH AND HAND. 

Bench, 1r0m.... .0 0022 cece cccece .-per doz, 60s 4 
Bench, Wood, Beech............++++ . per doz., 43 50 

and, W SOE SE Hee ETE EHR E HT EET ee ee re % 











COACH, LAG AND HAND RAIL, 
Coach and Lag, Gimlet Point, list Sent. 20, 


cee eae detent ecm neta and epeeape 

Sy UE, SUE UD, By BE ccnisn0senecnnes cesens 
JACK SCREWS, 
III «ods cnt uilustse iipen de ween te obbuaden mae 
woop. 
MANUFACTURERS’ CIRCULAR PRICES. 

New List. 
i i all a 854 
Round and Oval Head Iron................-++- 808 
Flat Head Brass Ss 
Round and Oval Head Brass......-............ 15% 
IT ind. 6008060083 cd60eeeceeve 80s 


SHINGLES, METALLIC. 
Eastlake I. C. Tin Shingles, painted, pr sq. 


Eastlake I. C. Tin Shingles, galvanized, pr 
i niicntintieeketetiisaibsl shied aaah 

Octagon Fluted I, C. Tin Shingles, painted, 
per square,. 

Octagon Fluted i. C. in ‘Shingles, galvan- 


ized, per square, . coenne Ge 
SIFTERS. 

Eclipse. Sener pee rgr $15 00 

Hunter’ | sesamiae eee + $16 00 


SKATE SHARPENERS. 
kate Sharpeners, Eureka..... Per doz. - S 00 net 


Vasher Cutters, Woodard’s. 2 50 net 
SLATE. 
GENUINE NO. 1 BANGOR, 
24x14 20x10 
21010 
ae $3 50 per sq. a4 $4 50 per sq. 
22x11 16x 8 
20x12 
18x12 16x10 


16x12 }$3 75 per sq. 16x 9 9 ts 25 per sq. 
14x10 


léx 8 12x 7 
14x 7 12x 6 } $8 25 per sq. 
GENUINE NO. 1 BANGOR RIBBON. 

24x14 20x10 
4x12 $3 00 per sq. 18x10 

18x 9 > $3 50 per sq 
Ha #8 eran. jhe 
l4x 


SOLDERING FURNACES. 


No. 8 Gems tin reservoir... occcccosce ccc Oe 
No. 6 Gems copper SEE. <a ssacuiee 8 50 
eR gaia ar eee ees a palates 3 25 
Clayton & Lambert No. 1 Fire-Pot.......... 6 00 
Clayton & Lambert’s Special Fire-Pot...... 450 
SPRINGS, DOOR. 
be ke 
Torrey’s Rod 89 ye kestucsend ne oes. st angi 35 
Warner’s No. 1.. junit -net 75 
STAPLES. 
cs ccnacecnsinahhe annus per Ib., 10c 
PO SR 4 0000 dccvesccccccce 0008 per Ib., 


STAPLE PULLERS. 
Runell Staple Pullers... ......... 


STOVE PUTTY. 


-per doz., $9 00 


5, 10 & 25 pound Cans..........seeeeeees 
TEP OEE TGR e ccc 000000 ccc ce seccces 
Fin he 
9, % ‘oad ¥% lb. Balls. 
No . % and 3 Ib. Balls 
No. 18, % and % lb. Bal 
ue 24, % and & iP Balla: 





Chalk Line, Cotton, } 
Cotton Wrapping, 5 Balls to lb.. 
2Ply Hemp, % and % Ib. Balls (Spring ~ 


aneschecconnsaneceaseces co esos eoeenen 1 
3-Ply Hemp, : vi hag none 0000 cogs eosecoesa iseibe 
3Ply Hemp, 1% cliestientibanabtiniememaaemien 
2.3, 4 and Ply ete, "a8 Balls........0...0000, & 

Mason Line Linen, a | 
No, 264 Mattress, % and % ib. ‘Balls. ....84¢ 
ebsne ta sane soteweiatenedenbenemniensenned : 54 @6c 

WASHERS. 
Mise belt. ccce cs 5-16 My 
Washers........ $7 00 36°50 $4 00 sito sh‘o 


Inlots less than one keg add Xc per lb; 5-lb. 
boxes add \c to list. 


WIRE CLOTH AND NETTING 


Galvanized Wire Netting.................. 80& 204 
Painted Screen Cloth, per 100 ft............ $1 10 
WIRE AND WIRE GOODS. 

Market. 
Broken Ann, Nos.0 to 18 


Cop’d, Nos. 0 to 18......... 
Galvanized, Nos. 0 to 18 .. 
Tinned list, Nos. 0 to 18... 
Annealed wire, on spools 
—"* i 8 4, RRR ETE Ter Eee eR: 
Copper list Feb, 26, '06...........secereeeeeees 


WRENCHES. 





ASme Bright .. psieennseenewseniees bo 
NTL 21. canines enlnttt dide Shenae ohana 

Baxter’s . eee 
Coe’s I csc dneheieahna ocescosesenmmenl 
Alligator. cee cess cece cece ce coer cess sae. sees OOMGlOg 
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Wants and Sales. 











For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CHARGE, for em- 
ployers wishing te secure employees, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, &c. Those who respond to 
these announcements will please men= 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


‘BUSINESS CHANCES. 
PATENTS. 


H. W. T. JENNER, Patent attorney and mechanical 
expert, 608 F street, Washington, D. C. Established 
1883. I make an examination free of charge and re- 
port if a patent can be had and exactly how much it 
will cost. Send forcircular. Member of Patent Law 
Association. 














For Sale—The only hardware and implement 
business exclusive, in a good Eastern Iowa town. 
Will sell or rent the building cheap. Must sell on 
account of being crippled so I cannot carry on busi- 
ness. Address J. A. Denkman, Bennett, Ia. 7 


-For Sale—Good paying hardware and harnes$ 
business in small north-western lowa town. Stock 
and property $5,000. Address “Property,” care 
of THE AMERICAN ARTISAN, 69 Dearborn street, 


Chicago, Ill. 7 





For Sale—A nice clean stock of hardware, with 
good paying tinshop in connection, will invoice 
about $4,500. This business is located in a town 
in the fertile valiey of the Sheyenne River, in the 
eastern pest of N. Dakota, and is the county seat 
of one of the most prosperous counties in the state, 
Here is a good investment for any one wishing to 
embark in this kind of business. Good reason for 
wanting tosel]l. Address Box 491, Valley City, 
N. Dakota. 7 








For Sale—Tin shop, furnace and plumbing busi- 
ness in a growing town of as and water 
works, large territory, prosperous people. Near- 
est tinner 13 miles. Very little competition and 
lots of work. Have the best set of tools in the 
county, which with stock will invoice about $600 
Am obliged to sell on account of health. This is 
an elegant chance for a good workman If you 
mean business write at once to Chas. E. Maris 
Williamsburg, Iowa. 


> 





For Sale—Well established hardware, tin and 
stove business, together with a well paying tin 
shop, with or without property. Southwestern 
part of Ohio. Address “C.C.S.” care of THE 
‘ee ARTISAN, 69 Dearborn street, Ciieage, 
_ For Sale—A $3,000 stock of hardware, stove and 
tinware, in one of the finest towns in southern 
Wisconsin. A good paying business which will 
bear investigation. Address ‘‘Ajax,” care of THE 
AMERICAN ARTISAN, 69 Dearborn street, Chi- 
cago, Ill. 6 





For Sale.—Business for sale for cash, the old- 
est established hardware and farm implement 
stock, with set tinners tools. in brick building on 
best business corner, in live southern Minnesota 
town on the Iowa state line. Will also sell or rent 
buildings. Nearest competition twelve miles. 
Stock will invoice between $5,000 and $6,000 
Done a $20.000 business last year. Rare oppor- 


tunity. Good reason for selling. Address 
“R.R.” care the AMERICAN ARTISAN, 69 Dear- 
born street, Chicago, Il. 6 





Having a complete set of hot air furnace pat- 
terns, would like to make arrangements with 
some stove company for manufacture and sale of 
same, Furnace has been tested and proven satis- 
factory. Address ‘‘Furnace”’ care of the AMERI- 
CAN ARTISAN, 69 Dearborn St., Chicago, III. 





For Sale—Entirely new stock of hardware. tin- 
ware, stoves, harness, etc., with a full set of tin- 
ner’s and harness tools, in one of the best towns 
in northwestern Iowa; best of reason given for 
selling. Addrees “X. Y. Z.’’ care the AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, II. 6 


Partner Wanted.—I have invented a milk pail 
holder; it is made of wire and can be attached to 
any pail with wire in it. I will send sample to 
anyone that wants to go in with me and give my 
terms. B.B. Morrison, 507 South Main Street. 
Belvidere, Il. 6 


For Sale.—Hardware business situated in Car- 
roll County, Ill. Stock invoices over $9,000; can 
easily be reduced. Over $27,000.00 of business in 
190), Stock consists of hardware, implements, 
buggies, harness, etc. Reason for selling 
is poor health. Address ‘‘xeduced’”’ care 
the AMERICAN ARTISAN, 69 Dearborn Street, 
Chicago, Ill. 6 











For Sale.—Hardware stock of $6,000in town of 
2,500, southern Minnesota. Address ‘‘South M” 
cate the AMERICAN ARTISAN, 69 Dearborn St, 
Chicago, 11) 6 








For Sale.—A good clean stock of hardware, 
stoves and tinware with tinshop combined, will 
invoice about $2,000; in a town about 70 miles from 
Peoria and 90 miles from Chicago, also a two- 
story frame store building for sale; will sell stock 
and rent building or sell both. Best reasons for 
selling. Address Lock Box 317, Piper City, Ill. 6 





Wanted—To buy a tin shop and tools, in city of 
2,500 to 5,000, where there are city water works, 
by a first-class tinnerand plumber. Wisconsin, 
Illinois or Michigan preferred. Address, **Plum- 
ber,’”’ care of THE AMERICAN ARTISAN, 69 Dear- 
born street, Chicago, Ill. 5 


Wanted—A good all round tinner, for in and 
outside work, for furnace work and clerking store 
Got steady work the whole year to the right man. 
Give reference and state wages wanted. Th. Han 
sen, Holstein lowa. 6 


Wanted—A good sober and reliable tinner, who 
can take charge of shop, when proprietor is absent, 
in acountry town. Must be German and unde 
stand windmill, pump and bicycle work. A single 
man between 25 and 50 preferred. Steady job to 
right man. Give references. Address ‘‘Michigan,” 
care of THE AMERICAN ARTISAN, 69 Dearborn 
street, Chicago, Ill, 6 





For Sale—We!l established hardware, tin and 
stove business, with a well paying tin shop and a 
ull line of agricultural implements. Will invoice 


bout $3,000. J. P. McAllister, Kingston, lll. 5 





For Sale—Clean stock of hardware, tinware, 
stoves and tinners’ tools, in one of the best parts 
of southern Minnesota. Good live town, popula- 
tion 2,000. Stock will invoice about $3,000. A 
good business and profitable. Reason for selling 
is sickness. Address, “N. P.,” care of THE 
AMERICAN ARTISAN, 69 Dearborn street, Chi- 
cago, Ill. 5 


For Sale—Half interest in a good hardware and 
some machinery stock. Good reason for selling. 
Good town, good farming country. Land has 
advanced from $4 to $65 per acre in 13 years. 
Will not trade unless it is for good land in Sioux 
Co., or some good landin lowa. Stock will invoice 
about $4,000. Box 15, Ireton, lowa. 5 





For Sale—A new clean stock of hardware, fur- 
niture, stoves, tinware, implements and under- 
takers’ goods in a live mining town, having a new 
mine with 9% ft. vein ot good coal and another to 
be sunk this summer. There being 54 new houses 
built this summer and prospects are that it will 
be doubled this year; its a regular gold mine for 
we have done a good business since here and 
surely have good reasons, otherwise would sell 
for no price. Will sell building and all which is 
all new yet. Don’t write unless you mean busi- 
ness. Address H. Koch & Son, New Baden, me, 


TINNERS’ TOOLS. 


For Sale—One second-hand 20in. Stow’s Brass 
mounted groover, one 14 in. Moore’s double seam- 
er, all in good shape, a bargain. Write for prices. 
Address Geo. E. Schuller, Montrose, Wis. 7 














Wanted—Second-hand tinners’ tools. Send list 
and price to Chas. Hahn, Red Lodge, Mont. 6 





Wanted—To buy a second-hand 30 in. bar folder 
and a small hand punching machine, or punch and 
shears combined. Must be in good condition and 
cheap. Will sell a new No. 0—30 in. Gutter Beader 
cheap, never was used. Simsen & Ruppenthal, 
Hilbert, Wis. 6 


Wanted—2nd hand, old style, Stow’s patent, 
double seaming machine. Also 20 in. tin folder. 
Geier & Peppler, 700 Lincoln Ave., Chicago, lll. 6 


Wanted—To buy a second-hand set of tinners’ 
tools, by March lst; must be in good condition. 
Send list and lowest cash price toatinner. Lock 
Box 20, Stranghurst, Lllinois. 5 











ner who understands plumbing, steam and hot 
water heating and furnace work. State wages 
when writing. ‘“‘W. B.,’? care of THE AMERICAN 
ARTISAN, 69 Dearborn street, Chicago Ill. 7 





Wanted—Young man with one or two years’ ex- 
perience at tinner’s trade, who wants to learn 
lumbing, heating, etc. A good chance for a 
right boy. Write stating what you can do and 
wages expected. Address Box 179, Fox Lake, 
Wis, 7 
Wanted—Foreman for moulding shop, employ- 
ing 60 stove plate moulders. Want experienced 
young man. Must be strictly sober, steady and a 
good mechanic. State age, experience, where pre- 
viously employed, and salary expected. Referen- 
ces required. Indiana Stove Works, Evansville, 
Indiana. 7 











Tinner—Partner, young man with small capita) 
can find good opening in paying business in south- 
ern Michigan. Address **K,” care of THE AMER. 
ICAN ARTISAN, 69 Dearborn street, Chicago, Ill. 7 





Wanted—By March 15th; a young German tin- 
ner who has had 5 to 6 years’ experience in the 
tinner trade, for general in and outside work. 
Must be strictly sober and reliable. State wages 
and give reference in first letter. Steady job for 
oe man. Address Henry G. Groth, aman, 

is. 


Wanted~ At once, a first-class tinner able lo do 
all kinds of hen work, metal roofing and assort- 
ment work, also must understand pump work and 
be able to repair bicycles. Steady job to strictly 
sober, competent, married man in good town of 
£00 people. Address at once. Nichols & Rankin, 
Stronghurst, Ill. 7 





Wanted—A reliable and up-to-date hardware 
clerk and experienced double entry book keeper. 
State age, experience, - aay | wanted and refer. 
ence. erman preferred. Inclose stamp for re. 
ply. Address H. F. Strehlow, Casselton,N.D. , 








Wanted—By March Ist; an all around active 
and reliable tinner that can do furnace work, 
plumbing, pump work and such work as usually 
comes up in a countryshop. State age, experi- 
ence, references and wages expected. Address 
John Seger, Morning Sun, Iowa. 6 





Wanted—Good tinner and cornice cutter. One 
that is sober and industrious and a willing worker. 
Aug. E. Lindemann, 3127 Main Ave., Cincinnati, 
Ohio. 6 

Wanted.—A good reliable tinner, must under- 
stand shop work, inside and outside tinwork, 
roofing and guttering: gasoline stoves and a good 
knowledge of furnace work, bicycle repairing. 
Absolutely temperate and a gentleman, perma. 
nent position to the — man, state age and 
wages wanted. Harris Bros., Colfax, Ill. 6 





Wanted—An Al man, who can do first-class 
metal work, tin roofing, spouting and hot air fur- 
nace work. Man with some knowledge of plumb- 
ing preferred. Will pay fair wages to start, and 
increase same as business increases. O. H. Allin- 
son, Jobstown, N. J. 





Wanted—At once an experienced tinner that 
has had experience in a hardware store. To an 
honest reliable man, we will pay $60 a month 
Unmarried man preferred. Address all commu- 
nications to Tomkins Bros. Hdw. Co., Amethyst, 


Colo. 5 


Wanted—By March Ist, a tinner; must be good 
on pumps, windmills. Steady job to the right 
man. ust be a hustler and not afraid of any 
kind of work. Must be strictly honest and sober. 
State wages and references. Address, Lock Box 
1516, Anita, Ia. 5 








Wanted—By March Ist, a tinner, one that can 
do anything that comes in a _tinshop. - One that 
can do furnace work. A steady job to the right 
man. State wages. Address, ‘Shop;’’ care ot 
THE AMERICAN ARTISAN, 68 Dearborn street, 
Chicago, Ill. 5 


Wanted—Sober, reliable tinner who under 
stands bicycle repairing, to purchase half n eres 
in good hardware business. Have always kep 
tinner by the year. Pustoffice in store. Abou 
$2,000 required, married man prefered. Address 
“Dakota,” care of THE AMERICAN ARTISAN, 69 
Dearborn street, Chicago, Ill. 3 





Wanted—At once an experienced tinner and all- 
around man for a new town in northwestern lowa. 
Steady job for right party. Must be sober and 
furnish references. Wages $10 per week. B.S. 
Rebman, Melvin, Ia. 3 


Wanted—Experienced tinner and furnace man, 
one who can also do rs and with a fair 
knowledge of steam and hot water heating. Must 
be temperate and industrious. Steady job to the 
right man. When answering, state wages expected 
and experience, etc. Address ‘*Industrious,” Care 
of THE AMERICAN ARTISAN, 69 Dearborn stre 
Chicago, Il. 





Salesman—Calling on stove or hardware trade 
to sell our asbestine stove linings on commision 
only, no others need to apply; state territory cov- 
ered and present employer. Asbestine Mfg. Co., 
Windber, Pa. 3 


Wanted—By March Ist, good tinner and slater. 
Steady job for the right man. Must be strictly 
sober and furnish good reference as to ability and 
reputation. Good wages paid. Henry E. Davis, 
Girard, Ohio. 8 


“ Wanted—A good reliable tinner for inside and 
outside work, fair wages paid. Western man 


preferred. M J. Williams, Baton Rouge, La. 2 


SITUATIONS WANTED, 


Wanted—A situation as tinner, by March Ist 
Understand roofing, spouting, assortment, bicy- 
cle repairing, pump work and a fair knowledge ot 
furnace work. Married man, honest, sober and 
steady. Prefer a town of from three or four thou- 
sand. Want a good steady situation. Address 
“E.H. M.,” care of THE Kumrican ARTISAN, 
69 Dearborn street, Chicago, Ill. j 




















Wanted—A position with good reliable firm by 
the year. Am an all-around man, 40 years old and 
sober. Can do inside and ouside tin work, steam 
and water pipe plumbing, old style tar and gravel 
roofing, also asphalt roofing. Understand the 
hardware business in all of its branches. Address 
A.D. P., Lock Box 25, Britt, la. 7 





Situation Wanted—By a young all-around tin 


ner with pm of pumps and pipe work. Am 
honest, steady and reliable. Also a good cornet 
layer. Will work at very moderate wages. Can 
urnish first-class reference. Address Box 345 
Columbus, Wis. 
















> we 





Situation Wanted — By tinner, plumber and 
heater. Can planand figurefrom plans. Am 
strictly temperate and industrious. Address ‘Box 
U,” care of THE AMERICAN ARTISAN, 69 Dear- 
born street, Chicago III. 7 


Situation wanted—By a young man as tinner, 
all around man, 7% years’ experience, can do 
pump work, assortment work, etc., am strictl 
temperate, reliable; try me, Illinois preferred. 
Address, ‘‘Box 203,’’ Frankfort, Ind. 2 





Wanted—A position by a thorough hardware 
man and tinner to take charge of a business, or as 
tinner with a view of taking an interest or the 
whole business. Years of experience in buying 
and selling. Address Hardware, Esterville, la. 6 





Position Wanted—By experienced stove sales- 
man. Best of references. Address ‘‘References,” 
care of THE AMRRICAN ARTISAN, 69 Dearborn 
street, Chicago, Ill. 6 





Position Wanted—Young man can do all kinds 
of tin work, furnace, plumbing, steam and hot 
water, pump and windmill. Am sober. State 
wages. Address ‘Box W,” care of THE AMERICAN 
ARTISAN, 69 Dearborn street, Chicago, Ill. 6 





Wanted—An experienced salesman with A No. 1 
references, good presence, untiring persistence 
and rare personal magnetism desires an engage- 
ment as traveller for a stove or hardware house. 
Address W. G. De Haven, 361 E. 43 St., Chicago, 
Il. 6 

Change Wanted—By a first-class, up-to-date 
tinner. Am German, age 28, understand all 
kinds of work expected of an up-to-date tinner; 
references given with first letter. If you want an 
honest man, write to August Ebert, Wells, a 











Situation Wanted—By March Ist, by a good all 
around tinner, Have a thorough knowledge of 
the hardware business. Furnace work a specialty. 
Able to furnish estimates on all work from plans. 
Worked 20 years at the business, am married, 
sober, industrious, always -~ and agreeable 
in business. Can furnish first-class reference. 
Address, “Box 20,” care of THE AMERICAN 
ARTISAN, 69 Dearborn street, Chicago, Ill. 





Would like to correspond with hardware firms 
wishing a first-class man. up to datein furnace 
work, tin, copper and general jobbing, plumbing, 
steam and hot water nensians Can figure from 
plans on all work. Can take full charge of shop. 
Sober and industrious. Address, ‘*Ohio,’’ care ot 
THE AMERICAN ARTISAN, 69 Dearborn street, 
Chicago, Ill, 5 


Situation Wanted—By a first-class tinrer of 20 
years’ experience,with considerable knowledge in 
plumbing and steam heating. Have had a guvod 
deal of experience in making furnace trimmings 
and setting up furnaces. ave had considerable 
experience in general jobbing. Would like a 
situation at once. Address C. E. Yates, Box 88, 
Paxton, Ills. 4 





Wanted—Situation as tinner, by a young man 
29 years old; 10 years experience at trade, can do 
anything in timer’s line. Address S, T. C., 201 S. 
Sec. Ave., Canton, III. 4 


Situation Wapnted—By a tinner, good assort- 
ment, job and furnace man, strictly sober and 
reliable. Address Tinner, 710 Locust Street, 
Joplin, Mo, 4 


Situation Wanted—Am a first-class tinner and 
furnace man and understand some plumbing and 
bicycle repairing and can clerk in store; speak 
German. Address “Box 47,” care American 
Artisan, 69 Dearborn St., Chicago, Ills. 4 





Wanted—Position as clerk and salesman in 
hardware store by young man of ability, educa- 
tion and experience; total abstainer, steady and 
a hustler; best of references. Address H. pe 
Cornell, Alexandria, So. Dak. 





Situation Wanted—By a young man as tinner, 
strictly temperate. Icando all inside and out- 
side work; ready for anything that comes toa 
tinshop. Address J. W., P. O. box 14, New 
Rome, Minnesota. 4 


——<—$—$£$£—__________+—_____ ~ 


Situation Wanted—By experienced, first-class, 
all-around tinner; single man, aged 29 years, 
strictly sober and reliable; very best of reference 
furnished; am also good bicycle repairer, have 
had charge of shops the last 7 years, moderate 
wages for good steady job, city or country. Ad- 
dress G. H. Atkinson, South Woodslee, Ont. Can. 

4 


Situation Wanted—By first-class all-around 
tinner. I understand the trade in all its branches 
ncluding furnace work, country plumbing and 
pump work. Have 17 years’ experience at the 
trade and in store. Am 33 years old, married, of 
German descent and have first-class references 
from late employer for whom 1 worked 9 years. 
More particulars will be given by addressing “F 
C.” care the American Artisan, 69 Dearborn St., 
Chicago, Ills. 4 





Wanted—A position as tinner. First class at 
inside and outside work, also have a fair know- 
edge of furnace week. severing and pipe work. 
!am a married man, with thirteen years’ experi- 
ence at the trade. I prefer the west or southwest- 
‘ra states. Address ‘“U.S.,” care of THE AMER- 


f SPECIAL NOTICES. 
WANTED. 


To buy strips of bright scrap tin 28 in. 
long by 1 to 2% in. wide, of 80 to 108 Ibs. 
stock, in quantities of 100 lbs. or more. 
Quote best price per lb. Address 

“Bs. N.C.” 


Care THE AMERICAN ARTISAN, 
69 Dearborn St., Chicaga, Ill. 


WANTED. 


To reach the Hardware trade of the United 
States with a line of goods of established merit 
and of good demand. A profitable side line for 
traveling salesmen. State territory covered and 
reference. 








E. B. Co. 
P.O. Box 1443, Boston, Mass. 





POR SALE.—An unusual opportunity. 
Wholesale and retail stock of hardware, located 
enterprising city, New York state, approximating 
$12,000 to $14,000; can be materially reduced 
should buyer desire. Consisting of Builders’ 
Hardware, Mechanical Tools, Paints, Oils, Glass 
and Stoves. Wil! be sold at a bargain if bought 
immediately, to close partnership. Address 

. ME... care THE AMERICAN ARTISAN, 
69 Deaborn St., Chicago, Il. 





FOR SALE.—On account of the death of the 
Proprietor, | offer for sale an established first- 
class Plumbing, Tinning and Stove Business, in 
good location and plenty of work. Address 

Mrs. Mary FE. Reynolds, Ansonia, Conn 
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Young man, well known in En- | 
gland and Continental Europe, | 


familiar with the different lan- 
guages, wishes agencies for a few 
lines of American manufacture. 
Prompt and careful attention, best 
of references furnished. Let us 
hear from you at once. 


Stern & Co., 


Liverpool, Eng. 


89 Paradise St.. 


SPECIAL NOTICES. 
We have a new specialty, sells 
at sight to every stove dealer. 
We want traveling salesmen to 
handle it as a side line on com- 
mission, 


Independent Register Co., 
156 Champlain St., 
Cleveland, Ohio, 





: FOR SALE. 
Fine stock of hardware in thriving county seat in 
central South Dakota; 90 per cent of the trade is 
American; no trades. Do not fail to inquire into 
this splendid business opportunity. Address 

ox “Z,” care THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago, Ill. 





I have machines that are needed 
in every tinshop in the land. On 
account of conducting my retail 
hardware business, I have not the 
time to devote to developing this 
business. Here is an opportunity 
for an enterprising man to make 
money. I will dispose of my pat- 
ents and rights cheap, if appli- 
cation is made at once. I mean 
business. Address “TOOL.” 

care AMERICAN ARTISAN, 
69 Dearborn St., Chicago, III. 


FOR SALE. 


Part of a set of Tinners’ Tools, Price, $75, 


Address oP y, Walters, 


5 Amory, Miss. 


SNUIVNTTNTY E rreraTTZ 


@— _ Rk. H. Pichtenmueller, Waukon, 

@e— lIa., writes, ‘‘l could oo en 
@— without THE AMERIC ARTE —" 
SAN.” — 


FANMAUbAld 3 Adsdddddlae 














\CAN ARTISAN, 69 Dearborn street, Chicago, Ill. 
3 


7 STOVE yaaa nd 
will make money and save ar y us ne 
T. 


DIXON’S GRAPHITE 


There is nothing oqpal to it for repairing fire brick in stoves, furnaces, eto. 
et us send you sample and prices. 


JOSEPH DIXON CRUCIBLE CO., - 


Jersey City, N. J. 








oie 





= Ir 


Webster City, la., 
write: 


Huff & Mueller, ‘Will you please discontinue our advertisement in the 
Want column, We havesecured the man we wanted, 


Thanking you for this space and your trouble; we 
are more than ever convinced it pays to advertise.” 

















VNU tA PS ww ss. 








f 


4 


to discontinue. 


69 Dearborn St., Chicago. 


4 Please send us THE AMERICAN ARTISAN each week 
¥i for three months. At the end of that time we will remit Two 
Dollars, for one year’s subscription, or 50 cents in case we decide | 


r. 

y y 

| To the Publishers THE AMERICAN ARTISAN, | 
1 
y 
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y ADDRESS cesses 
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See a ge ea a: See AR + 
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Westphal Co. 











HARDWARE 


| Otsego Forks, Refrigerators, Milk Cans. | | 





























Bstablished 1855. 


Sch reiber, 
Conchar & 





JOBBERS OF 





DUBUQUE, IOWA. 
| Agents 
Dupont and | Withington & Cooley 
Oriental Powder, ‘Hoes and Rakes, 








| STATE AGENTS FOR 
Puritan Blue Flame 


Wickless Oil Cooking Stove. 


















































| WE ARE NOW PREPARED TO APPOINT EXCLUSIVE AGENCIES, 
| 














——$—$——— 











———— 
LK 






























Peete eee eee etetrteetrtrtrererrrrrrt t+ 


+ 





4 







THE AMERICAN ARTISAN AND HARDWARE RECORD. 


65 


+ettttretrtrrreretrtetecretrteeteetetrtrertretreritt+¢¢tetttet + 


If, on the fault of our Asbestine Stove Linings, placed in amy stove, proves unsatisfactory, we are 
willing to furnish a new set of linings, free of charge, paying all expenses, providing directions have been followed. 


The Asbestine Mfg. Co. 


Windber, Penna. 


Exclusively By 


Use! 
Asbestine Stove |_inings 


Use! 


Use! 


in your Stoves. 


Lasts Longer, Costs Less. 
Asbestine Stove Linings, 


Asbestine Crate Walls, 


Asbestine' Brass Furnace Walls, Etc. 


Our Guarantee. 


Mention this Paper. 


+¢et+vrteeetreete eter etttreteet ete teeter tet eretreetetetretretiet + 


te Peete eeeceesteda te eeeeeeeeeeeeretete + 





COMMERCIAL LAW. 


eve: possible. 
PHONE EXPRESS 677. 


COLLECTIONS 


THE AMERICAN ARTISAN AGENCY, 


RALPH F. STERN, Atty. 


Today is the time to attend to your past-due accounts, 


_LAW AND COLLECTION DEPARTMENT OF 
UNDER MANAGEMENT AND PERSONAL SUPERVISION OF 


THE AMERICAN ARTISAN, 


69 Dearborn Street, 


CHICAGO. 


Let us help you. 


We havea thoroughly organized Collection Department. Collections made anywhere. 


Full rererts furnished and remittance made the same day collection is made. Careful 
attention guaranteed in each case. 

Rates reasonable, and no charge where no collection is made. 

No membership fee. 

Reliable attorneys in every city and town. 
Long distance telephone in office. 


CHICAGO REFERENCES :—— 


Chicago Engineer Supply Co. 
Babcock & Wilcox Co. 
Robert Stevenson & Co. 
Regan Printing House. 
And any National Bank in Chicago. 


Claims prosecuted without litigation when- 


THE AMERICAN ARTISAN ACENCY, 


RALPH F. STERN, Attorney, 


69 Vearborn St., CHICAGO. 
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need to be protected and the best protection for iron, tin and shingle roofs, iron clad. 
and wooden buildings, bridges, cars, etc., is the Buckeye Standard Creosote Paint, 
made from the best oxides, ground in pure linseed oil. 


Buckeye Paint & Varnish Co., T's 


TRADE MARK 


_ » Stove Polish. ta 


IT IS BLACK. 
IT_IS GOOD. 


meen If quality is not satisfactory, return at our expense. 
Manufactured by 


Oy ‘Black Silk on 


Pee CONN A 

Con Spee me 

Sr aeee| Stove Polish Works, 
, — — STERLING, ILL. 


ware. Not sold to Mail Order Houses or DVepart- 
6 five Ib. pails ina case. ment Stores. 


































PATTERNS 
Artistic = Practical 


Draft Register Screw and Plate 


COMPLETE 





Gobeille ‘Pattern bi: 
CLEVELAND 0 


















THE Ceo. W. Cope 


STOVE PATTERN WORKS, 


Randolph and Atwater Sts. 
DETROIT, MICH. 














DATTERNG | | 
F. S. WELLER ts 
PATTERN WORKS, : 


















M:ANU FACTURED BY ee State St. Qumece tur w 
The Fanner Manufacturing Co. J) f¢tttttrrrert 

CLEVELAND, OHIO. F Experience. Correctness. + Wi 

" . Acme Pattern Works + 7 

REPAIRS FOR ALL Swedes TL 
: STOV ES Ae ; AKRON, OHIO. + 
+ 









RANG E S, og» Promptness. Satisfaction. 

















A. G. Brauer, 316-318 North Third St., _—-49-—-49-—-basiecss ——_ wuneue— 
ST. LOUIS, MO. $| fe" — f 


vou. ——are—— -doly- — but —— -webade—— 
peeeeeeees: | tue -—does 
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_ 
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 — A juste ble C... ra Darnror 


Size of Will 

lade, reduce to 
9 inches 5% inches 
ong, long, 
3% inches 2 inches 
wide wide. 





PATENTED MARCH 14TH, 1893. 


Should Be Carried in Stock by Every Stove Dealer. 


This damper will fit all stoves having a turnover damper. -:- Can be put in without taking stove 
apart and by anyone easily. -:- The handle can be put in from either end, thus adapting it to any 
iamper that may turn forward or backward. -:- Damper can be set at any point on handle. One 
damper fits all lengths and sizes. -:- Handle can be made any length. 


Manufactured T C Dubuque | 
by he Adams ompany, iowa. | 


Champion Stove Clay 











The only Stove Lining made of crucible ma- 


terials. 
Packed in 2% Ib., 6 lb., and 10 lb. pasteboard 


boxes and also in bulk. 
Order it from your jobber. 
The best and most refractory lining made. 


BRIDGEPORT CRUCIBLE CO. 


BRIDGEPORT, CONN. 


me Stay-in Flue Stopper 


Brass finished, nicely decorated, is the very best on 








be absolutely soot proof, and cannot be pulled, jarred 
or blown down from the flue hole. 


Sifters, Peoria Fruit Presses and a full line of Pieced 
Tinware. ask YOUR JOBBER FOR THEM. 


Stuber & Kuck, 


PEORIA, ILL. 
THE ORIGINAL 


AND WELL KNOWN 


Baltzly Stove Truck, 


From latest design and improved patterns. 
Manufactured by 


Arcade Witz. Co. 


FREEPORT, ILL. 


Chicago Office: 104 Lake £ £t. 















These trucks 
are made en- 
tirelyofironand 
steel,are strong 
and _ durable 
and will carrya 
heavy loac, 
Ww arranted first 
clas¢ in all re- 
spects. 


Write us for prices 
eed full particulars. 





Stove, Rane! Furnsice: 
Repairs of all Kinds. 





American Stove Repair Works; 


186-188 West Seventh Street, St. Paul, Minn. 
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the market, is sold only with a positive guarantee to | 


We are headquarters for Asbestos Mats, Flour | 


PATTERNS 


OF HIGHEST GRADE 
W. L. Mensetuers Parzern Worxs 


435 E. Peari St. 
CINCINNATI, O. 


LAWLER’S 


Automatic 
CELLAR DRAINER 


The best and most 
successful machine for 
the purpose in the 
market. 










DISCHARGE 
PIPE 





LAWLER WATER FEED & DAMPER-RECULATOR CO. 
181-189 Mercer Street, New York City, or Ch 

- Supply Co. +» 167-169 Lake Street, Chi- 
cago, Ill. 


OUR OWN SANITARY VENTILATED 


Chain Pump 


The only chain 
pump curb con- 
structed on 
scientific prin- 
iples. he 
=» side and top 
openings are 
covered with 
galvanized wire 
screen, All the 
fixtures, the 
reel, nozzle, 
bearings, han- 
dle and reel 
shank are thor- 
oughly gal- 
vaataes. mak- 
the curb as 
— 1 as the fix- 
tures rust-proof 
This curb has 
no cast iron 
rims; the body 
and lower rim 
is formed from 
one sheet of 
galvanized 
iron; the side 
seam is locked 
and riveted. It 
is painted a handsome gray color and nicel 
stenciled. Every curb is thoroughly inspecte 
before leaving the factory, and we guarantee it to 








| be the best and handsomest pump curb on the 


market. Weight, crated ready for shipment 
27 lbs. 


Fred T .Brosi Go. 


QUINCY, ILL. 





‘Guas. F. MALOne, 


ROLFE, 1A., 


WRITES: 


“Tf T went to South Africa T 
would want The American Artisan 
sent to me.”’ 
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Registers and 4 


‘ Ventilators. }| 
A Full Line, Unique Designs 


Quality and finish unexcelled. All styles 
of finish, from Japanned to Gold Plated. 


Send for Catalogue. 


$ 
; The Philadelphia ¢ | 
| Hardware and Mal- ty 





leable Iron Works 4 | 
Philadelphia, Pa. 


| 
} 





| 


T. E. HENRY, 


10 Long St. CLEVELAND, O. 





ALL SIZES—ALL STYLES 
OF FINISH. PROMPT SHIPMENTS. 


Quality and, finish unexcelled. 








SEND FOR CATALOGUE. 





Our Fuel Economizer 
And Radiating Damper 


attached to the stovepipe 
near the stove, or in the room 
above will 


SAVE FUEL 
And Heat Additional Space. 


Sells easily for every house. 


By W. J. BURTON & CO. 
DETROIT, MICH. 
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Artificial Light! " Merkel’s Simplicity in- 


candescent Vapor Light. 
Revolutionized! An absolutely safe light. 


Highly polished br>ss with Absolutely cheaper 
par finished ornament. WALL LAMPS than gas or electricity. 
THES lamp consumes about one pint of gasoline in six to 

eight hours, and with the improved mantel produces a 
soft, steady and ve ry brilliant white light, from 80 to 100 


candle power. The Merkel Simplicity Light will not smoke 


or discolor ceilings. 
Send for catalogue. Manufactured and patented by 


H. MERKEL, 
513-515 Elm St. ST. LOUIS. 








Write 
For 
Circular 
And 


Broils both 









The best uten- 
BOER AG! sil ever made 
for a Hot Plate 
Gasoline or Oil 
Stove. 











rE Se 


Ww. ‘HL - BARNARD & CO., FS 





SOLD ON FIVE DAYS’ TRIAL 


THE ERTEL FULL CIRCLE ALL WROUGHT STEEL 











The LICHTEST, the STRONC ° he CHEAPEST CONTINUOUS TRAVEL 
CATALOGUE FREE. HAY AND STRAW PRESS in the Market. HUNDREDS IN USE. 


GEO. ERTEL €O., °°" siitusnes we” QUINCY, ILL., U.S. A. 


Noxall Fast Color Paint 


HIGH GRADE QUALITY. 
LOW PRICES. 


We offer dealers the most attractive exclusive 
agency proposition ever made. 
Write for particulars. 


Enterprise Paint Mig. Co. 


213 S. Clinton St., CHICAGO. 



















Che Lowell Hardware Co., Janesville, Wis., write: 


“We could not do business without THE AMERICAN 
ARTISAN. We have received answers from our adver- 
tisement from all parts of the United States, and sold 
seven sets of tinner’s tools from one advertisement.” 





















out, but is quiet, and a steady light. Made in DOUBLE, 
SINGLE and STAND LAMPS. Write for circular and 
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The Quicklight Lamp 


is the only lamp fit for house use. No noise, no flicking 


price list, and terms to agents. 


. THE GREAT OBJECTION to all of the different makes of gas- 

4 oliue lamps heretofore offered to the public has been that 
they require generating, which means tiresome delay in light- 
ing, difficulty in keeping in working order and heavy expense 
for repairs; the different parts of the lamps being compli- 
cated. There is also the expense of alcohol, which is an 
absolute necessity with all generating lamps. The “Q” re- 

uires no generating, no alcohol, no waiting, it is operated 
» the same as ordinary city gas, gets instantly, can be turned 
up or down, as desired, and is absolutely safe. 

You are doubtless familiar with 
generating Jamps and the many dis- 
agreeable features. No generating 
lamp will sell at any price where our 
Quicklight Lamp is known, and as a 
gift the generating lamp will soon cost 
4 more money for alcohol, repairs, etc.. 
\\\\Y than our lamp at full! retail price. Z 
' "We are not trying to compete with Yy 
cheap Lamps. You can buy them at 


any price. We prefer to offer you ‘//1Na\ d be t = 
the best lamp ever made. oo I n ove an al 
We guarantee entire satisfaction.- Patented July 24, 1900. —— — 


Quicklight Mfg. Co. ufacturing Co., 


323-325 Dearborn Street, CHICACO. ERIE, PA. 






















! Erie Gas Cookers 


The most durable, economical and 
low priced Cooker on the market. Low- 
er in price than Oven and Hot Plate 
separate. Write for catalogue and prices. 

















J.H.T. MARTIN, = T THE oe eee as Zz h e Le nnox 


&M. 


(TRADE MARK) 


ARC 
LAMP 


No False Claims. An 
Actual 450 Candie Power 
Light. Written Guaran- 
STORE LAMP. tee with every Lamp. STREET LAMP. : < 


~ We do not claim 750 Candle Power and give 300. We make more light than any _ 
Steel Furnace 


other gasoline lamp made and consume less fuel. Two years practical commercial 
for entire U.S. The Lamp is portable; carry it anywhere. We guarantee tc pro Made Lennox Machine Company, 











service. We are the originators. Others try to copy. Passed by Underwriters 





duce as much light as any commercial electric ar¢ gg Write for particulars. ¢ By ae. saiaedanh te. Bicahaditenn: ton 
To show our good faith and the superiority of our light we offer to ship a lamp for approval. —" Cunaen —" “aes 
e 
Martin & Morehead Tae 
. > i < o 
51-57 W. Washington St. CHICAGO, ILL. METALPOLISH 





IN PASTE, LIQUID OR POWDER 


FOR ALL KINDS OF METALS 


Best, Cheapest, Goes Farthest. Never dries 
sp or shrinks. Money makers for everybody. Sold 
y the Jobbing trade. Sample free by mail. 


GEO. W. HOFFMAN, Mece., 
s 


"95 E. Wash St., INDIANAPOLIS, IND. 
sRANCHES: 1 Park Row, New York Ciry; 
119 E, Madison St., Cu1caco, ILL.; 503 Mont- 
gomery Avenue, SAN FRANCISCO, CAL. a 
Established 12 years 





The Nulite. 


ists. 750 S878 ARC ILLUMINATORS 


Produce the finest artificial light in the world. Superi 
to electricity or . Cheaper than kerosene oil. 
A 20th Century Kevoluti n in the Art of Lighting. 
They darkne s into daylight turn, 
And air instead of money burn. 
No Smoke. No Odor. No Noise. Absolutely Safe. 
They are Portable. Hang or stand them anywhere We 
also manufacture Table Lamps, Wall Lamps, Pendants, 
Chandeliers, Street Lamps, Etc. The best and only 
really success{ul lacandescent Vapor Gas Lamps made. 
They sell at sight.. Good Agents Wanted. Write 
for catalog and prices. 


Chicago Solar Light CoO. Pitts’ ave. 


CHICAGO, ILL. 









IF you wish your prosperity to be continuous 
: One begets 


make your advertising continuous. 
the other.—The World. 
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dCKaWalllid 


Railroad 














The Scenic Line 


New York City 


Palatial Solid Vestibuled Trains 










Superb Dining Cars 

(Meals a la Carte) 
Observation Cars Latest Pullmans | 

Elegant Day Coaches 


THROUGH TRAINS 
DAILY from CHICAGO 





















Leaving Chicago Arriving New York 
10.35 4. m. 3.35 p. m. next day 
2.30 p. m, 7.30 p. m. next day. 


10.30 p. m. 7.10 a. m. 2d day. 


Rates $16.05 Stcond Cisss 
CITY TICKET OFFICE: 103 Adams Street 
GEO. A. CULLEN, Gen’! West’n Pass. Agt. 
CHICAGO 





THE 


FRONT 
RANK 


is the acknowl- 


edged Leader. 


Front Rank | 
Steel Fur- 








Send 10c.in Stamps 4¢ ‘*Solid-Steel’”” Lava Enameled Ware. 


for Free 








ane. 


The Cleveland Stamping and Tool Co., 





The Handy Riveter 


A neat and compact tool for mending broken 
harness, straps, belts, etc. Simple in construction, 
unbreakable in use and powerful in operation. Al- 
ways ready for use, can be carried in the pocket, 
which makes it an indispensable tool for the 
Farmer, Livery-man, Mechanic, Engineer, Driver 
and Harness-maker. No household should be 
without it. Body and screw are made from malle- 
able iron; sleeve from cold rolled stock; plunger of 
hardened tool steel. Will clinch any size of tubu- 
lar or bifurcated rivet and make a perfect job. 
Weighs only 5 ounces. 


Mitwaukee Automatic Machine Co., 


MILWAUKEE, WIS. 














| THE STAR COMBINATION 
Farming Tool Bracket. 


This Bracket is made 
adjustable and can | 
be set at differ- 
ent angles as may 
be found desira- 
ble to accommo- 
date the various 
articles that may 
be suspenacd 
therefrom. | 


THE SCHREIBER g GONGHAR MFNC. CO., 


Manufacturers of Hardware. DUBUQUE, IOWA, 




















= 








nace Co., 
St. Louis, Mo. 











For Coal and Wood. 












We manufac- 
ture Malleable 
Iron Socket 
Wrenches, 
Thumb Screws 
and Nuts. 


SAM’L 
HARRIS 
& CO. 


23 and 25 
S. Clinton St. 
a Il. 


Harris 
Socket 
Wren- 
ches 


Get Our Prices 
Our New 500 
Page Catalogue 
f Tools Free. 





John WV. Gaither, ‘ 
Jackson, Tenn., writes: 


**I ike THE ASIERICAN ARTISAN, and 
want it as regular as Sunday rolis around. wv 
? think it isa number one paper to have @ 
for its quotations are always up to date @ 
which makes it invaluable to the tin } 4 
shop.”’ ° ° - : . 







HO Standing Seam and Siate Root 


(Patented) 








Patented. 
No snow rails need be used unless desired. The lugs clinch 
through the seam easily but securely. Send for catalogue. 


MFRS. OF TINNERS'’ 


HARDWARE AND 
ROOFERS’ SUPPLIES 
BERGER BROS. C0. : — 





















a 









(jood Advertising 


Means Constant Advertising. 












MONEY spent on this account during periods 
of prosperity brings its fullest returns in 
dull times. Don’t let your customers forget you 
simply because you are busy now. Keep your 
name before the public. 





— | 
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= Good Things 


For these you must ask for and examine the 
GREEN BOOK of Hardware Specialties. 


= THOMSON BROS. & CO., 


—_——<{ SMITH & HEMENWAY CO. 
UTICA DROP FORGE & TOOL CO. 


—— ng) 206 Broadway, NEW YORK. 


THE “DISSTON SAW” WILL DO MORE WORK WITH 
LESS EXERTION AND HOLD ITS CUTTING EDCE 
LONCER THAN ANY OTHER BRAND OF SAW. 





























Fully Warranted 














Philadelphia,‘ Penna. Mechanics."* 





as to 5 
Material 3 
and Additional Information . Y 
Send a Postal : 
Manufacture. we a } 
. Our Pamphlet 
Henry Disston & Sons, Inc., **Practical Hints. a 
a Keystone Saw Tool Steel & File Works. To : E 
BF te, 


Dn a Seal 
“Sy 


“ENTERPRISE” 
wed Puiverting Mills ie EXtractor “aad corn Mill 


35 Sizes and Styles for Hand and 
Power from $1.25 to $125.00 





— No. 21, - $2.50 


Order from your Jobber 


No. Oo, $1.50 ' Descriptive Catalogue mailed Free No. 750, $7.50 


The Enterprise Mig. Co. of Pa. 


a nee Philadelphia, UD. SS Ae ne sn 
@ee4@a@eoeae@eese eo eee eeeoeeeeeeeaeeaeeeeeeeeeeeeeee 


= 











@®eeeeecaeeZ4eeeg@gee#ee#?d#0e#2es#28ee es 
S®eeeveaeve0ecdnee2e20008008080 





i i 





OSCAR A. MICHEL, 


st > oe . ———— 


SOLICITOR OF AMERICAN AND FOREIGN 
















: 
: | 
hg Ni E NO ADVANCE romptly. | 
oe s FEES FOR UNDERTAKING rocured. 3 | 
= , SALES OF ublished. 3 
aaa PATENTS vided | 
gn FOR CLIENTS. | 
f 302 BROADWAY, DEPT. 27, | NEW YORK, N.Y. : 


4 


(EEE th ttt 






















82 THE AMERICAN ARTISAN AND HARDWARE RECORD. 


x TINWARE, 
Stamped Tin 
aa Metal Goods 


are being sold by us at figures 
you cannot afford not to get. 
Our large seven-story factory, 
equipped with the latest im- 
proved machinery, enables us to 
undersell all competition. 


American Tinware Mig. Co., 
79-81-83 Jefferson St., CHICAGO. 


Take VY our Choice. 


You “Get Your Money’s Worth.” 


Peters Shells. 


Ideal. A high-grade, rich, cherry-colored 
shell. High brass reinforcement, battery 
cup, Peter’s No. 8 Primer, loaded with 

. King’s Smokeless, highest velocity, even 
pattern. 


New Victor. Medium grade. A 
beautiful green shell, brass reinforcement | 
Lvuaded with King’s Smokeless. A perfect | 
load for trap or field. 


Referee. Any trap shooter or hunte: 


now using black powder should try the 


h_feree. Loaded with King’s Semi-Smoke- | 
less Powder. It has all the advantages of Oastin Bakin ° 
Smokeless and costs but a trifle more than and o 


black powder loads. 
Its double or extra bottom makes this 
League. The king of all black powder = 
loads. They are loaded with specially oS = = 


selected material and are unexcelled. 


The Peters, Cartridge Co.. 


CINCINNATI, O. | 

Eastern Branch: T. H. Keller. Mgr. 80 Cham- / 
bers Street, New York. 

Hiboard, Spencer, Bartlett & Co., Chicago. 


































































baker one of the best arti- 
cles now in use for either 
wood, coal, gas, oil or gas- 
oline stoves. Examine 
this Baker and Roaster 
and you will see that it 
is made of better mate- 
tial, is stronger and-heavier and 
better made than most bakers 
now in use. Write for circular. 


Welling Mfg. Zo., = Coiunbus, Obie. 


_———SSweeee eee 






















Little Giant 
Grass hook 


is a Miniature Scythe, 
looks right and cuts right. 

For further gartioulass 
write for Catalog D. 


IMPROVED 


Young America Scale. 


It is Made of Steel. White Tile Top. 
Tin or Brass Scoop. Brass Dial. 






Also Patented 


@ in U.S, 
s & | 3 BEsrTr In THE WwWornrrtyD. 
b. ° ar 4 on 1, ~ A most beautiful and attractive scale for all prepeoes. 
Beautifully enameled, ornamented and striped. eighs 
705 4TH AVE., In Canada, s0peunte by unos. crousten pas Tee --— P _. light 
M an mov: t can ber y turnin: brass 
DETROIT, MICH. —— ecrew on top. lt is always y and easily understood. 





It is a convenient scale to use and has no weights that may 
be lost. You can look this one in the face to prove its 
accuracy without king for weights. Every scale ex- 
amined before Jeaving the factory and warranted correct. 


MANUFACTURED BY 


AMERICAN CUTLERY CO., o%2*°° 





Window Guards, Office 
¥% nd Bank Railings, Iron 
rills and Wickets. 


| 











ORNAMENTAL GATES & 
WROUGHT IRON 


tata) JONES’ PATENTED 


| Copinc SAW 





v + 
A 


OuR P* r 
DOW WIRE WORKS CO. LOUISVILLE. KY. U.S.A. 





Spark Guards, Poultry | IN OPERATION. 
Netting and Garden Me This saw is constructed with a tubular back, 
F. 3 | | through which runs a string or a cable connecting 
encing. | both ends of saw frame, which causes the blade to 
turn to any angle by turning the handle only, 











without removing it from the work. 


The No. 8 TO RCH ; Furnished with One-half Dozen Blades. 


This style of Torch does not use a pump to Send for circular. Write your jobber to send for sample. 
generate air pressure, but depends upon heat to 


do this, The tank is a solid brass casting, fitted J O n es & Do m m e rs n as, 


tom, which 
screws to| 34 & 33 Indiana St., - - CHICACO, ILL. 


place and is 
then brazed 
and will with- 
stand anenor- : We repair grind 
mous press- — - * 
ure. It has Mt ve | hone and handle ra 
zors. Write us. 


djustab! 
Price $2.00 net. handle, se THE CELEBRATED FOX 


that it can be held NO.44 
in any position. The burner used on this Torch r Razo rs 
is fitted with double shouldered, quick-acting OX 
ARE MADE BY US. 


needle, which enables the user to control the | 
flame, stopping it instantly if desired. The gen- | 

Every Fox Razor honed and in- 
spected the day we ship it. 


erator being powerful, makes a pure blue flame 
FOX CUTLERY CO. 


that will do brazing quickly. ‘he No. 8 is thor- 
oughly well made, and is nicely finished all over. 
Write for new catalogueto \« 
Dubucue, fa.. - 925 Mein St. New York City, 48 Center St. 


































We warrant it to please you. Order of yeas } 
jobber, or send us $2.50 and we will send by 
paid express. 


Clayton & Lambert Mig. Co., 
DETROIT, MICH. 
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“L. & G.” WROUGHT STEEL 


Kitchen «~ Pantry Sinks 
ad Plumbers’ Basins 


Are supplied in PAINTED, GALVANIZED 
and ENAMELED FINISH (inside and out), 
BLUE and WHITE, AGATE (Gray), 
CRYSTAL (Light Gray). 


New illustrated Catalogues are now ready 
for mailing to applicants. 

“L. & G.” Steel Sinks are pressed from 
single sheets of Wrought Steel. Break- 
age is impossible. Freight charges are 
less than half that of CAST articles. 


< 


Lalance & Grosjean Mig. Co. 


MAIN OFFICE: 
19-21 Cliff Street, 
NEW YORK. 


EASTERN BRANCH: 
83-901 North Street, 
BOSTON. 


WESTERN BRANCH: 
81-83 Michigan Avenue, 
CHICAGO. 


ONLY A HINT 


CAN WE CONVEY TO YOU OF 
THE EXTENT OF OUR STOCK OF 


ycle Sundries. 


Lamps that burn gas or oil; the latest wrinkles in Cyclometers; 

Bells that ring; Cements that stick; Tires of every style; Repair 

Shop Tools, also such goods as repairmen need. In short, for 

whatever you may need in this direction, it will pay you to use us. 
Our catalogue and prices are yours if you but say so. 


Farwell. Ozmun. Kirk & Co.. 


ST. PAUL. 
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ROTARY 
FLOUR SIFTERS 


The Nesco Flour Sifter has the han- 
die with the crank running 
through same, and is one of the 
best made. 

Good Material—Good Wokmanship. 
Result—Good Sifter 

Do not forget to include a lot with 
your next order. 

The Acme Flour. Sifter, with upright 
back handle and crank running 
through side, will soon be ready 
to offer. 

Prices are right. 

Ask our salesmen about these goods. 

Address branch office nearest your 
location. 














NATIONAL ENAMELING prance NEW YORK CHICAGO 
AND STAMPINGCO, ST.LOUIS, MILWAUKEE’ 


Every Lamp TO AP PLY FOR The Agency 
Sold OF THE 


Sells Another. | Doran Lighting System 


Remember the FIRST in the field will reap the harvest. Our improved Doran 
Lamp is the height of perfection in Hydro Carbon lamps. DON’T confound this 
with the common too candle power gasoline lamp. We have something entirely 
new, pronounced by ALL who have seen it the BEST thing they ever saw. 

















BRPeCRREESC ee 


1250 Candle Power. Handsome, looks exactly 
No fount to fill and break A Few like the best electric arc 


eae 


mantels. ti lamp. 
No shadow below, light ait | ° ‘ts Last, but not least, the 


around. (i ood cheapest system on the 
Turned up and down in- market, both in first cost 
stantly with a chain. and in operation, which 


= 
Simplicity (it will surprise you). Poi nts is 1-6 of any other light 
Practically noiseless. of its power. 


RERRHES 

















We are appointing agents now for every town and city inthe U.S. It will be 
profitable to you because we have POSITIVELY th: best system of lighting ever 
invented. It has absolutely NO FAULTS. Every lamp guaranteed to be perfect 
and give satisfaction when received. As to our responsibility we refer to any bank 
or mercantile agercy in Chicago. 


Used for ns Acorn Brass Works, 


and 19a Jefferson Street, CHICACO. 


Street Lighting. SPECIAL NOTICE.—Al! infringements on this patent will be prosecuted to the full extent of the law. 


Exciusiwe Territory wvill be grarnted. 


PTET ey PTT] 











Bee ERK 
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YUKON, 
ECONOMIC. 
 CHILKOOT 


The Creat Sanitary 


Refrigerators 


Honestly made and beautifully finished. 











A perfect Refrigerator and a great economizer of ice. 

The originators of successful white enameled provision 
chambers. 

There are many imitations but ours is the only perfect enam- 
eled Refrigerators on the market. 

Eight walls to preserve the ice. 

lf you want a first-class line that will please your customers 
and bring trade 





Write for Catalogues and Discounts to 


Our enamel is baked on galvavized iron. 


The Michigan Barrel Co.. *#"2"?"s 









New Century 


and with it the introduc- 
tion of 


The “Sanitary,” 


a strictly high-grade, 
wood -lined 


Refrigerator. 


Constructed on scientific 
principles, insuring per- 
fect preservation of food 
products. 
A GUARANTEE OF 
GOOD HEALTH. 


ak! For further particulars, cata- 
logue, discounts, etc., address 


The Ideal Manufacturing Company, 25780" 
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PLECKER’S CORRUGATED EXPANDING CONDUCTORS. 


Made of Galvanized Iron in Ten-Foot Lengths without a 


Cross Seam. Will not burst when full of ice. 


Clark, 
Quien & 
_Morse, - Peoria, Ill. | 











Patented 1898. 


Because it is the only Rotary Washer that has 
Revolving Steel Ball Gearing, therefore light 
cunning and noiseless. Nvoescape of steam; made 
of red cypress lumber; solid leg staves (not re- 
breakable legs); wheel turns either 
cleaning 
Made 


movable, 
way; dasher reverses automatically, 
pay cory without rubbing them to pieces. 
to last 


H. F. BRAMMER MFC.CO., 


Davenport, lowa. 


Gee Whizz Washer 


A Novelty and a Winner. 


Does what it is intended 
and guaranteed to do. 









out hoops or 
staves, 
neither 
shrink, leak 
nor fall 
” down. 
labor saving 
washer of 
20th Century 
Our circular 
describes the 
reflex motion 
and tells why 
it whirls, 
rubs, slaps, 
squeezes and 
sucks the dirt 
out of the 
, clothing. 
You want 
the agency. 
Write tor 
particulars to 


RANDLEMAN & SONS, Des Moines, lowa, 


Bic Four re 
Qlcago.. |=: cn 





ety 





\ ty and Southeast 


Stews, | NOW YOIK 
a The East 


W. P. DEPPE, 
A. G. P. & T. A. 


CINCINNATI. 
3.C. TUC C. TUCKER, G. N. A., 234 Clark St., Chicago 


W. J. LYNCH, 
G. P. & T. A. 


Made with- | 


will | 


The | 


= @ e @ 2 BOsOB28B2F 


” 








THE ORIGINAL BRAMMER 


Relive Washer 


An especially well made and light running machine 
and Guaranteed to give Satisfaction. Most simple, 
powerful and durable movement. The very substantia! 
tib is made from a select quality of Cypress Lumber. 

Made also in square styie 

We manufacture the most complete and satisfactory 
line of washers on the market. Scnd for illustrated 
} catalogue. 


Benbow-Brammer Mig. Co., 


1007 N. 13th Street, Factories: 
ST. LOUIS, MO. St. Louis, Mo. Davenport, la 


The Toledo 
Calvanized Tub 


With Wringer Attachment. 


The Best, Neatest and Strongest 
device for attaching a Wringer to 
the Tub ever placed on the mar- 
k-t. It ho'ds the wringer solid on 
Tub, strengthens the body of Tub, 
and always in place. 

Order a sample dozen of your 


jobber. 
Fitted to our No. 1, 2 and 38, T ubs. 


Made Only By 
The Toledo Tinware 
Mfz. Co. roledo, Onio. 


~~= ee eon ons eoesewsueweeweeweeeeee ewe coy 


SoerTy’s Sieam Rete. 


Made from very thick metal, with- 
out Stay Bolts, Joint packed in such 
@ manner as to never need repacking. 
A little higher-priced than some, but 
they are safe and tight. 


D. R. SPERRY & CO., 


HOLLOW-WARE FOUNDERS, 
sss BATAVIA, 




















ILL. 


| 
! 
| 
| 


> @ @ @ ®@ @ @ eee @. 











These ca1.s are made of Heavy Cold Rolled Stee}. The cov- 
ers and necks are made seamless; hence there are no seams 
for sour milk to collect in. A heavy steel washer is sol- 
dered to both cover and neck, thus preventin the holes 
from tearing out. The handles are heavy and of malleable 
iron—made solid. The handles are riveted to the breast with 
two heavy rivets on each side of the handie. Al! cans are 
lettered to order with 1% inch copper letters. ALL LBAD- 
Elgin Style. ING DEALERS HANDLE THIS CAN. Write us for prices. 


Arthur A. Peterson & Co., Maple Park, 


Manufacturers of Extra Heavy Dairy and Pieced Tinware. 


2. R. SIPES, Hrkansas City, Ark., writes: ““We could hardly 
keep “house without Che American Artisan.” 





























Stanley 


IMPROVED © 


Rule an Level Co. 


RPENTERS’ «TOOLS Soild by All Hardware Dealers 


NEW BRITAIN, CONN. 
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Measuring Tapes. 


Our Goods are Recognized as the 
etc. Send for 


Steel, Metallic, Linen, etc. 
Best. Tinners’ Rules, Magic Pattern Rules, 
Catalogue and Mention The American Artisan. 


Lufkin Rule Co. 


SACINAW, MICH. 





~ 
Ca 
ed 


v\ 


5 Qeuw 











IS WHAT YOU CAN SAVE 


We make ‘all kinds of 
_ scales, 






( "eee Write for prices 


ALSO B. B. PUMPS AND WINDMILLS. 
BECKMAN BROS., Des Moines, lowa. 











r Giood Road 
To Cincinnati. om 


| 
| 
| 
| 
| The Monon Rout2 and C. H. & D. R’y | 
|| run four trains daily from Chicago to Cin- 
| cCinnati. The day trains leave Dearborn 
|| Station, Chicago, at 8:30 A. M. (except 
| Sunday) and 11:45 A. M., and are | 
equipped with elegant Parlorand Dining , 
cars. The Night trains leave at 8:30 P 
M. and 2:45 A. M. These trains are 1 
equipped with elegant sleepers and com 
| partment cars, the sleepers on the latter 
| train being ready for occupancy at 9:30 || 
P.M, Allitrains stop at 22nd St., 47th | 
| St., and 68rd St., Chicago. Ask fortick- | 
| etsvia MONON and C.H. & D. 


City Ticket Office, | 
232 S. Clark St., CHICAGO. 











Henry Bidlake, Osnabrock, N. D., 
writes; 
“Please discontinue ad for Tinners’ 
Tools in your paper. It has done its 
vork well.” 


Shanks. 


Indestructible. 


Heib’s 













No. 12. 


No. 7 _, Quarter- 
To drive ") pitch. 
into Use u1 
Box Tin, Shingles 
Cornice. or Slate. 


Made of wrought iron, will bend te any pitch 
without breaking. 

Sold at a lower price than malleable, yet they 
are the best. 


“'Riter Bros. & Co., 


PHILADELPHIA. 








The O. K. Stee! Brake. 


3041 So. Halsted St., omaaeo, ILL. 








The Jersey Cream Separator 


Separates cream from milk in less than one hour. 
The most simple, practical and reliable separator 
on the market. A sure seller. Sold to dealers 
only. Write for prices and circular to 


THE 


Galesburg Cornice Wks., 














GALESBURG, ILL. 



































THE AMERICAN ARTISAN AND HARDWARE RECORD. 


eter's Metal Ceilings St, 
BECAUSE Bates ten. 


They Fit Well. Agent 
WE ALSO MAKE Wanted 
Eaves Trough and Conductor Pipe, Imitation Brick Ia 

and Stone Siding, Steel Roofing, Corrugated Iron, Every 
Oil and Gasoline Cans, Steel Dry Measures, Etc. | “: 


~H. Eller & Co., 25233: 


Place Your Orders For Att Metal Ceilings. 


where you are sure of tte best that money 
can buy. Prompt Service, Honest ‘| reat- 
ment and at No Fancy Prices. Our goods 


will give entire satisfaction—they are good ¢g 
Sellers, Our Art Metal Ceilings are the best onductor 


on the market for Design, Finish, and Dura- 

bility. We carry a large assortment of Steel Pipes 
Ceilings and aed Sa Hae and 

can fill orders prompt! STIMA promptly AY ? B 
furnished. SPECIALTIES — Architectural Sheet On { ur'st. 
Metal Ornaments, Finials, Copper, Bronze, and Zinc 
Statuary, Crestings, Spun Work, Copper Plated 


Ceilings in Antique Finish, etc. For further infor- 
ation send fur our catalogue and Prices, or address 


































































The twist in the corruga- 
tion checks the sudden fall of 
ice and water, thus protecting 


ae & Voshardt, the joints. It stands hard 


knocks because it is corruga- 
1904-200 Mather Street. CHICAGO, ILL. | ted. A ain, it is much hand- 


somer than plain pipe. Made 
in canner and galvanized iron. 
ms .. Hardware Dealers Catalogue aad information 


<< Can Handle free. Address 


@ Northrop’s Stamped | smerican steet Rooting €o., 
Steel Ceilings Middletown, 0. 


’ and do well for their customers and 
themselves. Send for catalogue— 
ive diagram and description of rom 
or an estimate and we will do the 


Tae ae tee) rest. Beindorf’s Telescope Stove Pipe. 
H. S. NORTHROP, 53 Cherry Street, NEW YORK. 


CLASSIFIED 
METAL CEILINGS 


’Tis a pleasant subject, anda profitable one, too. 
Has it ever been presented to your We should like 
to take it up with you. It means money. 

Catalogue free. 


Illinois Roofing & Supply Co., 


23 Lake Street, Chicago. 




















The pipe that people want 
and the kind that will sell. 
Why? Because it can be 
varied in length in a few 
seconds without cutting the 
pipe or breaking your New 
Year Vows. Ask your job- 
ber for them, or address 


Chas. Beindorf, 
189 N, 5th St., 
Columbus. O. 












































Costs no more than other pipe. 

oe _- SEND FOR CATALOGUE ON ech 
—_araennnennmmes §= Fave Trough, Conductor Pipe, Roofing, iaaENeNEeE 
in mt er RR AIO Ceiling, Cornices, Skylights, Etc. ane a ne 


ee ee rewes ee ee Fw oe “* See 
: “ ee — 
KLAUER MFC. CO., - Dubuque, lowa. 














Se ee A <1 —— 
















THE RIGHT WAY AND THE WRONG WAY. 


The difference between a harmonious metal Ceiling and one embodying a conglomeration or mixture of styles, is 
the difference between doing a thing right and doing it wrong. 
Will it pay you as an up-to-date dealer to handle ceilings that are artistically right? 
Your customers cannot be expected to know al! about such things—they rely upon your judgment in the matter. 
If your judgment is at fault and they discover it later on, you can readily imagine how they wil! feel about it. 
The sure way to please your customers is to sell them 











“Berger's Classik” Metal Ceilings are artistically correct,are high art goods and meet the requirements of high grade trade. 
Before you tie yourself up with any other line, we have some extremely interesting facts to present for your con- 
sideration. It will pay you to write us about it. Drop us a line for full particulars. 






THE BERGER MFG. CU., New York OUFFice: 210 E. 23d Street. SPECIALTIES: — Ceilings, Roofing, 
PHILADELPHIA OFfFice: 1013 Arch Street. Siding, Eave Trough, Conductor, 
CANTON, OHIO. St. Louis OrFice: 1428 N. Broadway, St. Louis, Mo. Hangers, etc., etc. 























Garry 
Tron and 
Steel Roofing Zo. 


Roll Roofing. 
Corrugated Iron. 


















Patented. 


Rain Water Cut-off 








is made very strong and has alever that can" 
not get outoforder It will fit co ated 
pipe Thereisa distinct saving of both labor 














and solder in applying it to the pipe. Metal Shingles. 
’ Clap-boards. 
La Crosse Steel Roofing Siding. . Wy 
. Steel Bricks. 
& Corrugating Co. Window Casings. 
LA CROSSE, WIS. Fire-Proof Shutters. 
Eave Trough. 
— . . . Conductor Pipe. 
This Machine is the Simplest One Ever Made. gon a 
One motion of the lever re- a 


leases the end of roll and 
raises it so that work may be 
slipped off. This is only one 
of our many. Ask your job- 
ber for our catalogue. If he 
does not supply it, write to 
us and give his name and we 
will see that you get one. 








Cor. Loe and Lake Streets, 
Cleveland, Obio. 





[teration 


Is the Secret of Success: 





Slip Roll Former. 





West Mig. Ce CO., Buffalo, N. Y.|  stunand arve it hone 


wwe ww whe ew wo =e 2] ce 8 8 ee &2e83 8 @ es @ wwe ~~ ~~ 7 


? JOHN PORTER, ALTOONA, PA., cncmnta “wel: “Gadus | “I can’t run my shop without THE AMERICAN ARTISAN.” 
SBS SVSTVTVSVS SVPSESSSVeSoesoeseesewseseweseeoes—-ZBeFf 
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WANTED 


We want a responsible local agent in every city in the United States to handle 
Embossed Metal Ceilings. 


We will offer special inducements. 
Write at once for full particulars. 


Kanneberg Roofing & Ceiling Co., 


NEW YORK OFFICE: 173 W. 26th St. CANTON, OHIO, 


















































RERREEARARBe Ne WReeeer Bae  -« ‘#8882 ggge 


merican Tin in ‘Plate Company | 


MANUFACTURERS 


Tin Plate 








4 


GENERAL OFFICES: 


Terne Plate 


ro .)|606F ee 


Black Plate 


Battery Park Bldg. 


;} {tf BBR ee 


New York. 


RESEEBP © * eke 








“Can't 
Break ’Em.” 


A new depaiture in 
warm air registers. 
Made entirely of 
Stamped Sheet Steel. 
Excel all others in 
strength, air capacity 
and finish. They are 
lighter in weight, 
thereby saving 
freight. 

Catalogue on ap- 
plication. Beware 
of inferior goods. We 
are the originators. 

















The 


Canton Steel Roofing Co. 
CANTON, OHIO. 








GRAY’S ELBOW PATTERNS 


From 1” to 40”’ in diameter in two sets. 
(a). From 1” to 20” in 2-3 and 4 pieces, n 
=. blue print paper, post paid on receipt a 

b). From 20” to 40” in 5-6-7 an of 
a 5 ue print paper, post poe on receipt of $ 
or both sets, 144 patterns, for $2.00. Fu 
structions with each set. 


Cc. L. GRAY, 
140-148 Ferris St., Galesburg 








. SMITH WM. BRAY 8. W. RIB 
” President Treasuree Secretary 
The East Bangor — Slate 
Laund Tr bs, Burle Cases. U Us inal Ss 
ry Tu rial rt 
Tiles, Genuine Bangor Roofing Sis 
end Geneee ral Structural Slate. 


east ® BANGOR, PENNSYLVANI 








R. Dykstra, 
| Battle Creek, Mich., 
| writes: 


“AS LONG AS I RUN A TIN 


SHOP 1 MUST HAVE THE AMER 


ICAN ARTISAN.” 








JAMES A. MILLER & BRO. 


129 So. Clinton St., 
CHICAGO, 
Correspondence Solicited. 


Corrugated and other 
IRON ROOFINGS 
SKYLIGHTS, 
CORNICES, 
CONDUCTOR PIPES, 
GUTTERS, ETG 
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OLD DOMINION 
Horse ¢ 
Mule 

Shoes. 


All the popu- 
lar styles and 
weights. 














| 
Illustrated catalogue | 


° . | 
Soe and prices on applica 
" Cc Ge SEE tion. | 


Old Dominion Iron and Nail Works, 
Richmond. Va.. U.S.A. | 
| 


"Ongnpeee Pure Asphalt Roofing. 


° , Roo + ’ Felt, 
Never Dries Out or Cracks. ebay dba sh ay dm may ny A 


writeus J. L. Perkins & Co., 7*'dités&o. 


MONAT ee 











ARTHUR B. CLARKE, Prest. 











ay and 
and Hand : 
KIMBALL BROS., HE -very question that has 
1061 9th St, puzzled you in the matter of 


Seoupeil Bluffs, Ia- 





roofing is the one our booklet 
answers fully and clearly—free. 





gortight Metal Roofing Co. 


—_ Smith & Co. 


| Poe Tiaucrs, 


CHICAGO. 


Philadelphia and Chicago. 




















| 
= | | 
$ = WRAPPING, | eee Newel strated cata: | 
WRITING, Si eee 
: NEWS, —f Nom to send for ie 


Montross Metal Shingle Works 
Camden, N. J. 


HOMESEEKER EXCURSIONS 


On First and Third Tuesdays in each month to 


| VIRGINIA, 


Via NORFOLK & WESTERN RAILWAY. 


| Forallinformationas to RATES and TICKE Ts and 
, for LAND PAMPHLETs and des crip tive matter, 
| address ALLEN HULL, D. P. Agt., Columbus ,Ohio. 


BOOK 


Paper 


Send for Catalogue. 














= ———— 


Cons for Sheet Metals 





Cc ymbine ! P 


Tinsmiths’ ) 
Roofers’ TOOLS 
Cornice Makers 

SHEARS, PRESSES and DIES, 
PUNCHES, ROLLS 


Made by 


‘Diagara Machine and 


Cool Works 


BUFFALO, N. Y. 


Send for Catalogue A 





WRITE US FOR PRICES ON 


— 





Presses, Dies or 
Special Machinery. 


Diés and Machine Forgings one of 
our specialties. 


THE DANIELSON MACHINE 
& Too. Co., 


183 Lake St., Cleveland, Ohio. 





THE NEW YORK 
CLIPPER 


Contains a Reliable Record 
of all the Events in the 


THEATRICAL WORLD 


AND THE 


WORLD OF SPORTS. 


PUBLISHED WEEKLY. 
$4.00 A YEAR. SINCLE COPY, !0cts. 


For Sale by ali Newsdealers. 


SAMPLE COPY FREE. 


| Address NEW YORK CLIPPER, 


NEW YORK. 





To Repair 
Broken Arti- 
cles use 


Major’ 
sslement 


; Remember 
Ye MAJOR'S 
RUBBER 







CEMENT, 
MAJOR'S 
LEATHER 
CEMENT. 

















A. E. Jacobson, Charles City, Ia., writes: 

“Please take my ad for situation out, or I wilt aavertising— 2 an “winking — 
yy fp gee do my co rrespond- at——_—_a——_——g irl ———__m the — — 
ng. 5 nave up to a Syrcived eatoeen wipers dark; — you — know —wha on 
and jobs ill say cou not be without Tus - ae ee —— a 
AMERICAN ARTISAN.” = tiie, — but sobody 





Geo. W. Brown, Tr., Bitisboro, TH., writes: 
yom may kindly. discontinue our WANTED TIN- 
NER adv. that you bave so kindly carried for us 
the past three issues. 1 bave received replies 
from Uermout to eee, and think that we 
have secured a good ma 


VPP eeseeee, 
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WHICH IS THE BEST ROOFING TIN? 
9 CENUINE ° e 
McClure’s grees Roofing Tin 
RE-DIPPED 
GUARANTEED Fifteen Years. 
Pittsburgh. McClure & Co. Philadelphia. 
Manufacturers of TIN PLATE. 
BRADLEY 
SHELF 
BRACKETS. 
Strong, Light and All Right. 
ATLAS MPG. CO., new Haven, Ct. 
Of 
Bol : SS Every Description. 
Turn Buckles. 
STOVE, PLOW, i _ 
CARRIAGE, TIRE — ‘ 
and MACHINE BOLTSE et = mt tt WW 
Write tor Catalogue. es NL 
Columbus Bolt Works, 


COLUMBUS, 
OHIO. 








On roofing plate our mark de- 


notes honest value. Look for 
Osborn’s Guar= 


anteed Old Style. 


It is too far superior to ordinary roo.ing plate 


for comparison. It is heavily, richly, uniformly 
coated by our special hand-dipped, palm-oil proc- 
ess. It will positively outwear any roofing plate 
on the market. 
This plate can also be furnished with genuine 
Charcoal Iron Base—not steel, “Osborn’s Charcoal Iron 
Old Style” is guaranteed for 15 years. 
J. M. & L. A. OSBORN, Cleveland and Columbus. 
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a a\ Cle 
* 4 
PFRFORA . A ¥ 
} DID Sf 


























Correct Dress 


Correct dress doesn’t make 
the gentleman. Neither 
does the stamping of the 
imitations of **Old Style’’ 
make them the Genuine 
article. A gentleman must 
possess certain intrinsic 
qualities. The **Taylor 


Old Style’’ possesses qual- 
ities which its imitations 
cannot counterfeit. 

The **Taylor Old Style’’ 
is the Genuine ‘‘Old Style’’ 


brand. The trade-mark is 
its guarantee. 


N. & G. TAYLOR CO., 
Manufacturers. 

PHILADELPHIA. 

NEW YORK, 

CHICAGO. 











E. C. Atkins @. Co. 
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SAW TOOLS 
SAWYERS’ HAND BOOK 
January, 1901 
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Factories and Main Offices: 
Branch Houses: 


Memphis, Tenn. i i 
Memphis, Tenn. Indianapolis 
Atlanta, Ga. Indiana 


Portiand, Ore. 








fire You A Saw Seller? 





If a saw seller you will certainly be interested in: ur 
new catalogue which is fresh from the press, a roi ;h 
sketch of the cover of which is shown herewith 
shows the finest and most up-to-date line of cr 
cut and other saws; saw tools, etc., ever off: 
the trade. 
by skillful workmen and every saw is warran 


Our saws are made of the best mat« 











We Sell Only to Legitimate Hardware Deal. °. 
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